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Photograph by Alfred Cheney Johnston 


“What heavenly silver! ... And how in the world did you 
guess that I wanted it?” 

“Well, they called it Pieces or CHARM, and I immediately 
associated it with such a charming woman as you.” 
“Flatterer! ... Now I’m positively ashamed of the poor 
little gift I've got for you.” 

Wise, indeed, is he who gives Pieces or CHarm... and 
flattered beyond words is she who receives it. For Pieces or 
Cuaro is noble and exquisite silverplate ... 1847 Rocers Bros. 
. .. that lends lustre and distinction to tables perfectly ap- 
pointed. The so-called fancy. flatware yet withal so essential 
... to be had either in the gorgeous Pieces of Charm Cabinet 


Gown by Bruck- Weiss 


. .. containing eight salad forks, eight butter spreaders, eight 
iced tea spoons, a berry spoon, a gravy ladle, a cold meat fork 
and a dessert server . . . or purchased as separate items, as 
suits your fancy, or your purse, in individual gift boxes on the 
wrappings of which the courtly figures of Watteau are im- 
printed . . . Silverware bewitchingly and honorably wrought, 
but a gift and a treasure most modestly priced. 


‘TREASURE BOUND ON THE GOOD SHIP BUDGET’ 


Once you see Pieces or Cuarm, you'll never be satisfied till your silverware 
service is complete. And to make it so is now one of the easiest things imagin- 
able. Send for our new booklet, “‘ Treasure Bound on the Good Ship Budget,” 
and learn how to buy Pieces or Cuarm systematically and with pleasing 
thrift. Ask for Booklet J H, and address International Silver Company, Depart- 
ment E, Meriden, Connecticut. 


This advertisement appears in the December issues of Harper's Bazar, House and Garden, Country Life, House Beautiful and Vanity Fair. 





HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., 
Act of March 3, 1879. 


class matter May 22, 1913, at the Post Office at New York, under the 
on 


25c. each, 


at 239 West 39th Street, New York, N 


Y., U. S. A. Entered as second 
(Printed in U. 8S. A.). $3.00 per year. Single copies 
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To Do Good Work 























One Must Have 








(GOOD TOOLS 


Such is the trend of thought in the 
mind of a craftsman when he is buying 
tools. 


If it is a chisel or a gouge he is after, 
he will pay particular attention to the 
blade. He wants one that has a iong- 
lived, keen cutting edge, and one that, 
when necessary, can be easily brought 
back to its original effectiveness. And 
he likes a thin blade in the chisel, as this 
will permit him to produce commend- 
able work. 


The fact that these qualities are found 
in Greenlee Chisels and Gouges is the 
' big reason why experienced workmen 
prefer them after giving them<a trial. 


Write for a complete catalog of 
Augers, Auger Bits, Chisels, 
Gouges, Draw Kmives, ete. 


Greenlee Bros. & Co. 


Rockford, Illinois 


Eastern Sales Office: 126 Chambers St., New York City 





m~ 
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Written to Help All Dealers — this “RED BRAND” Advertising 


No matter what kind of fence you sell, “RED 
BRAND” advertising, appearing in more than fifty 
of the best farm papers, will help you sell more. 


The farm paper advertisement below is just one 
sample of more than 100,000,000 messages that 
are going to farmers during our present campaign. 
Advertising like this teaches farmers how to make 
more money by the use of real good fence. It does 
not attempt to dictate as to what kind of fence touse. 


This, then, is an advertising campaign for not 
only “RED BRAND” but for all fence dealers. 









lay PEORIA, ILL. 





U 


x 
ME 
1 
Th 


i 


without good fence? We will pay $5.00 
or more for each letter that we use. 
Write for details, catalog and 3 interest- 
ing ts that tell how others have 
made more money with hog-tight fences. 





KEYSTONE 


STEEL & WIRE CO. 


NIVERSITY of Illinois, for six years past, has seeded sweet clover in 
oats. Each acre of pasture obtained after harvest feeds one cow 43 days 
without other feed. 43 days’ feed at 8c per day (usual pasture rental) makes 
each acre bring $3.44 extra every year, or feed equal in value to this load of hay. 


a ¢ RED BRAND FENCE 
“‘Galvannealed’’—Copper Bearing 


makes it possible to save this $3.44 per 
acre. On the Lincoln Ridge Farm, Van 
Wert County, Ohio, they sow half and 
half alfalfa and sweet clover in the 
oats. Makes a wonderful pasture after 
harvest, all the next year, and clear up 
to plowing time the second Spring. 


Every acre keepsfrom2to3 Aberdeen make this the trim looking, hog-tight, 
Angus cattle fat and sleek. bull-proof fence that pays for itself in 
What hes been your experience with or Stock-tight REDBRANDFENCE 1 to 3 years on any farm. Ask rd 


can’t help but give you extra profits 
for many, many years, from hogging 


KEYSTONE STEEL & WIRE COMPANY 
0000 Industrial Street . Peoria, 


Read this sample advertisement over. You” are 
welcome to use, in your fence selling talks, the 
selling lessons it contains. We hope they will in- 
crease your fence sales. 


If youare interested in fence sales co-operation that 
steps wide of the ordinary beaten path we believe 
you would serve yourself best by writing us. And if 
your territory isnot covered by a “RED BRAND” 
dealer, we will gladly tell youhow youcan make more 
fence profits for yourself by helping your custom- 
ers make more money from their farming operations. 


This Feed is 


Free to 


Farmers who 
Fence 















down, pasturing after harvest, saving 
~ lg down grain, rotating crops, 
’ etc. 

Extra heavy zinc “‘galvannealed” 
coating keeps ruist out longer; copper in 
the steel fights rust to the core; picket- 
like stays, wavy strands, can’t-slip knots 















dealer to show you RED B 
FENCE. 







Illinois 
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ARMSTRONG Wrencues 





“T want a set of the other sizes” 


Time after time, when a workman buys a single ARMSTRONG Wrench, 
he comes back for the rest of the set. He knows the convenience of having 
wrenches that deliver 100% service and the economy of using wrenches that 
stand up longest under tough usage. 


ARMSTRONG Drop-Forged Wrenches are made ftom high grade steel, 
carefully heat-treated and hardened. Our modern methods of manufacture 
insure accuracy arid uniformity both as to machining and finish. 


The ARMSTRONG Guarantee gives you positive assurance that you sell 
your customers wrenches which combine Highest Quality Materials, Supe- 
rior Design and Thorough Workmanship. 


The ARMSTRONG Line of Quality Wrenches includes 


both the carbon steel and the chrome-vanadium lines. 
Write today for our new B-27 Catalog, which shows you 


the Complete ARMSTRONG Line of Quality Tools, with 
descriptions, sizes and prices. Sent free on request. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” a 
_ 314 N. Francisco Ave. Chicago, U. S. A. 
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MYERS 


WATER SYSTEMS 


Complete Self-Oiling Line 
Every i =} ” 


MYERS SELF-OILING 












BR MVERS SELF-OILING 


HOME WATER SYSTEM DIRECT hy) 
. DEEP WELLS 










" Winter weather is approaching. Short days, 
cold winds, rain, ice, sleet and snow—Not a 
pleasant outlook for those who are pumping and 
carrying water from outside sources for sanitary and .\ 
household’ purposes, for stock watering and similar : 
uses. 


But weather like this is ideal for the dealer who sells 
Myers Water Systems. It’s nature’s best sales promoter for 
him. The mere prospect of going through another winter 

ERS without modern water facilities for toilet, kitchen and laun- 
rg dry, for milk house, barns and feed lots, no longer appeals 
WATERSYSTEM to thousands who can afford modern water facilities. 






















Here, then lies the opportunity for more water system business. 
Homes and farms without number will install water systems before 
winter sets in. Are you the one who will supply them in your 
vicinity? If you are a Myers dealer you can meet every demand 
from the Myers Line of Water Systems. There is a style and size 
fer every need up to 10,000 gallons per hour. Distinguished for 
economy, high efficiency and lasting service, Myers Water Systems 
represent the utmost in dependable water facilities. 


ae Sate | 


Nd fe N ev 
A ROR: 


In these days of exacting and diversified trade requirements, it 
pays to place your efforts behind a line like the MYERS. We will 
be glad to send catalog and complete information. 


° are 


Write or wire. 


THE F. E. MYERS & BRO. CO., Ashland, Ohio 


Pumps for Every Purpose—Water Systems—Hay and Grain Unloading Tools—Door Hangers 


. L&I 
MYERS SELF-OILING DIRECT WATER 
SYSTEM FOR SHALLOW WELLS OR CISTERNS 






FIG. 
1980 
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Still First Choice Everywhere 


U. S. Poultry Fence, the original straight line-wire netting, 
is today the first choice of poultry-raisers everywhere. | 


They know from experience that it is the only netting 
which stretches from post to post under even tension without 
buckling. 

They know it is the only netting which can be taken down 
and put up time after time without bagging or sagging. 

They have learned that it costs less “put up;” that it 
stretches as readily to steel posts as it does to wood; that it 
gives longer years of satisfactory service. 

They have come to demand it. Nothing else will do. 

U. S. Poultry Fence is creating new, records for profitable 
sales. Dealers everywhere are “cashing in” on the constantly 
growing demand for this superior netting. If you have not 
been getting your share of this increased business, start now! 
Be sure to specify U. S. Poultry Fence--not just “poultry net- 
ting.” It costsno more. Ask your Jobber, or write 


Indiana Steel & Wire Company 


Muncie, : : Indiana 


st oh oy a al 
ee, 
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US. 


“She Netting Shat Sta Zoze” 
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TRIMO 



















Hey! TRIMO, don’t treat me so 
rough. Haven’t you got any re- 
spect for old age? Believe me, 
when you get to be as old as lam 
you'll want ’em to handle you 
gently. 


That old age stuff hands me a big 
laugh, pipe. I’m as old as you 
are now and [’ll still be going 
strong for years. We TRIMOs 
can outlive any ordinary pipe 
wrench by a whole lot. If any- 
thing about me gets worn, it can 
be replaced. In fact I just got a 
new jaw put in me today. 


Some of my customers are still 
using TRIMOs that they bought 
when I was an errand boy here. 
And that’s along while ago. Re- 
placeable parts and high grade 
steel do the trick, 





When a man asks for 
a pipe wrench, 
he means a TRIMO 





TRIMONT MFG. CO., INC. 


ROXBURY (BOSTON) MASS. 
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VENTILATION, _ 


forcement. 





THIN 


KALAMEIN sort 


NOT KAWNEER M wes: 


Back view of Kalamein showing rotted 
condition of wood filler after only a 
few years of service. 


Kawn ees” 


STORE FRONTS 
ARE DURABLE 


WOOD ROTS 
Consider the difference 


‘ADJUSTABLE SLIDE 
«(FOR VENTILATION 









Photograph and diagram of a Kawneer hol- 
low metal sash. This sash provides drainage, 
ventilation and plate glass protection. Age 
and rough usage will not affect its strength 
and beauty. The heavy copper mouldings 
from which Kawneer sash and bars are built 
require no wood rein- 












Kalamein construction [wood strips covered 
with thin metal) is perishable, thus endanger- 
ing the safety of the glass. The thin, soft 
metal is easily dented and marred. 

















WHETHER YOU BUILD 
OR REMODEL 


make sure your store front is a 
complete and genuine Kawneer. 


The trained eye and experience of every mer- 
chant makes it easy for him to quickly determine 
merchandise values. He exercises extreme cau- 
tion in his purchases. 


The equipment of the store, which includes 
the store front, is an item which should receive 
equal attention when the merchant or owner 
makes his selection. A Kawneer Hollow Metal 
Store Front insures satisfaction and permanent 
value. ial 


The photographs at the: left show facts that 
are of vital interest to eu. You can procure 
permanent plate glass protection with all the 
advantages of modern window display with a 





Kawneer. 
THE 
eS yr ) 
i @ i e e a 
Kawneer 
COMPANY ’ 
Ya 
i 
¢ 
A 
P 
Send for It P 
5 ; ie 
If you are interested in win- o ieee 
dows that will actually pro- roe Company 
duce more sales, send for this eo’ _—«-2117-N. Front St. 
book. ¢ Niles, Mich. 
Pf Please send “‘How to 
) Display Merchandise to 
F Sell It.” 
¢ 
? 
¥ NAME 
o ADDRESS %, 
¢ 
+ 


a 
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Here’s ware that sells 


You can build up volume on Viko Aluminum for baking. 
Women like Viko for the better baking results they get; 
for its smooth, seamless, round-cornered construction; 
for its long wear; and for its economical first cost. The 
Viko song line is complete. Stock a well-rounded as- 
sortment and make volume sales. Ask Your Jobber. 
Aluminum Goods Manufacturing Company 
Manitowoc, Wis., U.S. A. 


VIKO 


The Popular Aluminum 
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Biband 's unusual disp’ 
was conceived by Mr. 


c. on, 
and executed 





Mt 


160 Feet of Window Space 








Featuring Guaranteed Products! 


wares buyer, 


Stason ae 


card 


house ° 
by Mr. J. P. Slade, dis- 


manager. This 
in every window 





HIS«photograph shows two of the sixteen windows used by 
[ane Department Store of Galveston, Texas, to display some 

of the items they stock which have been tested and approved by 
Good Housekeeping Institute. All of these windows—measuring 160 
feet from end to end—carried these displays during the entire week of 
October 23d. The window card illustrated below was featured promi- 
nently in each window, as shown by the white circles on the photograph. 


Any merchant who appreciates the sales value of window space knows 
that Eiband’s would not have made this extensive display unless it 
promised to pay them. What they were doing by featuring these approved 
products was to advertise their store as quality headquarters. Every 
one passing by could see that Eiband’s believed in selling satisfaction 
in giving customers their money’s worth. 


Eiband’s made profit of the confidence millions of women have in the 
approval of Good Housekeeping Institute and Good Housekeeping’s 
guaranteed advertising pages. Why not do the same? Undoubtedly, 
you already stock many of these approved products. Check your stock 
against any issue of Good Housekeeping and see. Then feature these 
items in your windows. Tell your customers you are specializing in 
them. See for yourself what good-will it brings you. Good House- 
keeping will send you window cards as illustrated. Send for them today. 


Goop HouskEKEEPING 


119 West 40th Street, New York City 





_ 


bo 


In Home Economics Schools 


ateesseccccecncccesscececssececs «** MAIL COUPON FOR BOOKLET 




















The BEST COOKS use 


Aluminum 











Famous schools and institutes endorse aluminum utensils for every kind of cookery 


‘*As dietitian, teacher of home economics, and lecturer in 
nutrition, I have repeatedly pointed out the advantages 
of aluminum cooking utensils. Outstanding among these 
are economy, lightness, ease of cleaning, and safety.’’ 

Thus speaks no less an authority than Winifred Stuart Gibbs, 
director of the American Food Journal Institute and editor of the 
American Food Journal. And thus might be quoted many another 
high authority in the schools and institutes that are showing 
American women the way to better cooking. 


So it is not _— that the wonderful ‘‘modern metal’’ has 
been generally adopted as the foundation equipment of efficient 
kitchens; and that in schools and hospitals, in homes and hotels, 
from one end of the country to the other — 


The best cooks use aluminum. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 


Please send booklet, “The Precious Metal of the Kitchen,’ to address written below: 
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> : : = 3p narra er “ ew 





Second Year! 


Helping you sell 
more aluminum 


Now starts the.second year of the 
Aluminum Wares Association’s big 
advertising. campaign. The second 
year of proof, backing up the na- 
tional slogan, ““The Best Cooks use 
Aluminum.” 

To the left, across the dotted line, 
is the first advertisement in the new 
series, with a convincing statement 
of the all-round usefulness of alumi- 
num ware, backed by the authority 
of a nationally known home econo- 
mist. 

Note the offer of a booklet about 
aluminum. Hundreds of requests 
for this booklet are being received 
from women everywhere — from 
many of your customers, no doubt. 
This booklet, too, is helping you to 
sell aluminum. 

Leading magazines are carrying 
this interesting advertising story to 
the best homes of America. Just 
read this list of the publications 
which are being used :— 





Circulation 
Ladies Home Journal...... 2,514,092 
Good Housekeeping........ 1,442,174 
SNR ort, as 2,200,000 
Country Gentleman......... 1,458,591 
WS Rin sore eae ss ora 47,364 
American Cookery ......... 40,334 
American Food Journal..... 5,527 
Journal of Home Economics. 7,550 
Journal of American Medical 
ee 87,910 
Modern Hospital .......... 6,378 
TO tc fs 7,809,920 


Grand Total Individual Advertising 
Messages Second Year, 46,859,520 


This advertising is squarely back of 
your aluminum ware department—help- 
ing you and your sales people—working 
to make 1928 your biggest aluminum 
year. 


Aluminum sales are climbing. Get your 
share! 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush Street, Chicago 
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ESTABLISHED 1854 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 


New York Office: 151 Chambers Street 
INCORPORATED 1864 
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~LSON WRENCH 


pensive tomake but typical of MORCO. quality 





It | ae 


N 
Dealers to carry 
the 


duginal pattern 
For further information regarding, Morco STILLSON 
wrenches write the nearest sales office. WRENCH 
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CANNON & 
BEATS EMAL 


IN DEALER4# 
CO-OPERATION 4 


One glance at the , 
hangers in actual 
use will show 
anyone why 
Cannon Ball 
Beats "Em 
All—and 


























finished in brilliant 
orange attract the 
man who needs door 
hangers, latches, door 
holders or garage door 
fixtures. They invite and 
tempt him to try them and 


See How Nice They Work 











They tell him more in two 
“4 seconds than the best salesman 


” way could explain intwo hours. They 
7 prove what the salesman claims. | 










| 

| 
Cannon Ball Dealers:—Find out how 
to get these Models. Other dealers 
should ask about our preferred dealer’s 

proposition that increases your sales | 

| 

| 

j 










and your profits per sale. 








wy Hunt-Helm-Ferris & Co., Inc. 
HARVARD, ILLINOIS 


Industrial Bldg. 383 Brannan St. 
ALBANY, NEW YORK SAN FRANCISCO, CALIF. 






’ 
/ 
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What Four Successful 
Merchants Think of 
Their De Laval Business 





“The way we look at it our De Laval department 
is going to be our most profitable one during 1927. 
It is a year-round business, discounts are good, 
and in our five years of selling we have never 
been back to service a machine that we have sold 
and have never sold any repairs for them except 


bowl rings.’’ * 


& a 


“In checking up stock, turnover and of 
profit in merchandising your product, and then 
computing the profit on De Laval Milkers, we 
were more than astonished to find that we had 
made more good clean money on your line than on 
any other line we handle and sell, and we aim to 
keep in stock all merchandise which the average 


farmer is in need of.’ * 
& 


“For the last calendar year we find that our 
De Laval department had the best turnover and 


showed us the biggest profit in our stores.’’ * 


(a @ 


a 





4 % 














* 


“Considering our quick turnover in the De Laval 
Line, we derive a larger per cent of profit from the 
De Laval Line than from anything else we handle; 
and furthermore, it takes less expense and effort 
to sell the line than any other line we have.’’ * 


a2 44 


And that is the way thousands of other good dealers feel. 


*Names on request. 





The De Laval Separator Company 
NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 
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All this material is 
illustrated in colors, 
and photographs of 
suggested windows are 
reproduced in an eight- 
page Window Display 
Bulletin. This coupon 
will start it toward 
your desk. 
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ET Semesan into your win- 

dow and get Semesan- 
buyers into your store. Every 
day hundreds of people who 
pass your store have read Seme- 
san advertising. They’re ready 
to buy; all they need is a re- 
minder. Let the “eyes have it.” 
Semesan business only needs a 
gentle push to start. 


“We are pleased to report,” 
write Peter Henderson & Co., 
New York, N. Y., “that since 
July 15th to date we have run 
a window display of Semesan 
which is occupying a space 

Ton about five feet 
square. As we have 
been able to trace 


a Gentlemen: Please mail me a copy of your Semesan 
Window Display Bulletin. 


from six to ten daily sales di- 
rectly to this display, we con- 
sider it quite profitable, particu- 
larly as it comes at a time when 
there is otherwise a lull in the 
seed business.” 


Semesan display units make it 
very easy to dress a window, 
either entirely on Semesan or 
featuring other merchandise. 
The window above suggests a 
good ‘window which you can 
make in about ten minutes with 
materials already in your store. 
Eight other suggestions are il- 
lustrated and described in the 
Semesan Window Display Bul- 
letin. 
bring you a copy. 









H.A. Dec. 


E. I. du Pont de Nemours & Co., Inc. 
Dyestuffs Department, 
Wilmington, Del. 








The coupon below will 
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Sargent cylinder padlocks 
can’t be coaxed or cowed 


SELL security. There’s greater 
profit in pushing the better 
kind of padlocks. Even those 
people who want something 
“very inexpensive” can be 
sold the protection of Sargent 
cylinder padlocks. Point out to 
them that the mechanism here 
is the same as in the locks on 
their front doors. Show that 
twisting or prying won’t open 
them — that spare tires, tool- 
boxes and garage or cellar 
doors and windows equipped 
with them are as secure as pad- 
locks can make them. Your 
customers will be quick to agree 
with your suggestion that in 
these days a poor lock is hardly 
better than no lock at all. 


SARGENT & COMPANY, 


Yet Sargent cylinder locks 
are by no means expensive. The 
prices, which vary according to 
size, amount only to a few cents 
a year for theft prevention. 
Years and years of service are 
stored up in the smooth-work- 
ing mechanism that’s so snugly 
protected within each sturdy 
casing. Sell Sargent cylinder 
padlocks for the maximum in 
padlock security. Sargent sub- 
cylinder padlocks, lower in 
price, are suitable for use in the 
many places not generally sub- 
jected to lock smashing tactics. . 
Assortment No. 501, containing 
twelve cylinder and subcylinder 
padlocks, includes a free dis- 
play board. Write for prices. 


Hardware Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive (at Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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What is 
sgicty MANILA ROPE? 


ROBABLY in no line of hardware merchandise is 

there equally as good an opportunity for “shenani- 
gan” business as on Manila Rope. The fect that rope 
is of pure manila fibre does not guarantee that it is 
good rope. There are many grades of manila fibre (all 
100% pure) and the prices on it have a wide range— 
often 50% or more. Rope, of course, is no better than 
the material of which it is made. One lot of fibre may 
possess twice the tensile strength found in enother lot 
which looks nearly as well; therefore, the finished 
product varies greatly in quality, and naturally the 
prices vary almost as much. 








How, then, are you to know good rope when you see it? 


Easy enough. There is one sure way. Buy a make of rope that is known 
to be right—one that has been proved. 


“Untwist the strands” —if you find between them a small blue thread, 
“BLUE HEART”’—then you may know that it is good—as good as good 
fibre and long experience can make it—that you can recommend it for 
the most dangerous jobs, for strenuous service anywhere, and not be 
uneasy about what might happen. 


Would you be satisfied with simply “Manila Rope” if you had to risk 
your own neck on it? 





LUZON BINDER TWINE—fit company for Blue Heart 
Rope, as good as can be mede, and carefully inspected. 
Has been a leader since "98—the year Uncle Sam 
took over the Philippines—and getting more popular 
every year. 


If you are not quite sure you are “in right” on twine or 
rope, or other cordage, drop us a line. 





The GEO. WORTHINGTON CO. 


CLEVELAND ESTABLISHED 1829 OHIO 
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ATKINS & 
Ser, SAWS A — 


Show Pour Customers These = 
Real Gifts of Utility “ 


The saw illustrated is Atkins No. 400; same saw can 
be supplied in our No. 401 with Straight Back, Reg- 
ular Width or Narrow Ship Pattern. These are 
the finest Hand Saws that can be made. Fash- 
ioned from Atkins SILVER STEEL. Cuts fast, 
free and easy; holds edge, and stays sharp 
longer; outwears all other saws. 








Two-way taper grinding patented process, 
assures the user of fast cutting in green 
or wet lumber. 


Packed in Beautiful Holiday Boxes with 
appropriate labels for Christmas pres- 
ents. 
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Send for Atkins 
Christmas Display 
Cards and Trim 


They will help you sell these profitable 
saws which are obtainable in Skew Back, 
Regular Width and Ship Pattern. 


A PERFECT SAW FOR EVERY PURPOSE 












Buy the best saws that money and skill can produce. 
Carried in stock by well known jobbers everywhere. Place 

your order today with your regular source of supply. For fur- 
ther information and literature descriptive of hardware line, 
write us, 


ATKINS ALWAYS AHEAD 









E. C. ATKINS & COMPANY 









ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 





Paris, France Vancouver, B. C. 
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Now for Christmas 
HERE is still time to get 


the store in readiness for a 
bigger and better Christmas 
trade than ever. In this issue of 
Harpwake AGE and in the past 
two issues are suggestions that 
will help materially to attain the 
desired result. Every department 
of the hardware store is a logical 
gift center. Make it more in- 
viting by making use of the 
display suggestions offered here. 
And when you do this have 
photos taken so that your story 
may be passed along to the 


other readers of HARDWARE 
AGE. 


Read What They Say 
* About Us: 


Kindly enter our subscription to 
HarpwareE AGE for a period of two 
years. 

It might be of interest to know 
that, although we do not handle 
hardware items, the writer has found 
HarpwareE AGE such a good medium 
for ideas that we consider it in- 
dispensable in our line, as we can 
copy a good many that pay for the 
cost of the paper many times over. 

Kindly bill us for the above and 
we will send check covering by re- 
turn mail, 

Very truly yours, 

(Signed) Bratr SEAGER, 

Metropolitan Radio Supply Co. 

Los Angeles. 





Member of the Associated Business Papers 
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QPPORFUNITY 


matter of routine, for Opportunity 
has to knock when conditions are 
made right for him. 


has agreed to knock extra hard 
on the doors of dealers having 
McKinney Forged Iron Knockers 
on display. 

It wasn’t hard to persuade him. To 
be ready for him was the first 
requisite —and with Forged Iron 
Hardware by McKinney on hand 
that condition was fulfilled. In fact, 
the rest was scarcely more than a 


lQ28 


Along with McKinney knockers 
goes forged iron hardware of every 
essential sort, and in six rare de- 
signs, authentic of the best in the 
art of the old-time craftsmen; for 
McKinney possesses that rarest of 
virtures, the ¢rue spirt of genuineness. 


Write for the McKinney Catalog and meet Opportunity halfway. Forge Division, McKinney Mfg. Co., 
Pittsburgh, Pa., Offices: New York, Baltimore, Chicago, San Francisco, Montreal, Toronto 


McKINNE Y 


FORGED IRON HARDWARE 


iM RRANGEMENT 
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A Matter of Mental Attitude 


USINESS conditions today, so far as the 
B retail hardware merchant is concerned, 

are largely a matter of individual view- 
point. Your mental attitude toward your 
business, your customers and your competition 
is as vital a factor in your success or failure 
as your merchandise, your systems, or your 
prices. 

If you are the kind of merchant who thinks 
the world owes you a living, your mental atti- 
tude is wrong. The world owes you only what 
you can earn. Unless you fill a real need in 
your community, you are a community liability 
rather than an asset. 

If, as a merchant, you regard those who 
patronize you as your customers—as personal 
property to be treated as you see fit—your 
mental attitude is far from correct. The cus- 
tomer is a free lance. He can trade where he 
will. He is yours only in so far as you can 
serve him to his complete satisfaction. 

If you consider all competition as a personal 
affront; if you rave every time a chain store 
is mentioned ; if you criticize every person who 
patronizes a competitor, your mental attitude 
is not a wholesome one for your business. 

Competition is legal and natural. Your 
competitor has the same right to engage in 
business that you have. The chain store is 
perfectly legitimate. It fills a want; otherwise 
it could not long exist. Whenever it ceases to 
fill that want it will automatically go out of 
business, just as you will go out of business 
whenever you cease to fill a need. 

The customer who patronizes a chain store 
is acting within his rights, and he usually has 
a reason for so doing. That reason may be 
you. 

If you believe that the manufacturer and 
jobber are your enemies, and have nothing in 
common with you, your mental attitude is 


warped. The problems of the jobber and man- 
ufacturer are, in the broader sense, your prob- 
lems; your problems are theirs. Anything that 
injures the hardware industry in general will 
eventually injure all the factors of that in- 
dustry. 

Finally—if you are one of those misguided 
merchants whose sole idea is that the inde- 
pendent retail merchant is doomed and that 
nothing can be done about it, your mental 
attitude is only one step behind actual failure. 

The efficient, independent merchant is not 
doomed. The inefficient merchant is doomed, 
and rightly so. The public demands efficiency, 
and the public eventually decides whether or 
not a merchant will prosper. 

If, however, your mental attitude is right, 
you realize that you owe much to your com- 
munity and the world in general; that com- 
petition is but a spur to greater efforts and 
a stimulation to better service; that your com- 
petitors are human beings with the same human 
frailties and attributes which you yourself 
possess ; that the hardware industry as a whole 
faces common problems; that criticism of your 
own store will benefit you more than criticism 
of customers who trade elsewhere; that if you 
make your store indispensible to your com- 
munity, your future is assured. 

Then, if behind the right mental attitude 
there is the will to work and to serve, no com- 
petition, now or hereafter, can crowd you out 
of your place in the sun. 

After all, the most serious business condi- 
tions with which the independent retail hard- 
ware merchant must cope are those which he 
himself creates. His first step in meeting them 
is the adoption of the proper mental attitude 
toward not only his own business, but the hard- 
ware business in general. 
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Panel and Table 
Displays Increase 
Tool Sales 


Panel and table displays 
are on the left hand side 
of the store toward the 
rear. Flanking the rear 
this display of the heav- 
ier tool items has been 
found very effective by 
Miller Hardware Co., 
Olean, N. Y. Grinders, 
pipe cutters, pipe vises, 
blow torches, heavy duty 
wrenches, bolt clippers 
and the many other large 
sized, important profit 
makers in the tool line 
are concentrated as 
shown. These heavy duty 
items are closely related 
and are used very largely 
by the same group, which 
makes this part of the 
department a special ser- 
vice to mechanics requir- 
ing these particular lines. 
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PEN top display fix- 

tures and well sam- 
pled wall panels help 
bring tools into display 
prominence at the large 
and well department- 
ized store of the 
Miller Hardware Co., in 
Olean, N. Y. A. E. 
Ewing, the president has 
given each salesman one 
or two departments to 
handle. Full responsibil- 
ity for tools and cutlery 
rests with F. L. South- 
worth. The display 
tables feature a varied 
collection of cheaper 
priced tools, with price 
cards showing quickly 
that Miller CAN sell the 
cheaper tools but PRE- 
FERS to sell its custo- 
mers quality tools which 
will give real service to 
the buyer. It has been 
found that people attrac- 
ted by a fifty cent 
hammer on display are 
more easily sold a better 
grade at $1.50 by virtue 
of the potent power of 
comparison avail - 
able with this layout. 
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How About a Little More Merchandising 
in Your Tool Department? 


By K. M. Hartman, Sales Promotion Dept. Stanley Rule & Level Plant 


anything to promote their sale beyond the fol- 
lowing— 

1. Give them a good location in the store 

2. Display them well 

3. Have a tool window once a month 

4. Give them a little newspaper advertising. 

Think a minute! Who are you trying to reach in your 

tool department? Has your store, window or newspaper 

- advertising had any particular appeal? Have you done 
anything to get closer to the big household market? 
Don’t you agree that little has been done to reach this 
large market who can be sold high grade tools? From 
your experience—up to date, have tools been bought or 
sold? Why are woodworking tools bought? Who buys 
them? Why do they buy them? Does cut price stimulate 
the sale? 

Planes, levels, saws, bit braces, etc, are bought be- 
cause someone has a particular reason for wanting them; 
a large percent is bought by the artisan or mechanic who 
earns his living with tools. Cut prices do not stimulate 
bigger sales but simply switch a sale from one place to 
another. 

Now, there is nothing mysterious about the use of 
tools that is beyond the comprehension of anyone. Today 
a large group of every day people, other than artisans, 
do use tools and are making various articles for their 
homes which otherwise they would have done without. 
Furthermore these people feel a certain pride of accom- 
plishment in these finished articles that they cannot keep 
to themselves. I can think of no greater expression of 
pride than that shown by a householder in a book rack, 
cedar chest or smoking stand which he has made himself. 

Every house should have a certain number of tools 
for the various odd jobs about the home.- Following 
are common tools which can be sold to almost every 
home: Hammer, screw drivers, medium file, bit brace, 
two or three sizes of wood bits, small vise, cross cut 
saw, rule and pliers. 

When a man or boy begins to make things at home, 
he begins to buy such additional tools as rip saw, back 
saw, Jack plane, Block plane, countersink, expansive 
bit, oil stone, clamps, try square, marking gage, spoke 
shave, chisels from 1% in. to 1 in., all sizes of wood bits, 
gimlet bit, screw driver bit, awl, nail set, level, hack saw, 
ratchet screw driver, bit gage, bevel, hand drill and 
mitre box. 

The hardware store should realize that they have in 
their tool department a medium of contact with the 
general public which is closer than almost anything else 
in the store. 

Analyze some time the people that stop and look at a 
good tool window. It attracts both men and women and 

. by all means—boys who are the buyers of the future as 
the “red hot” prospects of the present. 

We are still a race of constructors and builders. While 
today we may buy nearly everything ready made, there’s 
still the urge to construct with our own hands. The 
display of tools in the window arouses it. 

Certain manufacturers realize this and are putting 


‘ae are bought in your store but do you do 


into the hands of the hardware trade a group of plans or 
working drawings which are made particularly for this 
market. These plans are easy to follow and give a com- 
plete description of what must be done to make the 
finished article—from wood to finishing materials. Take 
for example Stanley’s Plan No. 16 “How to Make an 
End Table.” Opening it, you find a working drawing 
which gives dimensions of the pieces, a layout showing 
how to cut the rough lumber to have as little waste as 
possible and then, step by step, complete instructions. At 
the right hand of the sheet, under the heading “Mater- 
ials” are suggestions as to what kind of wood to use. 
There’s a further list of materials required which interest 
the hardware merchant—the finishing material, stain and 
filler, shellac, varnish, and a list of tools needed to make 
the article, from rule to brushes. 

Allied with the plans, and filling a real need in this 
market is the book called “How to Work with Tools 
and Wood.” A book instructive and interesting to read, 
it gives a complete story on the use and care of tools 
and is written in the layman’s language. 

What the hardware store is interested in is how to 
bring helps such as these to the attention of the public 
in the best way. To put in a tool window with books 
and plans playing a prominent part, is the best medium 
to attract the attention of the transient. 

But what about the many people who do not pass that 
particular window? The unique service in these plans 
and books is excellent copy for newspaper advertising. 
Stuffers in monthly statements will help. In fact, 
nothing that will call attention to this service should be 
overlooked. 

Inside the store where a personal contact is made be- 
tween the salesman and the customer, the store salesman 
must know what it is all about. The book “How to 
Work with Tools and, Wood” is one of the best helps 
the tool salesman has ever had. The Vocational Train- 
ing Schools offer an opportunity to get some of the 
articles made for display in the window and to show 
what the finished articles look like. If the store window 
is large enough to have a young man working in it and 
constructing one of the objects this is wonderful pub- 
licity for the store. An advanced student in manual 
training is accessible and the cost is not prohibitive. 

One of our greatest contemporary writers has said 
“Make people want your goods and tell them where to 
get it.” Woodworking tools can be merchandised in this 
way to show an added volume of good profit. It is not 
enough to simply show tools in the window and inside 
the store or to advertise prices of hammers, saws, planes, 
etc. That is confining your store merchandising to the 
limits of the existing demand for tools. Good merchan- 
dising today goes further—it reaches out and creates a 
bigger demand in which to sell. 

Fertilize the thought in the layman’s mind that he too 
can create things from wood, to use about his home. 
Show him that you will help him as much as possible by 
having for him plans to work by and tools to work with, 
as well as all the other items which tend to make the 
work of the home carpenter easy and fascinating. 
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The Minnows That Nibbled the Bait 


By Saunders Norvell 


These little varmints, you know live in towns. 
They dig tunnels in every direction underground. 
I would shoot at a prairie dog sitting on his little hill 
and it seemed to me that at the flash of the rifle he 
would drop down into his hole. Then, in a minute or 
two, just to tease me, he would pop out of another hole 
some fifty feet away. I have wasted a lot of ammuni- 
tion trying to hit a prairie dog, but I never got one yet. 
x * 

Today, as I rushed into the subway from my office on 
the twenty-first floor of 25 Broadway to my other office 
on the fourteenth floor of 31 Union Square, I could not 
help but think of the similarity between my life and 
that of a prairie dog. I just travel to and fro under- 
ground in the subway from the fourteenth floor of one 
office building to the twenty-first floor of another. These 
two offices are more than a mile apart but they are con- 
nected by the underground tunnel of the subway. It is 
curious, isn’t it, how old ideas will pop into one’s mind? 
Today, as I came up out of the subway, I thought to 
wenec “Those Kansas prairie dogs have nothing 
on me! 


D: you ever shoot prairie dogs in western Kansas? 


“le a. 


Meeting one of my friends the other day, I found him 
raving about the extravagance of women. “When a 
woman has a good producer,” said he, “you can just sell 
her anything. She has no idea whatever of values. 
Nobody can know the value of anything unless they have 
had the bitter experience of trying to earn their own 
living. Then they learn the value of a dollar, but these 
women who are brought up in well-to-do families simply 
seem to think that money grows on trees.” 

* * * 


He went on to make the following very unkind re- 
marks about the young fellows who are calling on his 
débutante daughter. He said that after spending a great 
deal of money upon her education here in the United 
States, ending up with a finishing school, he gave her an 
extended trip to Europe. Now she is coming out and 
the family have set up a very large budget in dollars and 
cents for her coming-out trousseau. In fact, she has 
already come out and the trousseau is already in active 


use. 
* * * 


“Now,” said this friend of mine, who is somewhat 
hard-boiled, “these young fellows that I see rushing 
around with my daughter remind me of when I used 
to go fishing. I would bait my hook with a nice, fine 
piece of bait to catch a large fish. Then I would throw 
the hook into the water and watch the cork. After a 
while, the cork would commence to bob around but it 
would not go under. As the water was clear, I could 
look down and see that a number of minnows were just 
nibbling at the bait. What made me angry was that 
these minnows were not big enough to swallow the bait, 
but they just nibbled it away. I constantly had to add 
more bait, but every time I did this, these minnows would 
nibble and nibble until it was all gone. Well,” said this 
friend, with a smile and a twinkle of the eye, “some of 
these young kids who are calling on my débutante 
daughter remind me of these minnows!” 


I have just returned from a flying trip West and find 
my desk piled high with correspondence. There are also 
a number of people waiting for interviews. I haven't 
time to do any thinking about an article so, with your 
kind permission, I will just fill space by rambling around! 

' :% 


I visited Chicago, Indianapolis, Buffalo, Cleveland and 
Rochester. Several months ago I made engagements to 
speak in each of these places. This was when I was 
out of a job. Therefore, having promised, I had to 
carry through the program. Incidentally, on the trip, I 
called on some of our customers. 

. + -s 

I was amazed at the progress made by these cities— 
splendid hotels, magnificent streets, lofty office buildings, 
thousands and thousands of automobiles. The impres- 
sion of wealth, well-being and prosperity enjoyed by the 
people was profound. There never was such material 
comfort in the history of the world. 

2 s 


In Chicago I stopped at the old Congress Hotel be- 
cause I had made my headquarters there for so many 
years. ‘My room faced Lake Michigan. There are a 
number of enormous new hotels in Chicago. I was asked 
why I did not stop at one of them. My answer was— 
just habit. I like to follow the old paths. I suppose, 
however, that I was wrong. Everybody, when they 
asked where I was stopping, seemed to be surprised 
that I had not gone to a different hotel! 

ee 

On Nov. 7, 1927, I spoke at The Colosseum in Chi- 
cago to an audience composed of 1000 automobile equip- 
ment manufacturers and jobbers. Please note that this 
association consists of both manufacturers and jobbers. 
This is what I advocated in the hardware line. They 
have their general meetings, which both attend. Then of 
course they have their separate meetings, which only 
jobbers or manufacturers attend. 

ee 

Now, these meetings are all attended. Very few mem- 
bers are late and the reason why was explained to me. 
When a manufacturer or a jobber joins this association, 
he pays a good, round fee in cash. When he goes to 
the convention, he is given a sort of coupon book. There 
is a coupon for every meeting. If he attends this meet- 
ing and if he is there on time, his coupon is punched. 
Then he receives credit for a certain amount of cash 
for each meeting. At the end of the convention, if he 
has attended all of the meetings and if he has been on 
time, his coupon is punched for his railroad fare to and 
from the convention. In other words, the association 
pays each delegate his hotel bill and his traveling ex- 
penses if he attends meetings and if he is on time. If, 
however, he does not attend these meetings, he loses this 
refund. I-was told that, as a result, every delegate is on 
time at every meeting! 

ee 

Then I noticed that when problems are taken up, they 
are discussed without gloves. The “After you, my dear 
Alphonse” idea is not in evidence in these meetings. 
Apparently the delegates get together to thrash out 
certain questions, and the clearness and plainness with 
which they speak is a delight to hear. 
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To be frank, this convention of The Automotive 
Equipment Association struck me as being handled in 
just a little more modern and up-to-date business manner 
than any other convention I ever attended except that of 
The National Retail Hardware Association. When I 
saw this enthusiastic meeting of 1000 men, every man in 
his seat and every man on time, I could not help but 
think of some hardware meetings I have attended where 
the speaker addressed himself to a large assortment of 
empty chairs! 

ee a 

Recently, Dr. Julius Klein, Director, 

Bureau of Foreign and Domestic Commerce, 
Department of Commerce, 

Washington, D. C., 
called my attention to a book just issued by the Gov- 
ernment, price $1.00, entitled: “Statistical Abstracts of 
the United States for 1926, Forty-ninth Number.” This 
book is for sale in every Customs Office. Notwithstand- 
ing my Scotch blood, I sent out $1.00 and got the book. 
I never spent a dollar to better advantage. I carried this 
book home and while it contains nothing but figures and 
statistics, it was like reading a romance. If I were writ- 
ing a real article today instead of just rambling around, 
I would tell you about some of the figures that I studied 
in this book and exactly what these figures mean. 

x * x 

As I happened to buy this book just before my trip 
West, it gave me a good deal of material to use in my 
talks. When us orators get up and spiel, we do a good 
deal of guessing. We are full of theories. It was there- 
fore quite a relief for me to make a talk backed up with 
the statistics from the United States Government! 

“3 

One thing that struck me especially was the tremen- 
dous increase in the debts of most of our States and par- 
ticularly in the debts of our larger cities in this country. 
These debts are increasing at a rate that makes one dizzy. 
Of course New York State leads off with an overwhelm- 
ing debt, and New York City, for owing money, leads 
all the rest. When one bumps around in New York on 
the poor streets; when one sees how dirty all the side 
streets are, he can not help but wonder where all this 
money is going. The annual deficit of New York City 
is running up into the millions. Taxes show a steady 
rise upward to dizzy heights year after year. Now, as 
I say, New York City leads, but a proportion of all the 
other large cities, especially in the North and the West 
seem to be trying their best to see just how much money 
they can spend. While the figures indicate that the 
United States Government has been seriously attempt- 
ing, with the budget system, to check extravagance, 
the States and the large cities seem to be on a wild orgy 
of spending. This is especially true in the northern 
States. In the South, for some reason, the cities do not 
seem to be so extravagant. 

* * * 

I was particularly interested in the figures for one of 
the cities I visited on my recent trip. In this city, in a 
glass case in the leading hotel, there was a model of a 
fifty-six story City Hall that it proposed to build in the 
city. It was a monumental building. I studied the model 
with interest. I have forgotten just how many million 
dollars it would cost to put it up, but when I read the 
present debt of this enterprising city, I was somewhat 
shocked at the figures. This town has an annual deficit 
that would stagger almost any financier. Who is going 
to pay the debt? When will the debt be paid? Imagine 
a comparatively small city with an annual interest on its 
public debt of three million dollars! 


Then, as I walked about this city, I saw many “For 
Rent” signs. Stores were for rent, factory buildings 
were for rent and I was informed that some of the very 
tall office buildings had many vacancies. In other words, 
it was quite evident to the most superficial observer that 
this town had been built far ahead of its income and far 
ahead of its capacity to pay out. Now, on top of this, 
some of the enterprising citizens are proposing this 
extravagant City Hall fifty-six stories high. Of course, 
in New York City, where we live on an island and where 
property is immensely valuable, fifty-six story buildings 
may be necessary, but I could hardly see the necessity of 
a fifty-six story building in a city where land, com- 
paratively was so cheap. 

i.e 2 


So, in my talk in this city, I discussed at some length, 
backed by the Government statistics, the over-growth of 
our American cities and the danger that is liable to fol- 
low from this condition. I called attention to the fact 
that in the United States today, for every man produc- 
ing his living from the soil, there is another man manu- 
facturing goods to sell to this producer. In other words, 
there is a manufacturer for every single farmer. If you 
do not believe this statement, just invest a dollar and 
read the statistics on the population of this country and 
the various occupations of our people. My talk in this 
city, I regret to say, was not very popular. One gentle- 
man suggested to me that what they wanted as a talker 
was an optimist. I told him that I agreed with him—that 
before they got through paying their public debts, they 
would need a whole town full of optimists! Incidentally, 
I invited his attention to the increase in their tax rates! 

* + a 


In Chicago, I attended a most interesting dinner one 
evening, given by a well-known Chicago publisher. All 
the gentlemen present were editors of various publica- 
tions. One of these men the editor of one of the great- 
est publications in the West, in discussing the over- 
growth of our cities, stated that in his opinion the time 
was coming when the farmer would not be able to 
carry the city on his back. He would dump the load. 
The high taxes in the cities and the increasing competi- 
tion caused by the large number of bankers, traders, 
merchants, manufacturers, etc., would lead to the 
elimination of profits. When the time came that busi- 
nesses were not making a satisfactory profit, the natural 
reaction would be a reduction in salaries. This econo- 
mist did not believe that the present high salaries for 
labor in the cities could possibly continue. Economic 
forces would bring the cost of labor down, regardless of 
ali artificial efforts to hold it up. 

o.#. 

In the meantime, said this analyst, as our farming 
land is limited and as it is all now being used, the cost 
of meat and all food is certain to increase. With a 
reduction of salaries and with increased taxes and an 
increased cost of living, this gentleman was convinced 
that in the next twenty-five years the pendulum would 
swing so that the city dweller, who has had such a good 
time the past twenty-five years, would find that he was 
at the wrong end of the proposition while the man who 
owned land; who was producing food and meat, would 
have his inning. Of course, said this economist, under 
present conditions, with the high prices for everything, 
these high prices resulting from the high cost of labor 
and the cost of overhead in manufacturing and distribut- 
ing, the farmer is getting the worst of it, but he saw 
clearly that as the years passed, this situation would 


(Continued on page 68) 
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A Complete Course in 


Show Card Writing 


Illuminated Old English Capitals 
for Holiday Show Cards, etc. 


By JOSEPH BERTRAM JOWITT 


of all times when the show card becomes con- 

spicuous everywhere. Cards lettered in bright 
colors give the interior of the hardware store a festive 
appearance and ‘they are an attractive and valuable asset 
to every window display, whether it be the price tickets 
placed in the merchandise or the descriptive card which 
tells the story. 


LF i at tines and the holiday season is the time 


Santa€laus 


Headquarters 


in our 


Basement Store 





The giving of practical gifts seems to be growing in 
favor each year and the hardware store is the mecca for 
the largest and best assortment of practical gift sug- 
gestions. It is not always convenient to display all the 
merchandise that the hardware merchandiser would like 
to, but show cards, something like the ones displayed 
here, would help many a perplexed mind to solve the 
problem of what would please “her” or what “he” would 
like. The writer found a Christmas list the other 
day in the train and was interested to note that six 
items out of the ten could be purchased in a hard- 
ware store. 

The Old English alphabet shown here is a general 
favorite for holiday show cards, and if used for 
illuminated capitals greatly enhance the appearance 
of the card. Unfortunately, these cards cannot be 
reproduced in their natural colors. The Old English 
capitals on all these cards were done in a bright 
red and shaded with a very light green tint; they 
look particularly well in connection with the lower 
case Roman letters. 

The card with the grey striped background is an 
idea that is very simple and easily copied. First 
measure off a card by dividing it into an equal 
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amount of spaces. The grey color 
of the stripes is produced by adding 
just a touch of black to white ink. 
After the striping is dry the letter- 
ing may be done over all. 

The spray of holly with the red 
berries at top and bottom of card 
was intended more for effect and 
was not meant to be exact or for 
close inspection. The holly leaves 
are made by first making long ovals 
in dark green and then using the 
tip of the brush to make the sharp 
thorn points around edge of leaves. 
The bright red berries are just little 
red dots made with the tip of the 
brush made in clusters of four, five 
or six intermingled among the 
leaves. The operation is not one- 
half as hard as it may seem. Poin- 
settias or other flowers cut from seed catalogs can easily 
be pasted in show cards and, if neatly done, will look as 
if painted there. 

The card featuring Rogers Bros. silverware can be 
made very attractive if bright colors are used instead of 
black background behind the panel. This inside fancy 
panel was made in the following manner: First, cut a 
piece of wrapping paper the exact size of the card (say 
card is 22 x 14 in), fold the paper once so it will measure 
11 x 14 in.; then fold it again so it will measure 7 x 11. 
Now proceed to draw out any fancy design, following 
closely to the open edges at top and side of paper, after 
which cut on the pencil lines with a pair of scissors. 
After pattern is opened out the four sides will be sym- 
metrical. It is very interesting to see how many artistic 
designs can be worked out in this simple manner. 

All the illustrations on the cards in this article were 
cut from ads in the Harpware AcE and pasted on the 
cards, using common white library paste. 

An illustration used on a card will have a tendency to 
compel attention much quicker than one without a de- 
sign of any character. 

In copying the Old English capital, first draw them 
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In the originals of these cards 
the Old English capital letters 
were done in red. 
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out roughly in pencil, after which 
trace over lines using a number four 
or six Red Sable brush; after which 
fill in letters with any bright color, 
using number six or eight brush. 
The shading of letters should be 
done with number ten or twelve 
brush. 

The beginner cannot expect to ac- 
complish the best results using any 
old lettering brush. The writer has 
repeatedly stated in previous articles 
the importance of purchasing 
brushes that were made purposely 
for show card writing. Success in 
this line can be summed up in about 
two words—proper brushes—and 
much practice. 

HarpwareE AGE will be glad to 
furnish names and address of show 
card supply houses to any reader who is unable to pur- 
chase the necessary equipment in his own town. 

These capital letters of the Old English alphabet are 
not intended to be used in the entire composition of a 
show card, but as illuminated capitals only in connection 
with the Roman, Gothic Block or any modern type of 
letter. No definite rule can be laid down as to the 
exact formation of each letter, so long as the heavy 
shaded and light hair lines are uniformly carried out. 
The principal parts of many of these letters begin alike ; 
for instance, the letter “F” is very much like “E” and 
“L.” “O” and “QO,” “P” and “R.” The letter “N” is 
just one-half of letter “M”; “V” is one-half of ‘““W.” 

If you will notice the construction of the letter “Q,” 
you will see how the brush strokes should go; first, the 
left stroke beginning at the top, holding the brush at a 
slight angle, starting with a fine point, the widening out 
the stroke by pressing slightly on the brush. Then, by 
gradually lifting the brush, by the time the bottom of 
letter is reached the left stroke will be narrowed to a 
fine line. The right stroke is executed in a like manner 
and the hair lines which add so much character to the 
letters are done with a No. 6 Seennecken lettering pen. 
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Putting the Christmas Spirit Into the Store 


Ideas that will help make the holiday season selling more than 
a mere order taking matter 


buying mood for Christmas. About this time Christ- 

mas clubs release their moneys to those who have 
been saving up throughout the year, and the urge for 
the past few years has been strong in the interest of 
early buying, so that now the Christmas 


N OW that Thanksgiving is over, the public is in a 


Scout or Camp Fire Girl leader, who is announced to be 
on hand to meet and greet all young people who may 

have any special problems or queries of any kind. 
Do not attach any strings to the invitation, such as 
buying or coupon business. Just make them all welcome. 
Have plenty of clerks on hand, and a fine 





season actually lasts from the first day of 
November until the 25th of December at 
least, and the week between Christmas and 
New Years sees a good many Christmas 
presents purchased. 

_ The reason for this after-Christmas buy- 
ing is, that there are always some forgotten 
gifts, and a good many people have money 
on Christmas morning in the toe of their 
stocking and sally forth at once to get the 
cream of the bargains which are offered on 
every hand as soon as Christmas day is past. 
_ So we have profited by the early buying 
impulse, for at first many people will say, “I am not 
going to spend much money this year! Christmas is 
becoming altogether too much of a tax!” 

But as time goes on, they, too, get into the mood, and 
when they think of the chances of their receiving from 
this one and that one, and having nothing to offer as an 
expression of their own good will, they are likely to buy 
and buy heavily as the days go on. 

The women in the homes do a large part of the 
Christmas buying. The men either commission their 
wives or sisters to select their gifts for them or rush 
out at the last minute, as a rule, and purchase something 
they think will fill the bill. 

Plan to get the business of as many of these groups 
and individuals as possible. The ancient and honorable 
method of making a list of gifts for Grandma, Grand- 
dad, Mother, Father, Johnnie and Mary is rather a good 
one, but while bald listing may do at first, these lists 
should be amplified and a few articles stressed and illus- 
trated in the newspaper publicity of the season. 

However, a more definite effort to bring the children 
and young people, the women folks, and lastly the men 
folks into the store, is the logical course of procedure. 

Enthuse the yeung people about what they see in the 
hardware store, which they want to own or to receive 
as Christmas gifts. Then the young people will go 
home and do a lot of “hinting,” and Mother will come 
to see these things. 

Invite her and all the other women folks to do so 
by means of special invitation plans, and then get her 
to look around at the things she wants for gifts for 
older members of the family, and especially at some 
articles of merit she would like to possess for herself. 

Then, later, have these preferences all ready to pass 
on as private information to husbands and brothers 
when they appear in despair, wondering what in the 
world they can get that Sue or Sally hasn’t got already. 

Get the young people in by means of some sort of a 
Santa Claus stunt, or special demonstration, or Boy 








display of new skates, sleds, scout para- 
phernalia, camping stuff, and so on. Ask 
the young people to register, with addresses. 

You might stage a Santa Claus Post Box ; 
anyone seeing anything they really wanted 
being at liberty to write a card to that 
effect, signed with name and address of the 
writer, the card being addressed to Santa 
himself. 

Separate these cards into compartments of 
the country post-office type, under separate 
letters from A to Z. And later make the 
public announcement that Santa Claus or 
his representative is at liberty to come in and see if any 
member of his or her family has expressed an earnest 
wish for something from this department. 

Those coming in are at liberty to go and look over the 
cards in the different boxes, under the different letters, 
at will, and so some benevolent individuals may take the 
notion to do a little Santa Clausing on their own account, 
even if they haven't any children of their own. 

Arrange a little Rest Room, even if it means a good 
deal of work and some sacrifice to get the space. It pays 
banks to do this, and many other institutions as well. 
A writing table where they can sit and write cards and 
mail them right there, wilf be an incentive, and if space 
permits, a winning feature would be the serving of after- 
noon tea with small, sweet wafers, from four to six 
o’clock. 

The expense would be very little—merely the tea, 
wafers, and a colored maid for a couple of hours to 
serve the tea. Christmas shopping is a strenuous busi- 
ness, and even if the service is very informal it will be 
appreciated—and incidentally bring a lot of women in. 

Let it be an open secret that a great many ladies are 
hoping that the members of their family will give them 
some of the handsome bird sets, carving sets, electric 
coffee percolators, beautiful new lamps, or kitchen cabi- 
nets on display. And suggest to the men folks that if 
they wish to please and surprise that they are invited to 
come in and get an ear full. 

Of course, there should be no attempt to fake any 
information, but if such preference has been expressed 
for some choice article, it can be passed on, and once 
the prospect is in the store it is up to the salesman to 
re his part in helping select one or more Christmas 
gifts. 

Holiday merchandising is not a passive matter of mere 
order taking or random suggestion. If the business is 
to be far and away than it has ever been before, the sell- 
ing campaign must be planned in advance with articles to 
suit every purse and a cordial welcome for all. 
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ERE are two win- 

dows featuring 
builders’ hardware 
They are the display 
windows of two New 
York City stores. The 
upper photo is from 
Charles Kurzon, East 
Houston Street, and 
the lower one Ham- 
macher - Schlemmer, 
4th Ave. and 12th 
Street. 





Selling More Builders’ Hardware 


HE hardware merchant can do much to increase his 

builders’ hardware business by encouraging the 

home-owning idea. Home-owning is a question 
that is very close to the heart of the average citizen and 
anything that will point out the advantages of building a 
home will hold his attention pretty thoroughly. 

One of the very effective ways to sell new homes is to 
exhibit a model home. This has been accomplished in 
some communities by the clubbing together of the par- 
ties interested, as, for instance, the real estate man, the 
contractor, the hardware firm, and the furniture dealer. 

Such an idea was successfully used in a Wisconsin 
town, when several merchants had an English cottage 
built and completely furnished, and after pages of ad- 
vertising, opened for public inspection. The ads and the 
house itself gave generous advertising to each of the 
firms participating in the plan and all were well pleased 
with the results obtained. It certainly put over the “Own 
Your Home” idea in that community. 

The same merchandising methods that are successful 
with other lines will prove effective when applied to 
builders’ hardware. You should endeavor to create a 
demand for good merchandise along this line, and here 
is where the show windows may be utilized to good ad- 
vantage. Suppose this house building idea is not prac- 
tical in your locality, you can put in a window display in 
which the model of an attractive home, surrounded by 
a lawn and driveways and little trees made from bits of 
sponge painted green. The display man can create that 


home-owning desire if he will give it a little real thought. 
Make it a point to indelibly impress upon the people of 
your community that your store is the logical place to 
buy builders’ hardware. 

Yet it is one thing to attract the trade and another 
to know your dietuadie. The merchant who sells 
builders’ hardware should know more about the line 
than the buyer does. It takes time and work to do this, 
hut such time and work is what makes experience. And 
experience so gained is as valuable as the locks and 
bolts themselves, and will have to be reckoned with by 
the buyer. 

The experienced builders’ hardware man will carefully 
watch his stock, so that when new lines are added the 
older and somewhat passé ones may be carefully closed 
cut. He will see that his capital is working on profitable 
and active lines. 

Finally builders’ hardware is a line that the hardware 
merchant should, for his own advantage, push to the 
limit of his ability. It is his opening wedge for more 
business. Builders’ hardware that is sold with satisfac- 
tion to the customer is the groundwork for about every 
item of merchandise that is carried by the hardware 
store. The man who builds a home is soon going to 
want screens, lawn mowers, garden tools, kitchen equip- 
ment, paint and hundreds of other hardware items. He 
will be a man who delights in keeping his home in re- 
pair, so get to him in the beginning—when he needs 
builders’ hardware. 
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Kalthoff Turns Store Into Gift Shop 

























Use of Catalog and Santa 
Claus Bring Holiday Sales 


HERE are still some hardware dealers who hesi- 

tate to put in a specialty stock of holiday goods 

because they feel that merchants in other lines 
are already in the line and that the competition is too 
stiff to be profitable. Edgar Kalthoff, manager of the 
hardware store of R. C. Kalthoff and Sons, Halfway, 
Mich., however, has proved the fallacy of that line of 
reasoning, at least to his own satisfaction. In Mr. 
Kalthoff’s case, he not only enters into competition with 
other local merchants for a share of the Christmas sales, 
but Detroit, with its big down town stores, is only 30 
minutes distant. 

Yet in spite of this handicap of competition, Mr. 
Kalthoff has succeeded in making his store the Christmas 
headquarters of the community and during the month 
of December practically the entire place is given over 
to holiday merchandise and its display. The regular 
stock is condensed or moved entirely to the warehouse 
to make room for the specialty lines at this season. 

The regular toy stock, which is carried throughout 
the year, is more than tripled and addi- 
tional items are taken on. One line 
which is rather unusual in hardware 
store toy departments but which has 
proved to be an extremely good seller 
during the Christmas season, is chil- 
dren’s books. Dolls and friction toys 
are also very good. The annual sale 
of toys in the Kalthoff store will reach 
about $6,000, of which 75 per cent is 
Christmas business. The toy stock at 
the beginning of the holiday sales 
season will inventory about $3,000. 

Throughout the balance of the store 
flat top display tables are loaded with 
such specialty items as fancy ware, 
vases, candle sticks, table glassware, 
trays, ash trays, smoking stands, fancy 
tea sets, chinaware, clocks, hair brushes 
and the like. In addition displays of 
any regularly stocked merchandise that 
is adaptable for Christmas gifts are 
made. In all of the displays, which 
are usually put in place around Thanks- 
giving time, the merchandise is ar- 
ranged according to price—there are 
50 cent tables. $1 tables and so on, 


both in the toys and the other Christmas goods. 


HESE flat. topped display tables of convenient height : 1 . 
Besides the extensive store displays of gift goods, 


for the children permit the merchandising of toys in the 
modern way by R. C. Kalthoff & Sons, Halfway, Mich. 


Above is the cover page of the very comprehensive cata- 

log of toys and other gift items offered by this progressive 

hardware store. The book contained twelve pages, four 
columns each, and was generously illustrated. 
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attention is directed to the store by mailing over 6000 
twelve page catalogs about Dec. 1. Six pages of 
this catalog are devoted to toys and the balance to other 
holiday articles. Also starting about two weeks before 
Christmas a Santa Claus is hired and each afternoon 
he walks the streets for a while, wearing a Kalthoff 
sign on his back, and when he has drawn a following 
crowd of children, leads them back to the store. He 
also spends considerable time in front of the store, 
shaking hands with the youngsters and jotting down 
their names and addresses and their preference in toys 
in a small note book he carries for the purpose. A large 
Santa Claus letter box is erected in front of the store 
and the children are urged to write their letters to 
Saint Nick and drop them in the box. These letters, 
together with the information taken from Santa Claus’ 
note-book, is used as material for special sales letters 
to the parents of the children. 

Many hardware stores find the 
moving toys a great attraction at 
this particular time. Electric trains 
and numerous other toys may be set 
in motion, thereby drawing the 
children and their parents to an at- 
tention - compelling display. The 
big toy departments make it a point 
to do this and they find that it pays 
them handsomely. This may be as 
well done in the window as in the 
store display, and it is a good plan 
to have moving displays in both as a 
tie-up. The double appeal is a 
pretty sure winner. 

With the trains the display man 
has an opportunity to get up some 
very effective and artistic landscap- 
ing lay-outs. A wintry scene may 
be simulated with the help of some 
imitation snow and frost, giving the 
display a Christmas atmosphere. 

Toys are a big item in the hard- 
ware store of today and merit the 
best merchandising efforts. 






















BOVE is reproduced a page 
from the twelve-page catalog 
of the Kalthoff store, Halfway, 
Mich., showing the complete, yet 
concise descriptions of the toy and 
gift items offered by the store. 
Below: Open display tables of the 
modern type displaying the gift 
merchandise of the Kalthoff store. 
Here Christmas gifts for all mem- 
bers of the family may be pur- 
chased on the same floor. 
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Pete Profit’s Partner 


A hint 


about the 


opening 


gun in your sales conversation 


HE customer was gone, empty hands and full 

pocketbook. Edwards, the clerk, was explaining 

the disaster. “What was there to do?” he asked, 
“he said that the International store was selling the same 
saw fifty cents cheaper.” 

Old Pete Profit laid a kindly hand on the boy’s shoul- 
der. ‘That’s all right, son,” he counseled, “you can’t 
have either party arrested for that. Some men just go 
all to pieces when they hear of some one beating their 
price a few nickels. They figure that because a saw, a 
plane, a hinge, or anything else is being sold a little 
cheaper by another house, the only thing to do is mark 
everything in the store down 20 per cent. <A great 
trouble with most of you fellows is that you think not 
how much is it worth, but how much does it cost. If 
some one made you a present of a dozen miter boxes 
for a ten dollar bill, you’d probably sell them at $1.85 
each and be patting yourselves on the back because the 
Spinach Brothers had to get $15.00.” Pete was ready 
to orate, a fresh cigar sizzling away, and a comfortable 
tilt to the Old Man’s chair. 

“My partner once dug up a mighty fine illustration of 
this,” he began, “a small item, to be sure, but perfectly 
typical. Now among our small hardware for furniture 
and such was a small cast bronze knob, with a kind of a 
fancy design on it. Cost 15 cents each and sold for 30. 
In came a salesman one day with, among other things, a 
knob much like ours for 50 cents a dozen. Now right 
here, let me say that we were selling a good many dozen 
of the 30 cent knobs, and without any trouble over the 
price. The hardware buyer called my partner over and 
showed him the salesman’s knob. ‘Pretty good for fifty 
cents a dozen, what?’ says he. ‘I should say so,’ says 
my partner, ‘and how much do you plan to sell it for?’ 
The buyer allowed as how 15 cents each would be a 
pretty liberal percentage. ‘Percentage h—1!’ exclaims 
my partner, ‘who said anything about percentage? This 
knob is just as easy a sale at 30 cents as the one we have 
been selling. Why should the house actually gross less 
profit just because you have been lucky enough to make 
a good buy?’ 

“Fact is,” Pete continued, “there’s too many cold feet 
on the boys who make the prices. They know that Jazzbo 
& Co. down the street have the same shovel, the same saw, 
and the same plane as their own. The fact that there’s 
a thousand other items on which neither of you con- 
flict doesn’t keep you from telling yourselves spook 


stories.” 
Pete Profit’s face was indicative of a vast contempt for 


spooks. “You fellows get soft,” he went on, “inside here 
with your trade coming in and asking for goods. Try 
opening house doors some dull afternoon. I remember 
some years ago the post office decided that all houses had 
to have a mail-box and house numbers. Now my old 
partner thought that here was a good chance to learn 
something about the uptown peddling game; he took a 
few samples and started out. It was easy to tell a 
prospect by looking for the numbers or box, but my 
partner tackled a full dozen doors without getting any- 
thing but harsh words and dirty looks. After a particu- 
larly tough reception, finally he pulled up and took stock 
—something rotten somewhere. He got to thinking over 
his opening words—you have to talk fast at that work— 
and he remembered that most people are pretty suscep- 
tible to anything with a ‘Government’ tag on it, and 
also that this ruling had appeared in all the newspapers. 
He rang another bell and right away began: “The 
United States Government Post Office Department has 
made a ruling’ and so on. Well sir, he sold thirty-one 
people the next day, and dinged one of them for $12.00 
worth of shears and kitchen knives to boot. It simply 
tickled him pink. 

“You don’t realize what a privilege it is to be able to 
talk to a customer without having a door slammed in your 
face, or some one snarling, ‘Beat it! I don’t buy from 
any tramp.’” Pete’s glance took in our well-ordered 
aisles and attractive displays. “It seems hard to believe 
that a man can go out with nothing but a brush, a can 
opener, or a pair of silk stockings and MAKE people 
buy them through nothing but his own private and per- 
sonal wallop, while you fellows actually get a prospect 
delivered F. O. B. your cash register, who knows who 
you are, and has money in his poke—and what happens? 
If your customer kicks on the price, right away you 
begin to think that maybe you had better sell out and 
start a laundry or a dairy lunch.” Pete Profit’s gener- 
ous girth spoke volumes for his opinion of dairy lunches. 
“Tell your wife,” he went on, “the next time a big brush 
and bread-knife man rings her doorbell to offer him, say, 
three-fourths of his price—if she gets a nickel discount, 
I’m a poor guesser.” Pete’s cigar was finished and he 
rose, deliberately from the Old Man’s chair. 

“And does your partner still open any doors?” asked 
Edwards as Pete Profit turned to leave. 

“Just the little door on the box where he clips his kew- 
pons,” Pete replied, “and that only a couple of times 
a year. You know this kew-pon cutting is pretty 
strenuous for a man of his age.” 








Don’t forget to have your Christmas window and store displays photographed 
and sent in to HArRpwarE AGE with the particulars of your selling experiences 
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Two Successful Christmas Windows 


ARL HAECKER, of the Frank Burke Hardware 


Co., Waukegan, III., sends the two photos repro- 

duced here. They are two very successful Christ- 
mas window displays. The first was an early window 
and carried a diversified line of items for all members 
of the family. White crepe paper was used for the 
background, with 
red and green tubing 
made of crepe paper. 
Green paper was 
used for the floor to 
add Christmas color 
and tinsel cord 
was used for the 
decora- 


tions. Price 
tickets of good 
size, so essen- 
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tial to selling merchandise, were also used. The window 
attracted great attention and sold much merchandise 
early in the season. 

The lower window was the fastest selling window Mr. 
Haecker ever installed. It was put in the last five days 
before Christmas and cdrried only items that were over- 
stock. By Christmas 
Eve the window was 
ruined by salespeople 
having to sell from 
the display. The 
floor and pedestals 
were. covered 
with cotton bat- 

ting and the 
snow storm was 
made by at- 
taching thread 
(Continued on 
page 68) 
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ECENTLY Harpware AcE has been telling dis- 
play men how they may make their own illustrated 
backgrounds for show windows. We are receiving 
word daily that they are being used effectively, and here 
present an illustration suitable for the tool display that is 

simple and will prove an effective attention getter. It 
will be something out of the ordinary run of Christmas 
posters. 

For the benefit of those who have “just tuned in” we 
will described again the methods necessary to make this 
sign. 

When you have decided how large you want to make 
this sign, divide your large sheet of cotton, compo board, 
paper or whatever material you are going to work upon, 
into the same number of squares that are indicated on the 


This illustration may be enlarged to any size you choose. 


Try This in Your Tool Department 


An illustrated Christmas banner to be placed above the tool de- 
partment is simple for the display man to produce 
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Read the description. 








copy. Number these squares along the top and letter 
them along the sides for ease in following the course of 
the drawing. This numbering and lettering eliminates 
confusion, as you may instantly find any line by referr- 
ing to the number and letter on the copy. When you 
have done this you are ready to go ahead with mapping 
in the picture. 

Think of each square as a small map, checking care- 
fully where each line cuts across the square, and you 
will have very little trouble in producing an accurate en- 
largement of the poster. 

Your outline finished, you may apply the colors, using 
flat tones and not attempting fancy coloring. The back- 
ground behind the men may be colored or cut away. 
Either will give a telling effect. 





F. WOODROW of the Automatic Electric Washer 

9 Oo Newton, Iowa, is a strong advocate of water, 

particularly as a cleansing agent for clothes. How- 
ever, he assures us that there are people who fail to ap- 
preciate its advantages as a beverage. 

As proof of that attitude, he sent us the following 
gem which some enterprising gentleman recently used 
as a toast at a banquet: 

“Mr. Toastmaster, Ladies and Gentlemen: You asked 
me to respond to the toast ‘Water,’ the purest and best 
of all things ever created. I want to say to you that I 
have seen it glisten in tiny tear drops on the sleeping 
lids of infancy ; I have seen it trickle down the blushing 
cheeks of youth, and go in rushing torrents down the 
wrinkled cheeks of age. I have seen it in tiny dewdrops 


He Toasted Water 





on the blades of grass and leaves of trees, flashing like 
polished diamonds when the morning sun burst in re- 
splendent glory o’er the eastern hills. I have seen it 
trickle down the mountain sides in tiny rivulets with the 
music of liquid silver striking on beds of polished dia- 
monds. I have seen it in the rushing river rippling over 
pebbly bottoms, purling about jutting stones, roaring 
over precipitous falls in its mad rush to join the father 
of waters, and in the mighty father of waters I have 
seen it go in slow and majestic sweep to join the ocean. 
And I have seen it in the mighty ocean on whose broad 
bosom float the battle fleets of all nations and the com- 
merce of the world, but, ladies and gentlemen, I want to 
say to you now that as a beverage it is a DAMN 
FAILURE.” 
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William George Steltz Elected to Vice-Presidency 
of Supplee-Biddle Hardware Company 


From office boy at two dallars a week to 
a vice-presidency in one of America’s 
largest wholesale hardware houses, is the 
inspirational record of William George 
Steltz, who, at the age of thirty-four, was 
on Nov. 21, 1927, elected “baby” member 
of the official family of the Supplee-Bid- 
dle Hardware Co. in Philadelphia. 

Twenty-two years ago, as an eager- 
faced lad of 12, “Billy” Steltz first entered 
the employ of the firm. 

After passing several years in various 
departments of the business, the boy caught 
the attention of Alfred Klein, a major 
executive, who persuaded him to continue 
his schooling and fit himself for the en- 
larged duties which his inquiring and ac- 
tive mind seemed to warrant. Encouraged 
by Mr. Klein, “Billy” Steltz added to his 
education by nine years of continuous 
study at night school; and his enthusiasm 
for business brought promotion upon pro- 
motion, until finally he attained the posi- 
tion of assistant sales manager of the com- 
pany. In this capacity, Mr. Steltz soon at- 
tracted wide notice by reason of his un- 
tiring energy and loyalty, which attributes 
together with his practical experience well 
fitted him for this new responsibility. 
While he is still but a young man, Mr. 
Steltz is widely known for his sound sales 
activities, which have played no small part 
in the great growth that the Supplee-Bid- 
dle Hardware Co. has enjoyed. He has 
built his success upon hard work, a close 
study of the problems of hardware mer- 





chandising and fair treatment of others. 
Talk with him in his busy office and you 
immediately sense the buoyant, restless 
spirit that has driven him ever forward 
to greater achievements in his chosen 





WILLIAM GEORGE STELTZ 


work. Engage any of his associates in 
conversation and you find reflected the un- 
usual affection with which he is regarded 
by all with whom he comes in contact. 

Earnest application and consistent, loyal 
service—these alone have brought “Billy” 
Steltz success. And we congratulate him 
upon his promotion, while wishing him 
continued advancement. 





Stephen H. Greenwood Dies— 
Well Known Montana Dealer 


Stephen Herbert (Bert) Greenwood, 
manager of the hardware department of 
The Anaconda Copper Mining Co., Butte, 
Mont., passed away recently at his home in 
that city, following a major operation. 
Mr. Greenwood came to Butte 37 years 
ago as the Montana representative for the 
Simmons Hardware Co., St. Louis, Mo. 
Five years later he joined the Anaconda 
company and continued with this company 
until his death, He was a quiet, modest 
man, in active force in the community and 
had won the regard and reliance of all who 
came to know him. 

Miss Grace Greenwood, a sister, accom- 
panied the body to its last resting place 
in St. Louis, Mo. 


Delta Electric Co. Elects 
W. B. Stephenson President 


W. B. Stephenson, treasurer and gen- 
eral manager of Delta Electric Co, 
Marion, Ind., was recently elected presi- 
dent of the company, succeeding J. W. 
Stephenson, who becomes chairman of the 
board of directors. 

The new president has been the active 
head of the business for many years and 
his election follows closely upon the recent 
purchase of the Accessories Mfg. Co., Chi- 
cago, Ill., by Delta Electric Co., which 








greatly enlarged the scope of the latter 
company. 

J. W. Stephenson, retiring president, is 
well known in automotive circles. He is 
president of the Indiana Truck Corp., and 
also of the National Truck Association. 





Oil Burner Association 
Makes Plans for Convention 


Plans are being made to take care of 
more than 2500 at the 1928 convention and 
exposition of the American Oil Burner 
Association, which will be held .at the 
Hotel Stevens, Chicago, Ill., on April 3, 
4 and 5, 1928. Last year the convention 
met in Buffalo, N. Y. 

One of the features of the convention 
will be a report of the Oil Heating Insti- 
tute, established last year by the associa- 
tion to conduct an educational campaign. 

This convention will be strictly an edu- 
cational and business affair. It is planned 
for the purpose of exchanging ideas and 
giving members an opportunity to get ac- 
quainted with each other. The exposition 
held in connection with the convention will 
illustrate the development of the oil burner 
industry and oil burner equipment. The 
exhibits will include displays of every- 
thing entering into the manufacture, in- 
stallation and use of oil burners. 

Further information can be secured 
from the offices of the association at 350 
Madison Avenue, New York City. 





Western Convention Head- 
quarters Changed 


H. J. Hodge, secretary of the Western 
Retail Implement and Hardware Associa- 
tion, has announced that headquarters for 
the coming convention, to be held in Kansas 
City, Jan. 17, 18 and 19, will be at the 
President Hotel. For many years past 
headquarters have been maintained at the 
Coates House. 

As in the past, the convention sessions 
will be held at the Missouri Theatre, and 
there will be meetings only in the morn- 
ings. The hardware exhibits will again be 
in place in the Auditorium and will be 
closed during the forenoons while the ses- 
sions are in progress, open to dealers only 
in the afternoons and to the general public 
in the evenings. 


Aluminum Plant Again Expands 


The West Bend Aluminum Co., West 
Bend, Wis., is building a two-story addi- 
tion to its plant, which is expected to be 
finished about the first of the year. This 
addition will add about 15,000 sq. ft. of 
floor space to the present plant and will 
house the general offices of the company 
as well as a new testing kitchen, which 
will be established. 

Just about a year ago the company prac- 
tically doubled the amount of floor space 
it then occupied by completing a three- 
story addition to its plant. 


Milcor Branch Moves 


The Chicago branch of the Milwaukee 
Corrugating Co., formerly located at 4650 
West Harrison Street, has moved into 
larger quarters at Western Boulevard and 
West Forty-third Street. This move was 
made necessary by the rapidly expanding 
amount of business handled by the Chicago 
office, which was established only two and 
a half years ago. 


The new building is three stories high 
and contains over 75,000 sq. ft. of floor 
space. Besides modern offices and ware- 
house facilities, the new location will house 
a complete sample display room, showing 
the full line of Milcor products, including 
metal lath, metal ceilings, ventilators, stove 
pipe, furnace pipe and fittings. 


Patent Novelty Co. Secures 
“Strong Toys” Line 


Patent Novelty Co., Fulton, Ill, has 
purchased tools, dies and machinery of 
the toy manufacturing department of Pre- 
cision Metal Workers, Chicago, IIl., and 
will move them to Fulton, IIl. 

The Precision Metal Workers manu- 
factured a line of mechanical toys known 
as “Strong Toys.” The entire line will 
be exhibited at the New York Toy Fair 
at the Hotel Imperial in New York City, 
starting Feb. 6, 1928. Leonard Kroff will 
have charge of this exhibit, which will 
include the Patent Novelty line of house- 
ware. 
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Advertising Agency Secures 
Galen Snow as Treasurer 


Galen Snow, who for the last five years 
has been advertising and sales promotion 
manager of Greenfield Tap & Die Corp., 
Greenfield, Mass., has resigned his posi- 
tion and on Dec. 1 will become treasurer 
of W. B. Remington, Inc., Springfield, 
Mass. This company is an advertising 
agency. 

Mr. Snow has been a member of the 
Association of National Advertisers and 
of the National Industrial Advertisers’ As- 
sociation. He recently received one of the 
A. W. Shaw awards for an analysis of 
the industrial markets of the United 
States. 


Former N. R. H. A. Treasurer 
Dies 

Milo J. Thomas, Corunna, Ind., who 
served as treasurer of the National Retail 
Hardware Association in 1916 and 1917, 
died recently at the Battle Creek Sani- 
tarium. Mr. Thomas, who was 66 years 
of age, came to Corunna in 1888 and opened 
a hardware and implement business, in 
which he remained active until about two 
years ago. He became a member of the 
Indiana Retail Hardware Association in 
1903 and was later elected to the execu- 
tive board of that organization. 

He was always active in the affairs of 
his community, and in 1893 organized a 
telephone company, the exchange of which 
was located in the rear of his store for 
many years. In 1907 he established the 
Thomas Exchange Bank, which has grown 
to be one of the strongest financial insti- 
tutions located in the smaller towns of 
Indiana. He represented his county in the 
1923 session of the lower house of the 
Indiana General Assembly. 

Mr. Thomas is survived by his widow, 
two sons and two daughters. Harry K. 
Thomas, the eldest son, is engaged in the 
hardware business at Churubusco, Ind. 





An Unusual Experience for 
Gray & Dudley 


T. C. (Red) Harris, so nicknamed be- 
cause of his red hair, who had been de- 
tained at the Tennessee State prison with- 
out his own consent, decided that he had 
been there long enough and used a novel 
method of effecting his escape recently. A 
packing case destined for the warehouse 
of Gray & Dudley, Nashville, beckoned in- 
vitingly to the young fellow and he ac- 
cepted the challenge to “obey that impulse.” 
“Red” arranged a false bottom or partition 
in the box that was to carry some cast 
iron pots, skillets and other castings, in- 
stalled himself in the rather close compart- 
ment and started for Nashville and lib- 
erty. 

The box, supposed to be full of castings, 
was allowed to remain in the warehouse 
sometime before the castings were re- 
moved. When one of the colored porters 
came to open the box he was somewhat 
surprised to find a very determined and 
redheaded young man as part of the ship- 
“Red” did not have much trouble 


ment. 


| in persuading the porter to change cloth- 
| ing with him and was soon on his way. 





No doubt his liberty will be short lived 
however. 


Installment Selling Sound, 





Economist Tells Business Men 


Installment selling is not only a sound 
method of financing the distribution of | 
merchandise, but has proved itself one of | 
the most potent agencies in shaping the 
new prosperity of the United States. It 
is an agency that has increased production, 
stabilized output, reduced production costs 
and increased purchasing power throughout 
the country. These facts constitute the 
conclusion reached by Edwin R. A. Selig- 
man, professor of political economy at Co- 
lumbia University, New York City. He 
presented them to a distinguished assem- 
blage, consisting of 500 of the leading 
financiers, business men and economists at 
a dinner recently given in his honor in 
New York City. 

Professor Seligman’s study on this sub- 
ject was one of the most exhaustive sur- 
veys ever undertaken on this much dis- 
cussed subject. He undertook this work 
at the request of the General Motors Corp. 

His findings are considered particularly 
important because of the widespread use of 
the “time payment” principle in numerous 
important lines, some of which depend al- 
most entirely on this method of distribu- 
tion. 

The investigation of Professor Selig- 
man showed that the losses connected with 
installment selling are small and that the 
proper administration of the installment 
system is when the seller accepts the re- 
sponsibility for the credit. Installment 
credit is beginning to do for the consumer 
what the gradual development of the com- 
mercial banking system has done for the 
producer. If credit is restricted to proper 
commodities, properly managed it will 
gradually throw off its abuses and stand 
forth as one of the greatest contributions 
of the 20th Century to national wealth and 
welfare. It was also said that everything 
indicates that the year 1928 will witness 
the greatest prosperity that the country 
has ever enjoyed. 


Chamberlain-Haber Appoints 
Leu-Lieberstein Company 


Chamberlain-Haber Chemical Corp., 
Cleveland, Ohio, has appointed Leu-Lieber- 
stein Co., 2112 Olive Street, St. Louis, 
Mo., as sales representatives in the mid- 
dle west. This company will cooperate 
with the hardware jobbers to place the 
Presto line in the dealer’s hands. 


Wisco Mfg. Co. Organized 


The Wisco Manufacturing Co. has re- 
cently been organized at Madison, Wis., 
with a capital of $25,000. The company 
plans to manufacture and sell hardware 
and mechanical specialties. Members of 
the company are William E. Miller, Roy 
Bea and Roy Wood. 





Connors Hoe & Tool Appoints 
New Southern Representative 


The Connors Hoe & Tool Co., Colum- 
bus, Ohio, has appointed Taylor Bros., 616 
Main Street, Richmond, Va., as its repre- 
sentatives in the South. The company 
will distribute the line of “Corksteel” gar- 
den tools and “Sturdy” fire shovels and 
pokers, in all States south of the Ohio 
River and east of the Mississippi River, 
including the city of New Orleans, La. 





Radio Advance Shown at Los 
Angeles Exhibit 


According to Waldo T. Tupper, man- 
aging director of the fifth annual “radio 
show beautiful,” recently held at Los Ange- 
les, the figures for this year show a gain 
of 20 per cent, 350 firms being represented 
at this year’s show; 2700 dealers attended 
the show, a gain of a clear 30 per cent, 
while the general attendance reached a fig- 
ure of 148,000, as compared with 105,000 
for last year. 

The booths occupied 70,000 sq. ft. of 
floor space, or a gain of 40 per cent over 
1926. Next year’s show, which will also 
be in charge of Mr. Tupper, will, it is 
said, be held at the same auditorium, name- 
ly, the Ambassador, in Los Angeles. It is 
expected that the event will take place 
in August or September, 1928, the exact 
date to be named by the Radio Trades 
Association of Southern California early 
in the new year. 


Walter Sheely Enters Hardware 
Field 


Walter A. Sheely, a brother of Gilbert 
I*. Sheely, secretary of the Indiana Retail 
Hardware Association, has recently taken 
the position of credit manager for the 
Townley Metal & Hardware Co., Kansas 
City jobbers. Mr. Sheely was formerly in 
charge of the credit department of the 
Kansas City branch of the Emerson- 
Brantingham Co. 


Aluminum Cooking Utensil 
Booklet Recently Issued 


An unusually interesting booklet bear- 
ing the title “The Precious Metal of the 
Kitchen” has recently been issued by the 
Aluminum Wares Association, 1001 Un- 
ion Bank Building, Pittsburgh, Pa. This 
organization represents the majority of 
the manufacturers of aluminum kitchen 
utensils. 

The booklet gives a brief history of the 
discovery of aluminum, the manufacture 
of aluminum utensils and how these prod- 
ucts are being used in the new principle 
of waterless cooking. The booklet also 
quotes noted domestic science authorities 
regarding aluminum utensils. Another 
feature of the booklet is several “Ques- 
tion and Answer” pages which ask and 
answer some of the principal questions 
which occasionally come into the minds of 
aluminum utensil users. Copies of this 
booklet can be obtained for the asking by 
writing to above address. 























M. Herbert Godschalk Moves to 
New Britain, Connecticut 


M. Herbert Godschalk, who maintained 
a sales promotion service at 113 W. Forty- 
second Street, New York City, has moved 
his office to 64 City Avenue, New Britain, 
Conn., due to the large quantity of New 
England work which he handles. 

Mr. Godschalk will continue to serve 
his New York trade, making visits when- 
ever necessary. Mr. Godschalk mounts 
samples, dresses, windows, arranges store 
equipment, installs fixtures, takes inven- 
tories, and helps retailers in advertsiing 
and store management. 


Mansfield Agency for Wyeth 


Wyeth Hardware & Mfg. Co., St. Jo- 
seph, Mo., has taken over the complete 
line of Mansfield tires, manufactured by 
The Mansfield Tire & Rubber Co., Mans- 
field, Ohio, and will distribute them 
through the 80 salesmen covering its terri- 
tory. 


J. Harry Tregoe Leaves Credit 
Men’s Association 


J. Harry Tregoe, for 15 years executive 
manager of the National Association of 
Credit Men, New York City, has resigned 
his position and has become the director 
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of the Tregoe Economic Organization, 
Story Building, Los Angeles, Cal. 

As executive manager in his former con- 
nection, Mr. Tregoe wrote a monthly let- 
ter dealing with credit, economic, financial 
and industrial subjects which became very 
well known throughout the country. In 
this new connection he will write a semi- 
monthly letter along the same lines. 





Pratt & Lambert Employees Get 
Thanksgiving Turkeys 


Following a custom established in the 
early history of the company, Pratt & 
Lambert, Inc., Buffalo, N. Y., presented a 
turkey to each employee, for his Thanks- 
giving dinner. This presentation was 
made in each of the company’s plants in 
New York City, Buffalo, Chicago, and 
Bridgeburg, Ont., on Wednesday, Nov. 23. 





John M. Leadholm Dies 


John M. Leadholm, for many years a 
salesman for Morely-Murphy Hardware 
Co., Green Bay, Wsi., passed away recently 
at his home in Eau Claire, Wis. Mr. 
Leadholm was 60 years of age and before 
he became connected with the Morely- 
Murphy company, he had been with H. F. 
Schlegelmilch Hardware Co. in Eau 
Claire. Mr. Leadholm is survived by his 
widow and one son. 





Trico Midget Fuse Puller 


Trisco Fuse Mfg. Co., Milwaukee, Wis., 
recently placed on the market the Trico 
Midget Fuse Puller and Screw Driver. 
This tool is made of horn fiber, 5 in. in 
length. Twenty are mounted on a display 
board or in small individual cartons. 








One end has gripping jaws for handling 
small cartridge fuses, 4% to % in. in di- 
ameter. The other end has a screw driver 
for use on small screws, such as found 
on electric sockets, plugs and radio appa- 
ratus. The fuse puller is insulated and the 
metal screw driver blade extends only 
about 3 of an inch beyond the fiber handle. 


Bannister Bike-Sled 


A unique sled that steers like a bicycle 
is being manufactured by the Bannister 
Mfg. Co., Fitchburg, Mass. The Bannis- 
ter Bike-Sled can be used in soft snow, 
it is said, and is easy to steer, either 





straight, ziz-zag or in circles. The run- 
ners are strongly constructed, ski shaped 
and made of a heavy gage metal. The 
Bike Sled is finished in red and black and 
has a Duco finish. The boy or girl sits on 














the seat, places the feet on the foot rest, 
attached to the steering column and steers 
the Bike-Sled with the handle bars, like 
steering a bicycle. Shipped in lots of 
two, all assembled. Weight of each Bike- 
Sled, 11 Ib. 


Neat Waffle Set Produced by 
John Russell Cutlery Co. 


John Russell Cutlery Co., Turners Falls, 
Mass., has combined a small size spatulate 
and a fork, into a waffle set and is market- 
ing it in a box with a display card. Both 
items are made of stainless steel and have 
natural wood finished handles covered with 
clear Duco. The word “waffle” is im- 
printed in blue on each handle. The spatu- 
late has been designed to help spread the 
batter and the fork to pick up the waffle 
and transfer it to the plate. 
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Buhl Sons Co. Reproduces 
Invoice Dated Nov. 20, 1868 


Buhl Sons Co., Detroit, Mich., published 
in its “November Flyer,” suggesting pur- 
chases to the trade, a reproduction of an 
invoice dated Nov. 20, 1868. This invoice 
was made out by Buhl, Ducharme & Co. 
to Messrs. Raymond & Campbell who op- 
erated a hardware store at Port Sanilac, 
Mich. This hardware store is still being 
operated and for the past 36 years, by the 
son of the merchant who received this in- 
voice. Buhl Sons Co. still supplies this 
store. 


Arthur E. Moreau Reelected 
Mayor of S. Manchester, N. H. 


Arthur E. Moreau, proprietor of J. J. 
Moreau & Sons, South Manchester, N. H., 
and vice-president of the New England 
Retail Hardware Dealers Association, has 
been reelected Mayor of South Manchester 
for another two years. 


Indianapolis Dealers Elect 
Officers 


At a recent meeting the Indianapolis 
Hardware Club elected the following off- 
cers for the ensuing year: E. K. Oder, 
president; R. E. MacBeth, first vice-presi- 
dent; E. V. McKenzie, second vice-presi- 
dent; William Emrich, Jr., treasurer, and 
FE. George Berkmyer, secretary. 


Floor Polishing Attachment 


Eureka Vacuum Cleaner Co., Detroit, 
Mich., has introduced a new floor polisher 
attachment which is easily attached to the 
Model 10 Eureka Vacuum Cleaner. 

















The polishing device is made of high- 
grade felt, providing a 7/16-in. contact 
with the floor and extends the full width 
of the nozzle. The felt projects % in. 
below the nozzle, and when the rear wheel 
of the cleaner is so adjusted as to raise 
the front wheels from the floor, the pol- 
isher bears the full weight of the front 
of the cleaner. Another feature is the fact 
that the floor polisher combines the move-~ 
ment of air at high speed with the rub- 
bing action of the felt. The suction power 
of the motor enables the cleaner to pick up 
any litter that may be present and also take 
up dirt or dust that is rubbed loose by the 
felt surface. 
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Hold-Tite Crown Caps 


Apex Stamping Co., Riverdale, Ill, has 
placed its Hold-Tite Crown Caps in an 
attractive package holding four dozen caps. 
These caps are of the best grade and are 
double lacquered. The package is printed 
in green, with a darker green stripe en- 
circling it. 





The counter card has been attractively 
designed and is printed in four colors. A 
package, attached to the counter card, is 





filled with caps and acts as a stand to 
hold the card upright on the counter. 


Wiss Hedge Shears 


J. Wiss & Sons Co., 33 Littleton Avenue, 
Newark, N. J., has placed on the market 
a pair of hedge shears. 

Wiss Hedge Shears have blades of high 
carbon cutlery steel, one blade ground to 
a knife edge and the other blade serrated. 
It has been found that the knife edge cuts 
easily and the serrated blade grips the 
twigs and prevents slipping. The handles 








are made of drop forged steel with wood 
grips. These shears are very light in 
weight. The weight has been evenly dis- 
tributed which produces a good balance. 
Wiss Hedge Shears are made in four sizes, 
6%, 8, 9 and 10 in. 








Remington Arms Offers New 
Boning and Trimming Knives 


Remington Arms Co., Inc., 25 Broadway, 
New York City, has placed on the market 
two new knives. No. RB4136 with a 6 
in. blade is a boning knife and No. RB- 
413744 with a 7% in. blade is a boning and 
ribbing, or trimming knife. 

The blades of these knives are made 





from high grade steel, properly ground and 
sharpened. The handles are made in one 
piece from oiled and waxed walnut. There 
is a guard on each handle which prevents 
the user’s hand from slipping down over 
the end of the handle onto blade. 

These knives can be used by butchers, 
restaurants and delicatessen shops as well 
as by the housekeeper. Packed 6 in a box. 





An American Looks Out on His World... 


T is but a little over 150 years since a handful of men 
and women embarked on the great adventure which 
men call America. What a miracle we have 

wrought! 

More than a hundred million people we are and there 
is peace and plenty in the land. Factories belch their fire 
and shining slaves of steel march out to do our bidding. 
Beautiful homes dot the countryside. Theaters of drama, 
of photoplays, almost blot out the sun. The smallest 
restaurant on Main Street presents a gastronomic display 
sufficient to arouse the envy of the bravest gourmand. 
Lower berths are as hard to obtain as tickets to a Broad- 
way success. Hotel rooms are at a premium. Golf 
links are as common as sidewalk pumps. Savings banks 
groan under the weight of the gold they hold. Two 
prizefighters command enough money in a single evening 
to wipe out the curse of leprosy from the world. In- 
dustry has passed into the hands of the people through 
millions of owners of stocks and bonds. By the grace 
of God we have more leisure, more comfort, more se- 
curity than any people in the world’s history have ever 
had. 

But an American looks out on his world today and in 
the face of this, and in spite of this, all is not well. 

He listens to the voices which come to us from across 
the seas and he hears a murmur, a grumbling of criticism 
and even of hate. 

He looks into the homes and he beholds a restlessness, 
an irritability and a discontent that is strange in the face 
of all these things. 

He reads the records of divorce courts and criminal 
courts, and is shocked by figures that are ill and fore- 
boding in the story they tell. 

He hears parents despair of their children. He hears 
children ridicule their parents and their ideals. 

He gazes out on this people which only a hundred and 
fifty years ago gave its blood for freedom and finds an 


indifference to government and citizenship which is 
startling. 

And he wonders. 

Why, in the face of all this prosperity, do men and 
women recall so fondly, other days? Why do so many 
of us rush away from this panorama of plenty and seek 
out a blade of grass—the shelter of a tree—to think 

to wonder upon it all? 

What is this strange uneasiness which keeps knocking 
at our hearts? Has something gone out of our lives? 
One wonders. Is the price we are paying too great? 
Or have we wandered into strange lands? 

Perhaps it is time to ask a question. 

How much of all this is America?—The Shaft. 


Morse Saw Horse Bracket 


Morse Mfg. Co., Inc., 510 South Clinton Street, Syracuse, 
N. Y., manufactures the Morse Saw Horse Bracket, a device 
which eliminates the unsteady and short-lived saw horse put up 





with nails. With this bracket it is possible to assemble and take 
apart the saw horse quickly as well as making it rigid. There 
are no holes to bore, nails to drive or braces to cut when the 
Morse Saw Horse Bracket is used. 
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‘Androck Sno-Cap Gift Set 


The Washburn Company, 6126 S. La 
Salle Street, Chicago, Ill. is offering to 
dealers the No. 61 Androck Sno-Cap Gift 
Set. This set consists of six useful kitchen 
utensils, a ladle, spoon, cake turner, kitchen 
fork, batter beater and reinforced tea 
strainer. The hanger, which is included, 














is made of metal and is enameled in blue 
to match the handles of the utensils. The 
set comes complete, with the display rack, 
in an attractive gift box. 


“Krak-a-Nut” 


Morse Mfg. Co., 510 South Clinton 
Street, Syracuse, N. Y., is manufacturing 
a novel nut cracker, which is called “Krak- 
a-Nut.” The nut to be cracked is placed 
in the opening of the cracker. The screw 
is revolved until it cracks only the shell, 
the meat coming out whole. This product 
can be procured in several different assort- 
ments. Ten crackers, finished in Duco 


colors on an easel for counter display, 
packed in individual cartons with a choice 
of colors and a gift package with six hand- 
colored designs. 


All-Purpose Hand Sprayer 


D. B. Smith & Co., Inc., Utica, N. Y., 
has recently placed on the market the 





"A IN 1 ADJUSTABLE NOZZLE 
STREAM-SPRAY-MIST-VAPOR 


“Blizzard,” a quart size hand sprayer, de- 
signed especially for lacquer work. It can 
also be used for spraying insecticides, oil, 





disinfectants and other liquids. The pump 
chamber is 14 in. in length and the over- 
all length is 18 in. 

The “Blizzard” has an adjustable brass 
nozzle, by which the liquid can be regu- 
lated from a stream to a thin vapor. It 
is manufactured in three styles: all brass, 
brass tank and tin pump, and heavy tin 
throughout. 


Two Piece Hockey Sticks 


Lovell Mfg. Co., Erie, Pa., has placed 
on the market the Superb Hockey Stick, 
which combines several important features. 
This hockey stick is made of two straight 
pieces of wood instead of one piece of 
bent wood. These two sections are lami- 
nated, double-tenoned, cemented and taped 
at the heel. This method of construction 
is said to eliminate the splintering, warp- 
ing and deterioration of the stick. 

Nine grades of players’ sticks and four 
grades of goal keepers’ sticks are now be- 
ing manufactured. The illustrations show 
one of the regular sticks, a goal keeper’s 
stick and the method of joining the two 
pieces of wood. 


HOCKEY STICNS 
see a 


_ Dovesne 


Before these sticks were placed on the 
market they were tried out by professional 
hockey players, who indorsed them very 
highly. 





Colt Detective Special 


The “plain clothes man” on special duty 
will appreciate the new Colt Detective 
Special Revolver which has only a 2 in. 
barrel. This .38 calibre model is one of 
the most powerful revolvers that can be 
conveniently carried in a coat side pocket. 
The Colt Patent Fire Arms Mfg. Co., 
Small Arms Div., Hartford, Conn., has 
designed this revolver by taking its Police 


Positive Special Revolver and equipping 
it with a 2-in. barrel. It has a jointless 
solid frame, simultaneous ejection and 
holds six cartridges. It is finished in full 
blue with a checked walnut stock. Weight 
21 oz., length overall 634 in. 


New Red Devil Glass Cutter 


Landon P. Smith, Inc., Irvington, N. J., 
is manufacturing a new type of glass cut- 
ter, known as “Red Devil No. 44.” This 
new cutter has an interchangeable wheel 


ca sy 


that is easily inserted and a tempered steel 
head. A rubber handle makes for an easy 
grip and correct balance. 


Toledo’s No. 380 Speed Wagon 


The Toledo Metal Wheel Co., Toledo, 
Ohio, Has recently placed on the market 
the No. 380 Speed Wagon. This vehicle 
has a one-piece front gear and is of fifth 
wheel construction with tongue and gear 
braces. The rear gear is made from heavy 


channel steel, reinforced with two steel 
braces. The handle is curved, of tubular 
construction, and has a loop grip. The 
roller bearing disk wheels have rubber tires 
and nickel-plated hub caps. The bed and 
racks are shellacked and varnished, with 
blue side and front panels, and attractive 
gold lettering. The wheels are finished in 
Berkshire Blue. 
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Hold-Tite Crown Caps 


Apex Stamping Co., Riverdale, Ill, has 
placed its Hold-Tite Crown Caps in an 
attractive package holding four dozen caps. 
These caps are of the best grade and are 
double lacquered. The package is printed 
in green, with a darker green stripe en- 
circling it. 





The counter card has been attractively 
designed and is printed in four colors. A 
package, attached to the counter card, is 





filled with caps and acts as a stand to 
hold the card upright on the counter. 


Wiss Hedge Shears 


J. Wiss & Sons Co., 33 Littleton Avenue, 
Newark, N. J., has placed on the market 
a pair of hedge shears. 

Wiss Hedge Shears have blades of high 
carbon cutlery steel, one blade ground to 
a knife edge and the other blade serrated. 
It has been found that the knife edge cuts 
easily and the serrated blade grips the 
twigs and prevents slipping. The handles 








are made of drop forged steel with wood 
grips. These shears are very light in 
weight. The weight has been evenly dis- 
tributed which produces a good balance. 
Wiss Hedge Shears are made in four sizes, 
6%, 8, 9 and 10 in. 





Remington Arms Offers New 
Boning and Trimming Knives 


Remington Arms Co., Inc., 25 Broadway, 
New York City, has placed on the market 
two new knives. No. RB4136 with a 6 
in. blade is a boning knife and No. RB- 
41374%4 with a 74 in. blade is a boning and 
ribbing, or trimming knife. 

The blades of these knives are made 





from high grade steel, properly ground and 
sharpened. The handles are made in one 
piece from oiled and waxed walnut. There 
is a guard on each handle which prevents 
the user’s hand from slipping down over 
the end of the handle onto blade. 

These knives can be used by butchers, 
restaurants and delicatessen shops as well 
as by the housekeeper. Packed 6 in a box. 





An American Looks Out on His World... 


T is but a little over 150 years since a handful of men 
and women embarked on the great adventure which 
men call America. What a miracle we have 

wrought ! 

More than a hundred million people we are and there 
is peace and plenty in the land. Factories belch their fire 
and shining slaves of steel march out to do our bidding. 
Beautiful homes dot the countryside. Theaters of drama, 
of photoplays, almost blot out the sun. The smallest 
restaurant on Main Street presents a gastronomic display 
sufficient to arouse the envy of the bravest gourmand. 
Lower berths are as hard to obtain as tickets to a Broad- 
way success. Hotel rooms are at a premium. Golf 
links are as common as sidewalk pumps. Savings banks 
groan under the weight of the gold they hold. Two 
prizefighters command enough money in a single evening 
to wipe out the curse of leprosy from the world. In- 
dustry has passed into the hands of the people through 
millions of owners of stocks and bonds. By the grace 
of God we have more leisure, more comfort, more se- 
curity than any people in the world’s history have ever 
had. 

But an American looks out on his world today and in 
the face of this, and in spite of this, all is not well. 

He listens to the voices which come to us from across 
the seas and he hears a murmur, a grumbling of criticism 
and even of hate. 

He looks into the homes and he beholds a restlessness, 
an irritability and a discontent that is strange in the face 
of all these things. 

He reads the records of divorce courts and criminal 
courts, and is shocked by figures that are ill and fore- 
boding in the story they tell. 

He hears parents despair of their children. He hears 
children ridicule their parents and their ideals. 

He gazes out on this people which only a hundred and 
fifty years ago gave its blood for freedom and finds an 


indifference to government and citizenship which is 
startling. 

And he wonders. 

Why, in the face of all this prosperity, do men and 
women recall so fondly, other days? Why do so many 
of us rush away from this panorama of plenty and seek 
out a blade of grass—the shelter of a tree—to think 

; to wonder upon it all? 

What is this strange uneasiness which keeps knocking 
at our hearts? Has something gone out of our lives? 
One wonders. Is the price we are paying too great? 
Or have we wandered into strange lands? 

Perhaps it is time to ask a question. 

How much of all this is America?—The Shaft. 


Morse Saw Horse Bracket 


Morse Mfg. Co., Inc., 510 South Clinton Street, Syracuse, 
N. Y., manufactures the Morse Saw Horse Bracket, a device 
which eliminates the unsteady and short-lived saw horse put up 





with nails. With this bracket it is possible to assemble and take 
apart the saw horse quickly as well as making it rigid. There 
are no holes to bore, nails to drive or braces to cut when the 
Morse Saw Horse Bracket is used. 
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‘Androck Sno-Cap Gift Set 


The Washburn Company, 6126 S. La 
Salle Street, Chicago, Ill, is offering to 
dealers the No. 61 Androck Sno-Cap Gift 
Set. This set consists of six useful kitchen 
utensils, a ladle, spoon, cake turner, kitchen 
fork, batter beater and reinforced tea 
strainer. The hanger, which is included, 

















is made of metal and is enameled in blue 
to match the handles of the utensils. The 
set comes complete, with the display rack, 
in an attractive gift box. 





“Krak-a-Nut” 


Morse Mfg. Co., 510 South Clinton 
Street, Syracuse, N. Y., is manufacturing 
a novel nut cracker, which is called “Krak- 
a-Nut.” The nut to be cracked is placed 
in the opening of the cracker. The screw 
is revolved until it cracks only the shell, 
the meat coming out whole. This product 
can be procured in several different assort- 
ments. Ten crackers, finished in Duco 





colors on an easel for counter display, 
packed in individual cartons with a choice 
of colors and a gift package with six hand- 
colored designs. 


All-Purpose Hand Sprayer 


D. B. Smith & Co., Inc., Utica, N. Y., 
has recently placed on the market the 








4 IN 1 ADJUSTABLE NOZZLE 
STREAM-SPRAY-MIST-VAPOR 





“Blizzard,” a quart size hand sprayer, de- 
signed especially for lacquer work. It can 
also be used for spraying insecticides, oil, 





disinfectants and other liquids. The pump 
chamber is 14 in. in length and the over- 
all length is 18 in. 

The “Blizzard” has an adjustable brass 
nozzle, by which the liquid can be regu- 
lated from a stream to a thin vapor. It 
is manufactured in three styles: all brass, 
brass tank and tin pump, and heavy tin 
throughout. 





Two Piece Hockey Sticks 


Lovell Mfg. Co., Erie, Pa., has placed 
on the market the Superb Hockey Stick, 
which combines several important features. 
This hockey stick is made of two straight 
pieces of wood instead of one piece of 
bent wood. These two sections are lami- 
nated, double-tenoned, cemented and taped 
at the heel. This method of construction 
is said to eliminate the splintering, warp- 
ing and deterioration of the stick. 

Nine grades of players’ sticks and four 
grades of goal keepers’ sticks are now be- 
ing manufactured. The illustrations show 
one of the regular sticks, a goal keeper’s 
stick and the method of joining the two 
pieces of wood. 
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Before these sticks were placed on the 
market they werc tried out by professional 
hockey players, who indorsed them very 
highly. 





Colt Detective Special 


The “plain clothes man” on special duty 
will appreciate the new Colt Detective 
Special Revolver which has only a 2 in. 
barrel. This .38 calibre model is one of 
the most powerful revolvers that can be 
conveniently carried in a coat side pocket. 
The Colt Patent Fire Arms Mfg. Co., 
Small Arms Div., Hartford, Conn., has 
designed this revolver by taking its Police 





Positive Special Revolver and equipping 
it with a 2-in. barrel. It has a jointless 
solid frame, simultaneous ejection and 
holds six cartridges. It is finished in full 
blue with a checked walnut stock. Weight 
21 oz., length overall 634 in. 


New Red Devil Glass Cutter 


Landon P. Smith, Inc., Irvington, N. J., 
is manufacturing a new type of glass cut- 
ter, known as “Red Devil No. 44.” This 
new cutter has an interchangeable wheel 





that is easily inserted and a tempered steel 
head. A rubber handle makes for an easy 
grip and correct balance. 





Toledo’s No. 380 Speed Wagon 


The Toledo Metal Wheel Co., Toledo, 
Ohio, has recently placed on the market 
the No. 380 Speed Wagon. This vehicle 
has a one-piece front gear and is of fifth 
wheel construction with tongue and gear 
braces. The rear gear is made from heavy 





channel steel, reinforced with two steel 
braces. The handle is curved, of tubular 
construction, and has a loop grip. The 
roller bearing disk wheels have rubber tires 
and nickel-plated hub caps. The bed and 
racks are shellacked and varnished, with 
blue side and front panels, and attractive 
gold lettering. The wheels are finished in 
Berkshire Blue. 
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Sidewalk Bike No. 910 


American National Co., Toledo, Ohio, is 
manufacturing a sturdy Sidewalk Bike 
which looks like a bicycle and is so 
equipped. The frame is made of seamless 
bicycle tubing. It is ball-bearing equipped 





throughout. Among the standard features 
of this product are one-piece steel crank 
hanger, nickel-plated sprocket, bicycle type 
roller chain and nickel-plated handle bar. 

This model, No. 910, is finished in black 
enamel with cherry red head and fork tips. 
No. 912 is the same, with the addition of 
a New Departure Coaster Brake. 





All Metal Window Screen 


Continental Screen Co., 1323 Book Build- 
ing, Detroit, Mich.; is manufacturing a new 
and improved all-metal window screen 
which will carry the brand name “Conti- 
nental.” The feature of this type of screen 
is the method of fastening the wire cloth 
to the frame. Each strand of wire is se- 
curely held, making it impossible for the 
wire cloth to sag or pull away from the 
frame. A reinforcing wire rod is welded 
inside the metal frame, greatly increasing 
its rigidity and resistance to abuse. 

This screen is made in four adjustable 
sizes, each of two finishes and grades of 
mesh. The black enameled frame, oven- 
baked, has a 14-mesh galvanized wire cloth, 
while the brown enameled steel frame has 





a 16-mesh bronze wire cloth. These screens 
are non-corroding and rust-resisting—prac- 
tically rust-proof. Both grades are packed 
one dozen in a combination crate and 
carton. 


Leather Ice Skate Scabbards 


Lendzion Leather Goods Co., 1847 N. 
Ashland Avenue, Chicago, III., is now man- 
ufacturing ice skate scabbards, which will 
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be of value to skaters of all ages. These 
scabbards are made of solid leather, sewed 
on the Lock-Stitch machine with waxed 


a 
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linen thread and reinforced with rivets at 
each end. The scabbards will fit either 
racing or hockey skates. 


Stainless Mincer No. 210 


The No. 210 Stainless Mincer has been 
placed before the retail trade by The Voos 
Co., New Haven, Conn. John H. Graham 
& Co., Inc., 113 Chambers Street, New 





York City, are the sales representatives for 
this new mincer. The stainless steel blade 
has a 5 in. cutting edge. 
cast iron. 


Shapleigh Sport Axe 


The Shapleigh Hardware Co., St. Louis, 
Mo., has placed on the market a sport 
axe, forged from high grade tool steel, 
carbon finished, with high raised edge, 





tempered and honed. There is a 14 in., 
selected hickory, axe pattern handle, waxed 
finish with a painted green handle grip. A 
waterproof thong is threaded in the end 
of the handle which assures a good grip. 
The “Diamond Edge” trade mark is rolled 
in with gilt lettering and below this is an 
artistic design, deeply etched and finished 
in bright bronze colors. The head is 5 in. 
in length and the cut 3% in. Can be fur- 
nished with or without leather sheath. 


The handle is of | 











Perfection Christmas Poster 


Perfection Stove Co., Inc., 7243 Platt 
Avenue, Cleveland, Ohio, is offering to 
dealers a Christmas poster, designed to 
help increase the sale of oil ranges during 
the Christmas season. The poster has 
three colors, green, white and red. It 
shows a new white enameled oil range, en- 
circled by a holly wreath. It is suggested 





| that the dealer hang this poster in a win- 
| dow containing a range. A Christmas 
wreath is then tied to the range and a 
card is placed upon it, bearing the words, 
|“The Perfect Gift for Mother.” 

Oil stoves finished in light colored lac- 
quer, such as these new snow white oil 
ranges and complete white enameled 
| ranges are such an innovation that they 
| attract unusual attention and a well planned 

Christmas display should result in a sat- 
isfactory number of immediate sales and 
| also act as excellent publicity that will 
| improve spring sales. 











“Miss Una Versal” Will Help 
In Window Decorating 


Miss Una Versal, an attractive cutout 
for window or counter, has been conceived 
and is now produced by Landers, Frary & 
Clark, New Britain, Conn. Miss Una 
Versal is printed in three colors, comes in 
two sizes, 6% in. or 934 in. high and has 
an easel back. She is an attractive young 
lady, with the world as her hoop skirt, 
suggesting that the “Universal” brand is 
known around the .world. She will add 
a touch of animation to a window of 
household appliances. 





Rostand Issues Catalog No. 5 


The Rostand Mfg. Co., Milford, Conn., 
recently issued it’s Supplement No. 5 on 
fireplace equipment, etc., which is to be 
used in conjunction with the company’s 
1928 catalogs. 

This book lists, describes and illustrates 
the varied line of brass and iron fireplace 
fixtures, candlesticks and electric lamps, 
candelabra, sconces, sun dials, book ends 
and door fasteners which the company 
manufactures. 






























HARDWARE AGE for DECEMBER I, 





1927 








(Washington Bureau of HARDWARE AGE) 

WasHINGTON, Nov. 29.—The United 
States shipped hardware and allied prod- 
ucts to Italy valued at $1,461,030 in 1926, 
an increase of $129,473 over 1925, accord- 
ing to the Iron and Steel Division, Depart- 
ment of Commerce. The principal items 
making up this trade were cutlery, abra- 
sives, and hand tools. Shipments of cutlery 
represented more than one-half of the en- 
tire hardware exports to Italy last year 
and were valued at $766,661, which com- 
pares with $642,774 for 1925. Of this trade, 
safety-razor blades were the largest item, 
being valued at $708,612 in 1926 and $618,- 
059 in 1925. Exports of safety razors 
represented a value of $55,801 in 1926 as 
compared with only $17,624 in 1925. Sec- 
ond in importance in the American hard- 
ware trade with Italy, the trade in abra- 
sives was valued at $321,460 in 1926, com- 
pared with $308,967 in 1925. The princi- 
pal items in this group were “wheels of 
artificial abrasives” and “abrasive paper 
and cloth,” the former being shipped in 
1926 to the value of $230,047 and in 1925 
at $221,750, while shipments of the latter 
item were valued at $79,758 in 1926 and 
$71,358 in 1925. Shipments of hand tools, 
third in importance, were valued at $261,- 
953, a slight decline when compared with 
the previous year with a value of $280,234. 
The principal items making up this group 
in 1926 were: Saws, $19,282; files and 
rasps, $114,142; reamers, taps, dies, etc., 
$70,693. Of the exports of tools to Italy 
in 1925, the principal items were: Saws, 
$32,866; files and rasps, $124,146; ream- 
ers, taps, dies, etc., $38,497. 


With the largest number of applications 
for complaint against unfair methods of 
competition on file since Sept. 1, 1925, the 
Federal Trade Commission has just issued 
its monthly statement of work. The report 
shows 505 applications pending Nov. 1. 
The number of applications received has 
increased monthly since Jan. 1, when the 
total was 406. Pending Nov. 1 were also 
262 inquiries preliminary to applications for 
complaint. Four formal complaints were 
dismissed and two disposed of by cease 
and desist orders in October. 

The inquiry into the system of resale 
price maintenance, according to the Com- 
mission, is now well under way. The con- 
structive purpose of this inquiry, it is de- 
clared, has regard to the consideration of 
the respective advantages and disadvan- 
tages of price maintenance from the points 
of view of the manufacturer, the merchant 
and the consumer. The resolution under 
which the investigation is being made calls 


By L. W. Moffett 


for discussion of the effects of this sys- 
tem on costs, prices and profits, and also 
as to the consequences of price cutting. 
The Commission reports that it has re- 
ceived numerous spontaneous offers of co- 
operation from various classes of persons 
interested in this subject. 


The Commission also reports steady 
progress in the study of open price asso- 
ciations. It declares that this work has 
been greatly facilitated by the “almost uni- 
versal cooperation of trade association offi- 
cials in furnishing the information request- 
ed of them.” The resolution under which 
the inquiry is being conducted calls for 
information on the number and importance 
of open price associations, the effect of 
their activities on prices, and the nature of 
their other activities with particular refer- 
ence to alleged violations of the anti-trust 
laws. 


The new edition of “Trade Association 
Activities,” prepared by the Domestic Com- 
merce Division, Department of Commerce, 
is now in the printing office. This state- 
ment is made by Director Julius Klein of 
the Bureau of Foreign and Domestic Com- 
merce, in his annual report. The purpose 
of this publication is to indicate the suc- 
cessful service of trade associations in the 
public interest. In the field of business 
research, in statistics, in simplification and 
standardization of commodities, in the pro- 
motion of arbitration in commercial dis- 
putes, in development of foreign trade, and 
in scores of other directions trade associa- 
tions have made a most valued contribu- 
tion to economic progress, Dr. Klein says, 
and points out that the book is a record of 
that continuing contribution. The division 
prepares biennially a directory of trade 
associations. The 1926-27 edition, entitled 
“Commercial and Industrial Organizations 
of the United States” was released Sept. 
10, 1926. Sales of this new directory have 
totaled 4700 so far. 

The Bureau is going in more and more 
for elimination of waste, and one means 
to this end is better distribution. When 
it is realized that more than 90 per cent 
of American business is in the domestic 
field, Dr. Klein states, the rapid growth 
in the Bureau’s services in behalf of waste 
elimination in domestic distribution is not | 
so remarkable as it might otherwise ap- 
pear. Prior to 1926 the Bureau was known 
throughout the country almost wholly as 
an organization acting for the promotion 
of foreign trade. During the fiscal year 
1927, it is declared, there has been strong 
evidence that business interests throughout 
the country have awakened to the impor- 
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|a leading, if not dominant, 





tance of the Bureau’s activities as an 
agency for the promotion of better do- 
mestic business methods. Dr. Klein says 
that it is expected that the next few years 
will witness a broad expansion of the Bu- 
reau’s endeavors in this field. 


Congress meets Monday, Dec. 5. It 
promises to be an unusually lively session. 
Politics unfortunately probably will play 
role. The 
Presidential campaign will be the magnet 
which will draw forth an excess of ora- 
tory. The effect of this political harangue 
heard in the halls of Congress, especially 
on the eve of electing a President, is held 
by many to hurt business to a greater 
degree than is generally imagined. At that 
same time there is a comparatively new 
school of thought which maintains that 
Presidential elections do not have so great 
an effect on business as was the case in 
bygone years. This is based primarily on 
the belief that the political system of the 


| country itself has become more stabilized. 


There are not the marked evolutionary 
movements under present-day conditions 
which prevailed when the country was be- 
ing settled. Indeed, it is difficult, except 
for the professional politician, to explain 
the difference between the two leading 
parties. States rights, gold standard, and 
even the tariff do not constitute the line 
of demarkation they formerly did. As a 
matter of fact, such a line is not discern- 
ible in the case of the first two issues, ex- 


| cept for a small number which forms a 


border in one of the parties. The tariff 
always will be a source of political har- 
angue, and likely will be at the forthcom- 











ing session. But sections which formerly 
were for a low tariff or free trade have 
become protectionists with the upbuilding 


| of their industries, and the Southern pro- 


tectionist is no stranger in political circles 
today. 

3usiness, if it could agree within itself, 
might inform Congress that it does not 
propose to suffer injury just for the sake 
of office seekers, and that would dampen 
the ardor of the political orators. 3ut, 
unfortunately, business itself often does not 
agree, and being divided looses much of the 
power it would otherwise have in the way 
of controlling political hokum. The prin- 
cipal matters to come up before Congress 
will be disclosed in the President’s mes- 
sage. Among them are expected to be 
taxes, flood control, farm relief, the mer- 
chant marine and the naval program. The 
President has already made it clear that 
he does not propose to have any tariff 
legislation. 
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General Market News 








Approaching Holidays Stimulate 
Hardware Trade Generally 


New York, Nov. 30.—With Thanksgiving over, the hardware 
trade is looking for a very active holiday and winter trade. Reports 
from the west and middle west indicate very favorable conditions 
in respect to Christmas business, which is already under way in 
good volume. General observations show that an increasing num- 
ber of hardware stores are adding toys and other gift items more 


freely than ever in the past. 


Reassuring news comes from the New England flood districts, 
showing that the retailers, who are being materially assisted by the 
jobbers, will be very much in the Christmas picture this year. 

Prices generally in the hardware trade throughout the country 


are fairly steady and firm. 


Collections are, in most sections, somewhat better than last year. 





October Building Records High 
Residential Section in Lead 


New construction started in the 37 east- 
ern States in October were higher than in 
any previous October. They made the 
fourth largest monthly total on record, 
according to F. W. Dodge Corporation. 
The total of $562,816,000 was 8 per cent 
ahead of September and was 9 per cent 
above October, 1926. As has been the 
case for several years, residential build- 
ings were far ahead of any other group, 
accounting for 43 per cent of the total. 
The amount was $243,562,000. Public 
works and utilities aggregated $108,210,000, 
commercial buildings $79,720,000, indus- 
trial projects $50,712,000, and educational 
buildings $30,170,000. 

For the first ten months the construction 
total has reached $5,359,298,000, an increase 
of $2,792,000 over the corresponding figure 
of 1926. 

In New York and northern New Jersey 
the October figure was the largest October 
and the second highest monthly figure on 
record. It stood at $168,017,000. It was 
also the highest October total and the sec- 
ond largest monthly total in the Central 
West, where the amount was $194,278,000. 
For most of the other districts the Octo- 
ber total was lower than in September and 
lower than a year ago. The two districts 
mentioned, however, provided more than 
60 per cent of the total for the 37 States, 
and the 37 States furnish normally about 
91 per cent of the total United States con- 
struction. 





September Leading Export Month 
for 1927—Imports Decline 


According to the Department of Com- 
merce exports of merchandise during 
September, 1927, were the largest of any 
month during the year. This is based on 
dollar value. The volume for the month 
of September was $426,000,000 exceeding 





the August sales from the United States 
to foreign nations by approximately $2,- 
000,000, and the highest monthly total 
since last December. At the same time the 
value of this country’s sales to foreign na- 
tions was less during September of this 
year than in the corresponding month of 
1926 by about 22 million dollars. 

Imports of merchandise during the month 
amounted in value to $341,000,000, a sum 
almost equal to that reported for Septem- 
ber, 1926, but about $28,000,000 less than 
the August import total. 

During the first nine months of this 
year exports totaled $3,509,407,000, or 
$356,868,000 more than imports for the 
period. For the corresponding months of 
1926, exports were slightly smaller than 
those of the present year and exceeded 
imports for that period in 1926 by only 
$87,396,000. / 


U. S. Bank Debits Advance 22.9 
Per Cent in Week 


Debits to individual accounts, as reported 
to the Federal Reserve Board by banks in 
leading cities for the week ended Nov. 16, 
aggregated $15,454,000,000, or 22.9 per 
cent above the total of $12,578,000,000 re- 
ported for the previous week, each includ- 
ing but five business days for many of the 
reporting centers. 

Debits for the week under review are 
$2,953,000,000, or 23.6 per cent above those 
for the week ended Nov. 17, 1926. New 
York City reported an increase of $2,477,- 
000,000, Chicago $169,000,000, San Fran- 
cisco $102,000,000, Philadelphia $43,000,- 
000, Los Angeles $38,000,000 and Boston 
$21,000,000. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $14,657,- 
721,000, as compared with $11,855,222,000 
for the preceding week and $11,731,850,000 
for the week ended Nov. 17, 1926. 





Dollar’s Buying Power 68.5c., Says 
Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced Nov. 20 that the previous 
week’s prices, based on Dun’s quotations, 
averaged 145.9 per cent of the pre-war 
level. The purchasing power of the dollar 
was 68.5 pre-war cents says the Journal of 
Commerce. 

Crump’s index for the week was 134.3. 


The Italian index for the week ended 
Nov. 12 was 484.8. 


Business Conditions Brighter in 
the West 


According to A. J. Schragge, conditions 
on the Pacific as far as retail activity is 
concerned, are brighter than they are in 
the East. This statement, says the Moun- 
tain Hardware Dealer, is substantiated by 
the reports of various businesses. Depart- 
ment store sales established a remarkable 
new record, and managers are unanimous 
in saying that a “definite turn upward is 
noticeable in retail buying.” Southern Cali- 
fornia is outstanding in new industrial 
developments and splendid agricultural re- 
turns and active building campaigns. 


Hoover Will Seek Funds for 
Distribution Census 


The Bureau of the Budget will be asked 
by Secretary Hoover in the near future 
for additional funds for the Census Bureau 
in order that a national census of distri- 
bution may be undertaken in 1930 and every 
ten years thereafter. In order to have the 
census taken in 1930, it is understood, it 
will be necessary for the bureau to take 
care of certain preliminaries for which 
there are now neither funds nor authority. 


The decision to undertake the new census 
was reached following the taking of test 
surveys in 17 cities throughout the coun- 
try, the results of which are declared to be 
of great value. There has been a steady 
demand for surveys by other cities which 
were not included in the original list, and 
it is the belief of department officials that 
a national census of distribution would 
afford information complementary to that 
secured from the census of manufactures. 


There have also been numerous requests 
for commodity censuses, of which the do- 
mestic commerce division of the depart- 
ment has made a number. The division 
now has under consideration, it is under- 
stood, the desirability of making additional 
commodity surveys. 
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Metropolitan Dealers Feature Holiday Line 
—Active Christmas Trade Is Predicted 


NEw YorK, Nov. 29—Retailers in this territory are featuring gift mer- 
chandise in their windows and jobbers report a substantial current demand 
for electric trains, electrical appliances, Pyrex and other gift items. The 
majority of hardware dealers started their Christmas campaign the Friday 
after Thanksgiving. The opinion of both retailer and wholesaler is that 
December holiday trade should be very active and profitable. 

Reports suggest that an increasing number of dealers are catering to 


the gift market this year. 


Many are adding specialties and novelties and 


jobbers find a steady call for such useful gifts as tools, carpet sweepers, 


etc. 


There were no important price changes announced last week. Definite 
data on wire cloth quotations were not available at press time other than 
the information that the recent advance of manufacturers will be reflected 


shortly in wholesale and retail prices. 


Collections average fair. 





ANTI-FREEZE SOLUTION.—Jobbers 
report an active sale of anti-freezing 
compounds and quote dealers on Ever- 
eady Prestone, $3.60 per gallon can and 
$1.80 per half gallon can. List prices 
on these sizes are $5.00 and $2.50 re- 
spectively. 

AXES.—Demand reported normal. Up- 
state trade finds more active sale dur- 
ing past ten days. Prices uniform in 
this section. Local wholesale stocks 
satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Axes, Jersey —T ee to 4% Ib., 
$1.82% each; 4 to +» $1.88 each. 
Box fits extra 5 a aul ° 

New England pattern, 3 to 4 Ib., 

1.77 each; 3% to 4% Ib., $1.82% each. 

Spe pattern, 3% to 41% Ib., $1.8214 
each; 4 to 5 Ib., $1.88 each. Box lots 
of Dayton extra 5 per cent. 

Rockaway eee, 3 to 
$1.81% each; 3% to 4% Ib., 
each, and 4 to 4% ae 
lots extra 5 per cent. 


Ib., 
$1.87 
$1.92 each. Box 
Boy’s axe, $1.14 each; box lots ex- 


tra 5 per cent. Boy Scout axe, with 
sheath, $1.18% each; box lots extra 
5 per cent. Boy Scout axe, without 
sheath, $1 each; sheath only, 16% 
cents each. 

House axe, $1.11 each; box lots 5 
per - extra. 

N. B.—There are six axes to a box. 


BATTERIES.—Demand continues very 
active particularly for radio use. Prices 
remain unchanged and are reported uni- 
form throughout this market. Stocks 
are adequate. 


JOBBERS’ og ag bags: J TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, jvanten type, 
321%4c.; No. 7111, same type, 35%c. 
eacn. 

batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, .40 each; in units of 5 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each, 


BOILER LIQUID, ETC.—Continued 
normal demand at firm prices. Stocks 
are ample. 


JOBBERS’ a cage | TO RE- 
TAILER .0O.B. NEW YORK: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 





BOLTS AND NUTS.—Prices given 
here are representative though there 
is some rumor of varied offerings on 
quantity orders. Demand is consistent. 
Stocks ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carriage bolts, 50 and 10 off list. 
Case lots, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 50 
per cent off list; 1% to 1%, 30 off list. 

Coach screws, 50 and 10 off list. 
Case lots, 60 per cent off list. 

Step bolts, 50 per cent off list. 


CARPET SWEEPERS. — Current de- 
mand is very steady. Heavy holiday 
trade is expected. Prices are firm and 
local wholesale stocks are apparently 
satisfactory. 


JOBBERS’ QUOTATIONS aur, RE.- 
TAILERS, F.O.B. NEW YO 2 

Carpet sweepers, eta > each; 
Universal japanned, $3.50 each; Uni- 
versal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 
each; Elite, $5 each; Princess, $4.17 
each, and American Queen, $4.50 
each. Sterling, $2.10 each. 


CLOCKS.—Increased demand expected 
for holiday season. At present time 
sale is very good, with prices un- 
changed. Stocks are in good condition. 


JOBBERS’ ggg tte 3 ne, RE- 
TAILERS, F.O.B. NEW Y 

Alarm clocks, Big Ben, cn lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, dozen 
lots, $1.70: and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
dozen lots, $2.38, and 2 dozen lots, 
$2.32. 

Black Bird, 
lots, $1.76; dozen 
dozen lots, $1.65. 
lots, $1.22; dozen _ lots, 
dozen lots, $1.15. 
broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern luminous dial, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen _ lots, 
$1.98. American, broken lots, $1.05: 
dozen lots, $1.02, ‘and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots. $1.65; same _ luminous, 
broken lots, $2.46: dozen lots, $2.38, 
and 2 dozen lots, $2.32. 


DRAIN PIPE CLEANER.—Demand is 


luminous dial, broken 
lots, $1.70 and 2 
Blue Bird, broken 
$1.19, and 2 
Sleep Meter, 





steady with prices the same. Stocks re- 
ported adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Economy plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per dozen. The 
1-Ib. size is packed one, two and 
three dozen to a carton. The 2-Ib. 
size is packed in one and two dozen 
cartons. 


FOOD CHOPPERS. — Continued de- 
mand. Prices unchanged. Stocks are 
ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Food choppers, Universal No. 00, 
$1.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal "meat 
chopper, $2.20 each. 
Russwin a chopper, No. 1, $1.50 
each; No. 2, $1.83 each; No. 3, $2.33 
each. 
Log er meat chopper, No. 5, 
No. 10, $3.82; No. 20, $8; No. 12, 
: No. 22, $6.36, and No. 32, $7. 18 


ICE SKATES. — Wholesale demand 
fairly good. Jobbers continue to urge 
retailers to study requirements early 
to avoid shortages when the outdoor 
season starts. No price changes are ex- 
pected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Ice skates, hockey tubular outfits, 
with shoes, aluminum, for men or 
women, $5. 75 per pair; same nickeled, 
$6.75 per pair. Racing tubulars the 
same prices. Men’s, sizes 4 to 11; 
women’s, sizes 3 to 9. 

Club skate outfits, with shoes, for 
men, sizes 4 to 11; for women, sizes 3 
to 9, $4.25 per pair. 

Men and boys, all champ club 
skates, 9 to 11% in., cast steel pol- 
ished runners, 84c. per pair; same 
nickel plated, $1.19 per pair. Same 
hockey model, $1.31 and $1.69 per pair 
respectively. 

Women’s club skates, leather back 
strap, cast steel runners, $1.12 per 
pair; same nickeled, $1.44 per_ pair; 
same hockey model, $1.57 and $2 per 
pair respectively; 8 to 11 inches. 

Extension bob skates, 6 to 9 inches, 
45c. per pair. Skate key, 5c. each; 
skate holder, $5.25 each. Skate sharp- 
ener, 19c. each. 

Ice creepers, No. 1, 13%4c. per pair; 
No. 3, 15%c. per pair, and No. 9, 32c. 
per pair. 


LANTERNS. —-Steady demand with 
prices firm. Stocks are in good con- 
dition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Lanterns, Hylo, 62%c. each; Victor 
white globe, 66%4c.; Victor ruby yeire 
8314c.; Blizzard, No. 2, $1.08%; 
Monarch, white globe, 66%c.; Mon- 
arch, ruby globe, ahr Little Wiz- 
ard, T75c.; D-Lite, $1.0814; D-Lite, 
with large fount, $1.19; Sport, 46c. 
Junior Wagon, $1.50; Buckeye Dash 
Lamp, $1.16%, and No. 39, Railroad, 
$1.58%, and No. 30, Beacon, $2.62 % 
each. 
N. B.—On all except Hylo an al- 
lowance of 25c. per dozen is made on 
orders of three dozen or more. 


NAILS.—Volume at present time fair 
with price reported at $3.35 base per 
keg for wire nails. Rumors of shad- 
ing on quantity orders continue. 

ROLLER SKATES.—Fairly good vol- 


ume which should show improvement 
when the Christmas buying season 
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starts. Stocks are apparently adequate. 
There are no changes in price expected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roller skates, extension model, 
steel foot plate, plain steel rolls, web 
heel and toe strap, 72c. per pair; same 
with steel toe clamps, 78c. per pair. 
Boys’ ball bearing, extension skates, 
$1.42 per pair; girls’ ball bearing 
skates, $1.52 per pair. 

Accessories, key, 24%4c. each; skate 
wheel with ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; toe clamp, 12c. per pair; cotter- 
pin, 15c. per 100; axle nuts, $1 per 
100; axle nut washers, 60c. per 100; 
adjustment binding nuts, 65c. per 100, 
and adjustment binding bolts, 65c. 
per 100. 


SCREWS.—As in the case of bolts and 
nuts the demand for screws is fairly 
good with rumors of price shading on 
quantity orders. Prices here are repre- 
sentative. Stocks are adequate. 
JOBBERS’ QUOTATIONS ae. RE- 
TAILERS, F.O.B. NEW Y 


Screws, flat head, isang aa 75- 
20-50-5; round heads, blued, 721%4-20- 
50; round head iron, nickel plated, 
65-20-50; flat head, galvanized, 60-20- 
50; flat head, brass, 7214-20-50; round 
head, brass, 70-20-50. These discounts 


apply to standard screw lists. 


SPARKLET SYPHONS.—Jobbers are 
preparing for a very active holiday de- 
mand. Current sale is very good with 
prices firm and stocks in good con- 
dition. 
JOBBERS’ ae ae oe ane, RE- 
TAILERS, F.0.B. NEW YORK: 


Sparklet syphons, No. oa $4.25 
each; in lots of six or more, $4.00 
each. Sparklets, 9 7/12c. each packed 
in cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 


Extra parts, pin washer, 15c. each; 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, lic. 
each; head complete, $2.00 each, and 
Sparklet holder, 50c. each. 

SLEDS.—The situation in this line is 
similar to that in ice skates. Orders to 
date are fair but jobbers warn dealers 
that unless they figure early their 
probable requirements there may be 
costly shortages after the first snow 
fall. An active holiday gift demand is 
predicted. Prices are not expected to | 
change, 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 2, 
$3.17; No. 3, $4; No. 4, $4.33; No. 5, 
$5.83; $3.50 and Racer, 
$4.33. These prices are each and are 
equivalent to a discount of 334% per 
cent off list prices. 
Fire-Fly sleds, No. 9, $1.14; No. 10, 
$1.37; No. 11, $1.71; ‘No. 12, $1.94: 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby guards for sleds, 
$1 each in case lots and extra 5 per 
cent. 


STOVE SUNDRIES.—More active de- 
mand with the cooler weather, though 
the present volume is not very large. 
Prices have remained unchanged. 
Stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 16%4c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 13%¢,; 
4% in., 1l4c.; in., 15c.; 5% in., 
16%4c.; 6 in., 18c. each. 

Pipe dampers, cast 
handle, 4 in., 8%c.; 4% 
c.; 5% in., 10c.; 6 in., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. diam- 
eter, 12 in a box, 6%c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 34%4c. each; 
in., 3%c.; 5 in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop 
handle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold spiral 
handle, 12 in a box, No. 7, 7c. 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
— 3 ft., 66c. each; 4 ft., 84c.; 5 

$1.00 and 6 ft., $1. 16 each. 

“oo scrapers, black iron, 30 
long, 12 in a bundle, 4c. each. 


iron, wooden 
in., 9c.; 5 in., 
10%c.; 7 in., 


in. 


Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%§c.; 
No. 56, 5%4¢.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, llc. each. Extra heavy, one 
piece japanned scoops, 6 x 9 in., 


capped end, 16%c. each. Neverbreak 
fire shovel, 37c. each. 
Stove boards, 30 x 36 in., $1.40 each; 


32 x 42 in., $1.73 each; 18 x 18 in., 
58c.; 24 x 24 in., 71c.: 26 x 26 in., 78c.; 
28 x 28 in., 88c.: 30 x 30 in., $1.03; 
32 x 32 in., $1.22; 35 x 35 in., $1.52 


each. 


| SNOW GOODS.—Early orders on this 
group are also reported as being fair and 





as in the case of ice skates and sleds, 
wholesalers urge early consideration for 
winter needs to help prevent shortages 
when this line is needed promptly. 


TREE LIGHTS.—Orders to date have 
been very good. An active sale is ex- 
pected for the next four weeks. Prices 
ere firm and wholesale stocks appar- 
ently are adequate. 


JOBBERS’ QUOTATIONS by RE- 
TAILERS, F.0.B. NEW YORK 
Christmas tree light outfits, No. 842, 
8 light mazda extension loop outfit, 
$1.34; No. 83, same with extension 
double wire, all twisted outfit, $1.48; 
No. 84, same with beads and parallel 
nae. $1.60; No. 80, same all silk, 


No. 108, 8 light fancy extension out- 
fit with German lamps, $1.73; 
No. 72, 7 lamp mazda multiple set, 
$2.74; No. 3020, 8 light mazda tree 
star, complete, $1.80; No. 60, 8 light 
mazda candle with flush extender, 
$1.80; No. 8332, 8 light mazda, flush 
extender for 32 volt farm plant, $1.60; 
No. 8000, 8 light mazda battery set, 4 
volt, $1.34; No. 8006. & light mazda 
battery set, 6 volt, $1.34. 

Christmas tree light outfit accesso- 
ries, No. 303, 3% in., . poe copper 
reflectors (8 ‘to a box) $ No. 78, 15 
volt, C6 mazda lamps, 3° for 200; No. 
93, 31% volt C6 mazda lamps, $8 per 
200; No. 79, 120 volt mazda lamps, 
new base $11, $19 per 100; No. 903, 
miniature pigtail sockets, $4.20 per 
100; No. 910, miniature pin sockets, 
$5.50 per 100. 


TREE STANDS.—Demand at the pres- 
ent time looks pretty good. An in- 
creased sale is expected during Decem- 
ber. Prices are uniform and wholesale 
stocks should be adequate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Christmas tree stands, Crown, cast 
iron, japanned, striped with gold 
bronze, packed 12 in a case. No. 
65% c. ‘each; No. 3, $1.09% each. Box 
lots, 5 per cent off. 
Gem, wrought steel, 
in a box, 33%c. each. 
WIRE CLOTH.—At press time no defi- 
nite schedule of prices to dealers was 
available. It was reported last week 
by jobbers that manufacturers have ad- 
vanced prices on galvanized wire cloth, 
from 25 to 35 cents per 100 square feet 
and on copper and bronze from 35 to 50 
cents per 100 square feet. 


adjustable, 6 


Christmas Lines Showing Activity mn 
Cleveland Market—Spring Business Starts 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Nov. 29.—With the approach of the Christmas time 
some lines of merchandise that move well in the holiday season are 
showing more activity. Some other lines, such as cutlery, have not 


yet started to move to any great extent for the holidays. 


Seasonal 


winter merchandise is selling better than recently. Jobbers also 
report that orders are coming out a little more freely for spring 


goods. 


Christmas tree outfits and ornaments are moving in a sur- 


prisingly good volume. Sleds, snow shovels and skates have become 
fairly active. Game traps continue in heavy demand. Tire chains 
have started to move and radiator anti-freeze liquids are now sell- 


ing well. 


With the hunting season under way ammunition is going 


good and there is still some demand for guns. 

Following the establishment of prices on screen doors, wire cloth, 
poultry netting and rope for next spring, quite a little business has 
been taken in these lines for spring delivery. 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—The reductions on tires and 
tubes made recently by manufacturers 
has been passed along to retailers by 
jobbers, who have revised prices. Quite 
a little business in tire chain has de- 
veloped the past few days, being stimu- 
lated by winter weather conditions. 


Cleveland jobbers gy Mansfield 
tires f.o.b. Cleveland, 30 x 3% Liberty 
Cord, $6.10; heavy duty oversize, $8.30; 


32 x 4 Liberty, $11.15; heav duty, 
$13.80; balloon tires, 27 x 4.40, $8.70; 
29 x 4.40, $9.15; 30 x 5, $13; 32 x 6, 
heavy duty, $2. 10; 32° x 6.20, heavy 
duty, $24.85; tan tubes, 30 x 3%, 
$1.60; 32 x 4, $2.50; 34 x 4A. $3.10; 
balloon tire tubes, gray, 27 4.40, 
a: 9 x 4.40, $1.85; 30 x 5, $2.25; 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We’ quote from jobbers’ stocks, 


f.o.b. Cleveland: Millers Falls, No. 145 
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jacks, $3.75. Derf spark plugs, 96c. 
each for all sizes in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 

AXES.—While axes are included in 

many orders, aggregate sales are rather 

light. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.: unhandled, $15.50 per 
4doz.; double  bitted, handled, $24.50 
er doz.; double bitted, unhandled, 
20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


ANTI-FREEZE MATERIAL.—Dena- 
tured alcohol and other liquids used as 
anti-freeze preparations for automobile 
radiators have commenced to move 
quite freely. 


Cleveland jobbers quote denatured 
alcohol 188 proof at 52c. to 56c. per 
gal. in 50-gal. drums; Ever Ready 
Prestone at $3.60 per gal. 


BATTERIES. — Radio batteries con- 
tinue to sell well. 
Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit 
Packages 
$1.14 


Broken 


No. 
No. 


3.33 
A batteries, No. 
35%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%c. in standard pack- 
ages; 36c. in broken lots. 


BOLTS AND NUTS.—Jobbers report 
that business in these products con- 
tinues quite satisfactory. Prices are 
being well maintained. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. 

Semi-finished nuts in bulk, 50 and 
5 per cent off list; 15 per cent higher 
for packages. 


BOILER LIQUID, ETC.—This is mov- 
ing fairly well, as there is a seasonal 
demand at this time of the year. 


Jobbers quote f.o.b. Cleveland: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2 each. 


BUILDERS’ 
which have been slow for some time, 
show slight improvement. 


Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
$2.38 per doz.; extra heavy T hinges, 

n., $1.73 per doz.; 8 in., $2.80 per 
dozen. 

Butts, case lots, 3 in., 15%c. per 
pair; 3% in., 16c. per pair; 4 in., 22c. 
per pair; for less than case lots, all 
sizes are 2c. per pair higher. 

Ornamental hinges, standard fin- 
ishes, $1.05 per doz.; nickel and sand 
blasted finished, $1.25 per doz. 


CORRUGATED ROOFING.—The sea- 
sonal demand is pretty much over. 
Prices are unchanged. 


Cleveland jobbers quote No. 28 
age, 1% in., corrugated roofing at 
4.01 per sq., f.o.b. Pittsburgh, for 
ten squares or over. 


CREPE PAPER.—A Cleveland jobbing 
house has added crepe paper to its line 
and reports sales surprisingly good. 
Retailers are not only using it for deco- 


HARDWARE. — Sales, 





rating their own windows, but find 
there is a good demand for it. 

Cleveland jobbers quote crepe paper 
at $1.20 per doz. folds except gold 
and silver, which are $2 per doz. 
folds. 

DRAIN PIPE CLEANERS.—These are 
in steady demand. 

Jobbers quote f.o.b. Cleveland: 
Economy plumber drain pipe cleaner, 
$2 per doz. in 1 lb. cans; same in 2 
lb. cans, $3.90 per doz. The 1 lb. size 
is packed 1, 2 and 3 doz. to a carton. 
The 2 lb. size is packed in 1 and 2 
dozen cartons. 


GAME TRAPS.—Sales got under way 
rather late, but retailers are now mak- 
ing up for their light early buying. 
Sales are heavier than they have been 
for the last two or three years. 


Jobbers quote f.o.b. Cleveland: 
Victor line No. 0, $1.10 each; No. 1, 
$1.38 each; No. 1%, $2.44 each; No. 
91, double grip, $2.44 each; United 
Jump, No. 1, $1.59 each; No. 1%, 
$2.81 each. 
GLASS BAKING WARE.—Retailers 
are filling in their stock for the holi- 
day season, and the demand is fairly 
brisk, both for the ware and for mount- 
ings. 
Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles. with fancy covers, 
30 higher. 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 
Bread Pans.—No. 212, 60c.; No. 214, 
a. 
Utility Dishes.—No. 231, 67c¢.; No. 
232, $1.17. 
Teapots. —2 cups, $1.67; 4 cups, $2; 

6 cups, 3. 
GLASS CLOTH AND CEL-O-GLASS. 
—tThese are still two active items. 

Cleveland jobbers quote glass cloth 
24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 


ICE CREAM FREEZERS.—Not many 


of these are being bought at present. 

Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is subject 
to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 at., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 
subject to discounts of 55 and 7% 
per cent. 

Acme, 2 qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 

LAWN HOSE.—Early buying is about 
over and few orders are being placed 
at present. 

We quote from jobbers’ stocks. 
f.o.b. Cleveland: Uncoupled hose, % 
n., 7%c; per ft.; % in., 84c. per ft.; 
¥% in., 94c. per ft. higher. Complete 
hose is 4c. per ft. higher. 


MACHINE SCREWS.—Sales are light. 

Cleveland jobbers quote steel ma- 
chine screws at 85 per cent off list 
and brass at 75 and 5 per cent off list. 

NAILS AND WIRE.—Wire products 
continue to drag. Retailers are pretty 
well stocked up and orders are gener- 
ally small. Prices are being well main- 
tained. 

Jobbers 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 Ib.; No. 9 annealed wire, $2.90 
per 100 Ib.; cement-coated nails, $2.90 
per 100 lb.; polished fence staples, 
$3.60 per 100 lb.; galvanized fence 
staples, $3.85 per 100 lb. 

Barbed Wire.—Barbed wire stock 
shipment. Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


quote as follows from 





OIL AND GASOLINE STOVES.— 
There is some demand for gasoline and 
oil heaters for early shipment, and a 
moderate volume of business in gaso- 
line stoves for spring delivery. 

Cleveland jobbers suste Air-O-Gas 
gasoline stoves No. 326, $24; No. 327, 
$28.50; No. 330, $34.50; No. » $39; 
No. 325, $45; No. 328, $72; No. 322 
range, $114. These prices are ene 
ject to a 33 1-3 per cent discount. 

POULTRY NETTING AND WIRE 
CLOTH.—Quite a few orders have been 
placed for these products for spring 
delivery following the recent establish- 
ment of next year’s prices. 

Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.; bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls 10c. additional. Poul- 
try netting, galvanized after weav- 
ing, 50 and 10 to 50, 10 and 5 per cent 
off list; galvanized before weaving, 
50, 10 and 10 to 50, 10, 10 and 5 per 
cent off list. 


PREPARED ROOFING.—Price slash- 
ing by manufacturers has stimulated 
sales, which are very good. The local 
market appears to prevail at present 
with irregular quotations. Heavy roof- 
ing material is being sold at $2 per 
roll and cheaper grades down to 94 
cents per roll. 


RADIO EQUIPMENT.—Tubes are 
moving well, but receiving sets are not 
selling as fast as recently. 

Cleveland jobbers ba ACY Phileco AB 
socket power units, f.o.b. Cleveland, 
6-180-volt, AB-686, 6, 
$79.50; 6-150- volt, 

AB-356, $69.50; 4- volt, AB. 463, 
AB- 423, $65; 6- -volt, A socket power 
units, ‘A-603, $32.50; B socket power 
units, B-86, $45; B-603, $32.50; Philco 
trickle charger, TC-60, $12.50. 

Above prices are subject to 40 per 

cent discount. 


ROLLER SKATES.—Some business is 
being taken for spring shipment sub- 
ject to prices to be named later. 


Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. line, Nos. 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, children’s, 75c. per pair. 


ROPE.—A fair amount of rope business 


is being taken for spring delivery. 
Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factéry shipment and 24c. per Ib. for 
stock shipment; sisal rope, 16c. per 
Ib. for factory shipment and 16\%ce. 
for shipment from stock. 


SCREEN DOORS AND WINDOWS.— 
The establishment of prices for next 
spring is resulting in the placing of 
quite a little business for that delivery. 


SCREWS.—These are moving very 
slowly. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws, 85 and 20 per cent; flat 
head japanned, 67%, 20 and 40 per 
cent; round head blued, 72%, 20 and 
40 per cent; flat head brass, 72%, 20 
and 40 per cent; round head brass, 
70, 20 and 40 per cent. 

WEATHER-STRIPPING. — The _ de- 
mand, which has been good for a num- 
ber of weeks, is easing up somewhat. 

Cleveland jobbers quote: No. 50 Air 
Seal, $2.25 per 100 ft.; Home Com- 
fort, white, $5.50 per 100 ft; Maroon, 
$4.55 per 100 ft. 

WINDOW VENTILATORS. — These 
continue to move in good volume. 

Jobbers quote No. 02, $4.80 per 
doz.; No. 2, $5.60 per doz.; No. 03, 
a. per doz.; No. 3, $6.40 per doz.; 

4, $7.60 per doz.; Hygiene metal, 
181%, 22 and 25%, $1.50 each; 
33%, $2 each; No. 36, $2.25 each. 


Nos. 
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Chicago Jobbers Report Good Business 


—Holiday Goods Especially Active 


(Chicago office of HARDWARE AGE) 


CHICAGO, Nov. 29—Now that Thanksgiving is over, dealers are preparing 


to give their undivided attention to the Christmas trade. 


The volume of 


business in gift merchandise has already shown itself to be unusually 
heavy this year as an increasing number of retailers make a bid for a 


share in the holiday buying. 


Colder weather is also greatly stimulating the demand for the more 
staple items of fall and winter merchandise. This, with the heavy Christ- 
mas buying, is causing a rush of activity in the wholesale houses and a 
very fair volume of future orders for spring delivery gives evidence of an 


optimistic feeling of continued activity. 


The price war which recently broke out among the manufacturers of 
prepared roofing continues with still farther drastic cuts announced on 
all grades of surfaced roofing. It is stated, however, that the new reduced 
prices of this week are too low to be maintained for any length of time and 


a swing back to higher levels may be expected at any time. 


Solder, prices 


on which have been considered high for some time, has also dropped very 
sharply. Alcohol, on the other hand, due to the heavy demand by motorists, 


jumped upward 10 cents per gallon. 


Collections are reported as running slightly ahead of this same period 


last year. 





AUTOMOBILE ACCESSORIES.—Tire 
prices show a slight decline. Colder 
weather is helping the sale of winter 
accessories, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, for Fords, 


50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 58c. each; A. C., 53c. each; 


lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light.— Appleton, No. 3280, 
$6.50 each. 


Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, No. 21, 


$1.39 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 


cord, $6.10 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 
AXES.—Sales continue normal, with 
the demand running largely to the bet- 
ter grades. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS.—There is a good 
steady demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Jobbers’ 
prices are unchanged and sales are 


holding up well. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots, less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots, 
less quantities, 10c. per dozen pair 





higher; heavy steel bevel inside sets, 


GALVANIZED WARE.—Interest 





$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: in. proof cow 
chains, $8.50 per 100 lb. Tenso Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% _ electric 
welded cow ties, $2.75 per doz. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


We quote from jobbers’ stcoks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, $6.50 
per 1000 ft.; in less than 1000 ft. lots, 
$6; No. 18 lamp cords, $12.50 per 1000 
ft.; in 1000 ft. lots, $12; %-in. brush 
brass key sockets, 1546c. each; two- 
way plugs, 45c. each, in lots ‘of 10, 
40c. each; two- piece attachment 
plugs, Tipe. each; dry cells, boxes of 


50, 32%4c. each; jess than case lots, 
36c. each. 

Electrical Appliances.— Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 


beam, $5; lots of six, $4.72. Per- 
colator, Universal 9169, $16.65. 

Radio Cupane —Radio B batteries, 
No. 766, $1.40 each; No. 1766, pack- 
ages of 10, $1.30; No. “2 $2. 62 each; 
No. 767, ‘packages of 5 mse each: 
No. 770, $3.40 each; No. pack- 
ages of 5, $3.17; No. 722, 2. 82 aaah: 
packages of 5, $2.41; No. 486, _ 58 
each; No. 486, packages of 5, $3. 3. 

Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


CHAIN.—Sales continue to hold up and 
prices are firm. 


COPPER RIVETS AND BURRS.—A 
fair volume of orders is being received. 
Prices are unchanged. 


ELECTRICAL MERCHANDISE.—The 
demand for all electrical appliances is 
very good, with a heavy gall for table 
appliances for the holiday trade. 


FILES.—There is a satisfactory vol- 
ume of business and prices are firm. 


in 





holiday merchandise has sidetracked 
tubs and pails, but continued mild 
weather keeps kerosene heaters in use, 
with demand for 5-gal. cans. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made _ tubs, _ 1, $6; No. 2, 
$6.85; No. 3, $8; at. galvanized 
after made pails, $2. *. 12 qt., $2.33; 

14 qt., $2.60; 1 gal. all "galvanized oil 
cans, special, $2 doz. ; 2 gal., $4 a 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz. ; 
1 bu. galvanized baskets, $6. 20 doz.; 
No. 26, bailed % bu. galvanized 
measures, $4.50. 
GLASS AND PUTTY.—tThere is a good 
seasonal demand and prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount; single 
strength B, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 1b.; commercial, $3.50 
per 100 Ib. 

GLASS SUBSTITUTES.—There is an 
increasingly good demand for glass sub- 
stitutes. 


We quote from jobbers’ stcoks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


GOLF GOODS.—There is a good de- 
mand for the Christmas trade, especial- 
ly on matched sets. 


We quote from jobbers’ stocks 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 dozen; St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers, 
$6 to $8 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—Tool sales are good, due to the 
increasing demand for Christmas and 
the continued favorable building 
weather. 


HANDLES, TOOL.—Sales are very 
satisfactory, particularly of axe han- 
dles. Prices are unchanged. 


We ee from jobbers’ stocks, 
f.o.b. Chica 

Axe Handles.—No. 1 hickory, $4 
doz.; No. $3 doz.; second growth 
hickory, 6 "doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


‘HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First ry hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 gPhone 16.40 
doz.; medium quality hatchets, oO. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HINGES.—The demand is good and 
prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
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in bundles, 4 in., 88c.; 5 in., $1.16; 6 
in., $1.28; 8 in., $2.05; 10 in., $3.45 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.53; 8 in., $2.49; 10 in., $3.71 per doz. 


HOCKEY STICKS.—With the coming 
of colder weather, sales have been 
greatly stimulated. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Boys’ Hockey stick, 
2 doz.; Youth’s Hockey stick, $4 
0z.; College Hockey stick, $8.25 doz.; 
Professional Hockey stick, $20 doz.; 
practice pucks, $2.25 doz.; official 
pucks, $3.50 doz. 


HUNTING CLOTHES.—The demand 
is seasonally heavy. 


ICE SKATES.—There is a large call 
for the holidays. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, wo- 
men’s and girls’, $1 pair. Key Clamp, 
hockey, men’s and boys’, $1.20 pair. 
Half Key Clamp, hockey, women's 
and girls’, $1.40 pair. Tubular skates, 
men’s or women’s, racer or hockey, 
$5.50 pair. 


LANTERNS.—There is a normal sea- 
sonal demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—tThere is some increase 
in the demand, due to the cooler 
weather. 
We quote from jobbers’ stocks, 

f.o.b. Chicago: Enterprise No. 25, 

at., $8 each; No. 31, 6 qt., $8.65 each; 

No. 35, 8 qt., $9.50 each. 


NAILS.—Sales are seasonal and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current orders, $2.95 per keg base. 


PAINTS AND OILS.—Alcohol, due to 
the cold weather demand from motor- 
ists, has advanced 10 cents per gallon. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
= per gal.; 5 barrel lots, 89c. per 
al. 


Denatured Alcohol.— Barrel lots, 
6814c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum lots, 66c. per 
gal net. 

White Lead.—100-lb. lots, $13.75; 
50-lb. lots, $7; 25-lb. lots, $3.50; 
12%-Ib. lots, $1.80. 

Shellac.—(4%4-Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 lb. 

Dry Paste.—Barrel lots, 74%c. per 


PREPARED ROOFING.—The manv- 





facturers’ price war has caused another 
drastic price cut. Prices are so low that 
they cannot last. Sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade tale surfaced, 
$2.05 per square; medium tale sur- 
faced, $1.05 per square; light talc 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Orders are coming in 
in good shape. There is a heavy de- 


mand for the holidays. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 
ROPE.—The demand is only fair. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 23%c. to 26c. per Ib.; No. 2 
Manila, 22%c. per lb.; No. 1 sisal, 
14144c. to 16c. per lb.; No. 2 sisal, 
13i%c. to 15c. per Ib. 

SASH CORD.—The demand is holding 


up and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.15 per doz. hanks; No. 8, $9.15 per 
doz. hanks. 


SASH PULLEYS.—Prices are firm and 


sales are fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55¢c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SAWS.—There is some _ increase 


sales. 


We quote from jobbers’ stocks, 
Circular cord wood, 


28 in., $4 to $6; 30 in., $4.75 to $6.50. 
SCREWS.—tThere is a good steady de- 
mand. Prices are considered low. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round head, 
brass, 7214-20-35 per cent; flat head, 
brass, 72%-20-35 per cent; round 
head, brass, 70-20-35 per cent. 

SKIS.—Colder weather and snow have 
stimulated sales. There is also a good 
Christmas demand. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: 5 ft. Norway Pine skis, 
$1.05 per pair; 5 ft. mahogany finish 





Magnolia skis, $1.60 per pair; 5 ft. 
Northern White Ash, $1.85 per pair. 
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SLEDGES AND WEDGES.—Sales are 
picking up some and prices are un- 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per lb.; common wood chopper’s 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—There is a 
sharp reduction on all grades of solder. 


Babbitt prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $37.90 per 100 lb.; medium 45-55 
solder, $35.15 per 100 lb.; tinners, 40- 
60 solder, $32.55 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
rey Pg 4 babbitt metal, $13 per 


STEEL SHEETS.—There is a satisfac- 
tory volume of sales and prices are un- 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb.; 28 gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—Sales are seasonally heavy 


and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage, 6 in. Blued 
Stovepipe, 13c. per ft.; 28 gage, 6 in., 
Corrugated Elbows, $1.45 per doz.; 
17 in. Galvanized Coal Hods, $4.85 
per doz.; 17 in. Competition Coal 
Hods, $4.35 per doz. 


TOYS.—Most dealers now have their 


Christmas displays and windows 


in 


place, and are ready for the holiday 


rush, 


TRAPS.—The jobbers are flooded with 
orders and are finding it hard to keep 
their stocks up. Factories have stepped 
up production, but shipments are fall- 


ing behind. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; No. 2, $3.36 per doz. 


WRENCHES.—Sales are normal and 


prices are unchanged this week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches.—Radio and elec- 
trical sets in metal cases, $2.75; No. 
101 Master Service Set, $13.75; No. 
202 Heavy Duty Set, $8.80; No. 404 
Flexible Socket Set, $8.80; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 90 Square Socket Set, $3.70; No. 
1817 Giant “Snap-on’’ with extra 
heavy duty ratehet, $27.35. All Snap- 
on Wrenches less 33% per cent dis- 
count. 








HAvE photos taken of your Christmas window displays and send 
them to Hardware Age, together with the particulars of their 
effectiveness and a description of their construction. Hardware Age 


will be glad to pay the mechanical cost of such photographs. 
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New England Jobbers Giving Every Possible 
Aid to Retail Dealers in the Flood Area 


(Boston office of HARDWARE AGE) 


Boston, Nov. 29—Not one of the retail hardware dealers in the flood 
areas of Vermont up to the present writing has gone into bankruptcy, 
although in quite a few instances they lost practically every cent invested 
in their business during the rush of water and mud. And so far as is known, 


not one of them intends to go out of business because of their losses. 


New 


England hardware jobbers during the past week or so have made a special 
personal visit to the stricken areas, or have sent their personal representa- 


tives. 


The retail dealer has been told he can have all the credit required 


for a year, or longer if necessary. He has also been told all possible aid 


will be extended him by the jobbers. 
to help in reconstruction in employment, 


Other agencies are actively at work 
in food, in shelter and in a 


financial way. The response of New England to the needs of the afflicted 
area is one of the brightest pages in the history of those states. 
The Vermont retail dealer is accepting the aid proffered in the spirit it 


is given; 
house in order. 


chandise between now and Christmas. 


is ordering merchandise; and fast putting his tumbled down 
He should be a vital factor in the distribution of mer- 


Here in Boston, shelf hardware 


jobbers report some improvement in buying of goods, more particularly 
holiday merchandise, but there is not, perhaps, the volume of sales enjoyed 


a year ago. 


The average retail dealer apparently is deferring purchases 


of holiday goods until the last minute owing to the uncertainty in business 


in general and because of unseasonable weather. 


The feeling persists in 


retail circles, however, as well as in jobbing, that 1927 business will total 


up greater than generally expected. 





AUTOMOBILES.—One of the lines of 
goods which there has been an im- 
proved demand the past week is toy 
automobiles. Most of the buyig, natu- 
rally, is for the holiday trade and will 
not be shipped out of jobbers’ stocks 
until after Dec. 1. 

We quote from Boston jobbers’ 
stocks: 

Automobiles.—Juvenile Act, $6 each 
net; Velie, $7.25; Hudson, $8. 75; Max- 
well, $10; Peerless, $13; Oldsmobile, 
$16.50; Buick, $20; Roamer, $22.50; 
Paige Sport, _— Rolls Royce, $45; 
Marmon, $28. 

Dump aaneie, —Kiddie, $8.69 each; 
Bull oon, $15.25; Heavy Duty, $22.50. 

Gear Novelties.—Fast Mail, $10.50 
each net; Speed Boat, $14.38; Air 
Mail, $7.19; Fire Department, $7.81; 
Fire Chief, $11.88; Fire Tower, $30, 
Stop and Go Signal, $8.88. 


BLANKETS.—The cold snap around 
Nov. 19, when the last of the big foot- 
ball games were played in the East, 
cleaned out or very nearly so quite a 
few retailers who previously believed 
they had enough robes to carry them 
through the winter. Freer jobbing sales 
are reported as a result. 


We from Boston jobbers’ 
stocks: 

Blankets. — Stable, kersey, 76 in., 
$1.60 each net; heavy, burlap, 72 in., 
$2.30; 76 in., $2.40; 80 in., $2.50; 84 in., 
$2.65. Street, small to large, $3.20 to 
$6.75 each net. 

Robes.—Automobile, plush, coupe, 
2 x 70 in., $6.88 each net; ndon, 72 
in., interlined, $11.50; Newton, 72 in., 
$13. Wool, 52 x 72 in., $3 each net. 

Shawlis.—Fringed, motor, 52 x 
in., $3.50 each net; 54 x 70 in., $4; 54 
x 76 in., $5.45; 54 x 70 in., $4.85. 


BOATS.—In line with other toys, toy 
sail boats for the holiday trade have 
sold well this fall, and indications are 
a great many more will pass out of 


quote 





jobbing hands within the next fort- 
night. 


We quote from Boston jobbers’ 


stocks: 
Boats.—Toy sail, $8 to $52 per doz. 


net; motor, $48 to $80 per doz. net. 

Boat builders, No. 1BB, $2.34 each 

net; No. 2BB, 4 
CARVERS.—Those retail dealers inter- 
viewed the past week report pre- 
Thanksgiving sales of carvers as some- 
what disappointing. The trade, how- 
ever, is looking forward to a good 
Christmas trade, and are ordering ac- 
cordingly. 


We quote from Boston jobbers’ 
stocks: 


Carveis.—Stainless steel, beef, 3 
piece sets, stag handle, $3. 50 to $6 


net per set; with ivory handles, $3.40 
to $5; with ‘pyrohorn handles, $5 to = 





Bird.—In pairs, stag handle, $2.2 
to $3.75 per set; with ivory handles, 


i —In pairs, with stag handles, 
$2.75 to $5.75 per pair; with ivory } 
handles, $3.50; with pyrohorn han- 
dles, $3.75 to $4.75. 

1 


GALVANIZED CLOTH.—Jobbers have 


advanced galvanized hardware cloth. | 


New prices follow: 
We quote from Boston jobbers’ 
stocks: 
Galvanized Cloth.—In_ standard 
rolls of 100 lineal feet each of stand- 
ard stock widths of 24 in. to 48 in., 
inclusive: Two-mesh, $4.70 per 100 sq. 


ft. net; 2%-mesh, $4.30; 3-mesh 
$4.38; 4-mesh, $4.60; 5-mesh, $4.60; 
6- mesh, $4.85; 7- — $5.35; 8-mesh, 
$5.35; 10- mesh, 


. 6.10. 
Extras.—Rolis 50 ft. in length, 10¢ 
per 100 sq. ft. additional. Pieces un- 





der 50 ft. in length, if for reasonable 
quantity, 5f%c. per 100 sq. ft. addi- 
tional. Widths under 24 in. but not 
under 12 in., 25c. per 100 sq. ft. addi- 
tional. Widths over 48 in., but not 
over 72 in., 50c. per 100 sq. ft. addi- 
tional. 


GALVANIZED WARE—Although de- | 
mand is not brisk, there is a better call | 


for galvanized ware, more particularly 
garbage cans and ash barrels. Jobbers 
are making prompt shipments. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans.—National Enameling & 
Stamping line, 0. 171, $3.12 each 
net; No. 181, $3.50; No. 190, $4; six 
ribs, No. 0180, $2.25. Reeves line, in 
lots of 25, No. 260, $1.80 each net; 
No. 26, $3.50; in lots of less than 25, 
No. 260, $2 each; No. 26, $3.80. Hill- 
son line, No. 7, $14 per doz. net; No. 
1724, $24; No. 1800, $31. 

Garbage Cans.—No. 4, $1.05 each 
2, $1.44; No. 1, $1.68. et 
$6.72 per doz. net; 5 gal., 

.36; gal., $1 os 10 gal., $12.84. 
Underground, 11 gal., $9.75 each net; 
13 gal., 25; No. 15, $10. Refuse 
container, 14 x 22 in., $11 each net. 


HOCKEY STICKS.—Each day finds 
new orders for hockey sticks in the 
jobbers’ mail, yet sales so far this sea- 
son are somewhat behind those of a 
year ago, which is an indication that 
retailers do not intend to buy in quan- 
tity until the last minute. It is believed 
the retail carry-over last winter was 
small. 

We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Scout, Jr., $3.30 per 
doz. net; Boys’ X, $5; "Men's s X, $8; 
Men’s Xx, $10.40; special, $15; Boys’, 
$3 a dozen net; Boys’ special, $5; 
Amateur, $8; Championship, $11; spe- 
cial, $11; No. 25, $2 per dozen net; 
No. 50, $3.50; No. 75, $6; No. 100, $8. 

Agia perce makes, $2 a doz. 
net. 

No. H, 95c. a doz. 


Polo Sticks.— 
net; No. G, $1.50; No. C, $3.75. 


POULTRY SUPPLIES.—Jobbers have 
issued new discounts applying to a list 
issued in September, 1926, on hexagon 
poultry netting, on direct shipments 
from mill, as follows: 

We quote from Boston jobbers’ 
stocks: 

Poultry Netting.—For direct ship- 
ment, f.o.b. mill, freight equalized 
with the nearest competing mill: Gal- 
vanized after weaving, 50, 10 and 5 
per cent discount; before weaving, 50, 

10, 5 and 10 per cent. 

Brooders. — Rite Heat, oil burner, 

wickless, No. 101, $18.55 per doz. net; 
$22.05. Oil burner, Blue 
A, $12.25; No. 28A, $14; 

No. 80, $13.30; 


burners, Standard, No. 
No. 118, $15.05; No. 119, $18. 55. Elec- 
tric burners, No. 90, $10.15; No. 91, 
$13.83; No. 92, $17.33; No. 93, $20.65. 
Incubators.—Mammoth, No. 40, $175 
each net; style E, No. 14, $11.50; No. 
16, $19.25; No. 17, $25.73. Standard, 
No. 1, $26.25; No. 2, $31.15; No. 3, 
$40.43; No. 4, $47; No. 5, $74.90. 


SNOWSHOES AND SKIS.—Retailers 
continue to take snowshoes and skis 
for the holiday trade. The big buyers, 
however, covered their requirements 
many weeks ago. It is doubtful, ac- 
cording to one jobbing house here, if 
business this season equals that of 
1926. 


We quote from Boston jobbers’ 
stocks: 

Snow Shoes. a 12 x 46 in., 
$7.30 a pair net; 13 48 in., $7.30. 
Ladies’, 11 x 42 in., $6. 50. 

Skis. —Oxtord, 5 ft. $2.40 a 


net; 5% ft., $2.95; pS ft., $3.65; 6% 
$4.15; 7 ft. ” $4.85; ft., $5.35; 8 ft., 
$6. Pine, 4 ft., 76; $ 4% ft., 90c.; 
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‘5 ft., $1.10; 5% ft., $1.40; 6 ft., $1.60; 
%, i: $1. 90; 7 ft., $2.30. 
Tubbs line, yellow pine, 4 ft., 65c. 
per set net; 5 ft., $1.05; 6 ft., $1.50; 
6% ft., $1.90. Edged grain pine, 4 ft, 
agi ge $1.30; 6 ft., $1.75; 6% ft., 
$2.65; 6% ft., $3.10; 7 ft., $3. 50; 7% 
t., $4; 8 ft., $4.50. 
5 ft., $2.50; 6 ft., $3.50; 6% ft., $4; 7 
ft., $4.75; Ws ft., $5.50; 8 ft., $6. Pro- 
fessional Aree 6 ft., $3.35; 61% ft., $3.85; 
7 ft., $4.50; 7% ft., $5.25; 8 ft., $5.75. 

Poles Tubts line, bamboo, 90c. 
each net; ash, 62c.; boys’, $4.50 a 
doz. Oxford, rattan washer, 5 ft., 54c. 
each net; 4% ft., wood washer, 30c. 


VACUUM CLEANERS.—Vacuum 
cleaners have come to figure promi- 
nently as gifts in the holiday season. 
Realizing this fact, certain retail deal- 
ers are placing orders with jobbers 


here. 


We quote from Boston jobbers’ 
stocks: 


Vacuum Cleaners.—Universal elec- 
tric, complete with attachments, No. 
E7201, $35 each net; in lots of three, 
$33.75 each; in lots of 12, $32.50 each. 
Bee Vac, without attachments, in lots 
of three, model G10, $20.10 each net; 
_ $23.65. Attachments, $3.50 per 
set. 








fied period. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle B, first bracket, 90 and 5 per cent 
discount; larger, 90 per cent dis- 
count; double B, all sizes, 89 per cent 
discount. 








WINDOW GLASS.—Jobbers have re- 
duced prices on window glass about 
6 per cent. This cut follows one of 
about 15 per cent during the latter part 
of August. No guarantee is being made 
against price declines within a speci- 


cloth. 


We quote from Boston jobbers’ 
stocks: 

Wire cloth, in 100 ft. rolls, stand- 
ard widths 18 in. to 48 in. in 2 in. 
steps, per 100 sq. ft. f.o.b. store: 

Black Painted.—12 mesh, $2.50; 14 
mesh, $2.50; 16 mesh, $2.90; 18 mesh, 
$3.50. 

Opal.—12 mesh, $2.40; 14 mesh, 
$2.80; 16 mesh, $3.25; 18 mesh, $3.85. 

Bronze.—Bright or antique finish, 
37 mesh, $6; 16 mesh, $6.50; 18 mesh, 


Pure Copper.—Bright and antique 
finish, 14 mesh, $5.50; 16 mesh, $6; 18 





WIRE CLOTH.—Jobbers have issued 


mesh, $6.50. 

Pearl. —Rolls 100 ft. in length, reg- 
ular grade 12 x 13 me _ $4.25; 14 
mesh, $4.75; 16 mesh, $5.25 





Price Changes Imminent on Nails— 


Other Pittsburgh Prices Unchanged 


(Pittsburgh Office of HARDWARE AGE) 


PITTSBURGH, Nov. 29— With Christmas less than a month away and the 
hardware trade not yet experiencing much activity in holiday goods, it is 
quite evident that the shop-keepers are making certain of the buying power 
of the district before laying in the goods that will be wanted for gifts. 
Hardware business generally still is draggy and the cheerfulness which 
has lately manifested itself in steel, the district’s leading industry, is not 
yet apparent in other lines of local endeavor. The optimism in the steel 
market, however, has to do with the prospects for the fore part of next 
year rather than those for the remaining month of 1927. November in 
steel orders and in production has been a good deal of a standoff with the 
month before and with no increase in steel works operations there accord- 
ingly has been no addition to the spending power of those engaged in that 
industry. Weather conditions, as usual at this time of the year, are so 
varied as to have a bearing on business, particularly in the goods seasonal 
to this period. Hardware jobbers report collections are slow. It has been 
a good fall in game traps and re-orders of at least one manufacturer have 
amounted to one-third of the season’s expected total requirements; in other 
words, this maker’s expectations were exceeded by 33 1-3 per cent. Im- 
portant price changes are lacking, but one in wire nails is imminent, 
which will make it more worth while for jobbers and retailers to handle 
them than has been true in the recent past. 





AUTOMOBILE ACCESSORIES.—Mild 
temperatures and a lack of snow or 
rain have made it hard to sell auto- 
mobile accessories seasonal to this time 
of the year. Jobbers quote: 


Alcohol.—In barrel lots, 49c. to 57c. 
per gal. 

Ivo.—In 55-gal. drums, $2.25 per 
al., 30-gal. drums, $2.30; 3-gal. cans, 
Prestone.—Eveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

_Freezmeters. .-—Best, 60c. each; good, 
5e. 

Hydrometers. — Standard makes, 
65c. each. 


BATTERIES.—This is one item about 
which there is little or no complaint 
over sales. Jobbers quote: 


Broken Unit 
Packages a 
a : ere $1.05 $0.9 
i er 3.85 3. 33 
> | eee 1.22 1.14 
. US Ore Serer 1.22 1.14 








No 1.30 
No 2.44 
No. 2.44 
No. 3.17 
No .39 
No. 36% 


‘ 4 
No. 6 dry cells, ignition type unit 
package, 32%c. each. 

Flashlights. — No. 935, 91%4c. each; 
No. 950, 94%4c.; No. 790, 18%c.; No. 
705, 28c.; No. 750, 1814c.; No. 761, 25c. 
gost" Shot.—No. 1461, $1.67; No. 1661, 
wot. 


BOLTS, NUTS AND RIVETS.—De- 
mands upon jobbers are moderate and 
the report from makers also is one of 
moderate activity, since neither the 
motor car builders nor the railroads are 
buying beyond their barest necessities. 
But prices are firm despite the lack of 
activity. Jobbers quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off oa tire bolts, 50 and 
10 per cent off lis 

Nuts.—All wishes, 60 to 62% per 
cent off list. 





Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE. — This is 
usually a period of only moderate ac- 
tivity in this line and this year is no 
exception. Prices are well maintained, 


however. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
3% in. x 3% in., $19; 4 in. x 4 in., 
$30. 

Hinges.—Heavy strap, 6 in., $1.85 

per doz.; 8 in., $2. 95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps.—Hinge, without screws, sin- 
gle dozen lots, 3 in., 65c. per doz.; 4% 
in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 

GAME’ TRAPS.—There never was a 
better season in game traps than this 
year has been. This is the report of 
jobbers and is backed up by the manu- 
facturers, some of whom have repeat 
orders as large as initial orders of 
other years. Jobbers quote: 

Victor, No. 0, $1.10 per doz.; No. 4, 
$1.38; No. 1%, $2.44; No. 2° $3.36; 
jump, No. 0, $1.59; No. 1, $1.83; coil 
spring, No. 1, $1.28; Gibbs, 2-trigger, 
$5 per doz.; single grip No. 1, $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 

GUNS, SHELLS AND RIFLES.—De- 
mand for shot guns appears well satis- 
fied and loaded shells are moving less 
freely than recently. Fairly good de- 
mand is noted for high-powered rifles 
with the approach of the big game sea- 
son. Jobbers quote: 

Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 1% in., $32.22 per 1000; 
chilled, $34.17 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
$37.50 each; Remington, Model 17, 
$37.54. 

Rifles.—Winchester, No. 56, sport- 
ing, $16.35 each; No. 57, target, $19.10; 
No. 1894, solid frame, $25.90; take 
down frame, $35.40; Savage, No. 1899- 
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new prices on wire cloth, which show 
a moderate advance. An April 1, 1928, 
dating will be given on all shipments 
of pearl cloth made prior thereto, and 
a March 1 dating on other kinds of 
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E, $30.90; No. 18-99-F, $34.50; No. adjustable, No. 1, $4 each; No. 2, | WIN YY VEN ones. = 
1899-G, $37.50. sa aN. St gage: No. 2 =| WINDOW VENTILATORS.—The de 
$5.50: No. 6, $6, list, subject to deal- |; mand holds up in remarkable fashion, 


HEATERS.—Fairly good demand con- | 


tinues for oil and gas heaters, with | 
sales of the latter being helped by some 
nice window displays or heaters that | 
amply show the vast strides that have 
been made 
mental as well as useful. Jobbers quote: 
Oil Heaters.—According to size and 
style, $3.75 to $6 each. 

Gas Heaters.—Radiant type, $9 to 
st — reflector type, $2.25 to 
HEATING ACCESSORIES. — Move- 
ment of items under this heading is 
good enough to remove causes for com- 

plaint. Jobbers quote: 


Stove Board.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28° in., $9.50 per doz.; 30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 

Stove Pipe and Elbows.—First qual- 
ity nested stove pipe, 3 in., $2.75 per 
crate; P in., $2.90; 5 in., $3.11; 6 in., 
$3.57; 8 in., $4.17; elbows, corrugated, 
3 in., $1.01 per doz.; 4 in., $1.13; 5 in., 
$1.30; 6 in., P5142: 7 in., $1.95. 

Dampers and Flue Rings.—Damp- 
ers, 8 in., $1 per doz.; 4 in., $1.10; 5 
n., $1.20; 6 in., $1.35; 7 in., $2; flue 
rings, 3 in., $1 per doz.; 4 in., $1.25; 
5 in., $1.90; in., $2.20; 7 in., $2.75. 

Coal Hods.—Galvanized, 16 in., $4.30 
per doz.; 17 in., $4.75; % a $5.25. 

Coal Chutes.—Black, » $6 each; 
10 ft., $7.50; 12 ft. 

Fire Shovels —Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to $1.10; 
galvanized, $1.10. Never Break 

.25; No. 16, $4.60; 

Furnace age cope. —No. 
per doz.; $4.80; Ne. 81, % 

Gas B® oy —Lead, 12 in., 24c. 
each; 18 in., 28c.; 24 in., 33c.; 30 in., 
38c.; 36 in., 45c. Flexible steel tubing, 
3-ft. lengths, 12c.; 4 ft., 15c.; 5 ft., 
18c.; 6 ft., 22c. Cloth inserted tubing, 
5c. per foot. 

Register 
Register shields, 
wall, $6 per doz.; 


and Radiator Shields.— 
floor, $12 per doz.; 
radiator, sheet steel 


| 


in making heaters orna- | 





s’ discount of 3314 per cent. 

| MOPS.—Cotton mops have been ad- | 

| vanced slightly since last accounts. | 

Jobbers now quote: 

$5.50 per doz.; 
24-oz., $8: 30-o0z., $10.50. 

|PAINTING SUPPLIES. — Prices are 

substantially the same as a week ago. 

Business is seasonally slow. 

to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, 13%4c. 
per Ib. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 65c. per gallon in barrel 
lots; raw linseed oil, 11.5c. per lb. in 
barrel lots. 

SILVERWARE.—Some buying in an- 

ticipation of holiday demands is re- 

ported. 

SKATES.—Business in both roller and 

ice skates is rather slow, but better- 

ment is expected with the approach of 

the holidays. Jobbers quote: 

Roller Skates.—Union Hardware Co. 
line, No. 2, 70c. per pair; No. 3, 75c.; 
No. 10, $1.05; No. 6, $1.55; Winslow 
line, No. 38, $1.60; 
No. 38, rubber- ‘tired, $2.50 per pair. 

Ice Skates.— Winslow line, No. 2110, 
65c. per pair; same, L. S., $1.12; No. 
2120, $1.20; same L, 8. $1. 50; No. 2140, 
$2.20; same L. S., $2.50 

WEATHER STRIPPING. — Good de- 
mand still is noted for the various kinds 
of stripping but it is more pronounced 
in metal than other kinds. Jobbers 
quote: 

Meta-Felt, % in., $19.50 per 1000 
$26 per 1000 ft.: cushion, 
No. 18, $2.40 per 100 ft. No. 
No. 20, $3.25 per 


and 4 ft. 
Numetal, 


16-0z., 20-0z., $6.50; 


Prices 


m3 
all’ felt, 
19, Z 85 per 100 ft.; 
100 f 

ites hard bronze, 3 
lengths, 5c. per ft. net. 
5c. per ft. 





probably because there is no better 
method of accommodating house and 


| office temperatures to the vagaries of 


the weather. Jobbers quote: 


ate, 01, $4.40 per doz.; No. 02, $4.80; 
No. , $b. 20; No. 2, $5.60; No. z, $6.40. 


WIRE ‘PRODUCTS._A new nail card 
is in the making and will, it is believed, 
wipe out many of the inequalities ex- 
isting in the present schedule. Nails 
are selling fairly well from jobbers’ 
stocks, but not much activity is ob- 
served in the other common products. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(per 100 Ib.) Annealed Galvanized 


_ 6 to 9 gage...... $3.00 $3.45 
| RR Oe tere 3.05 3.50 
No. fe ee ore 3.10 3.55 
a e- esaseereescee kde 3.15 3.65 
Te: OE Ss scume ates se ee 3.25 3.80 
| Eee ere .35 4.00 
ke | Ee ee 3.55 4.25 
SE a ee eee 3.75 4.45 
Barbed wire (per 80-rod spool): 
a rer eee $2.90 
PORE TEE 605 cscs csaneevscewas 3.10 
Se. GE oc cee casssseceusdcac 3.35 
ee. en e- 3.10 
2-point cattle (special).......... 2.20 
Field Woven Wire Fence “(per 100 
rods) 
TORE cyas Sunn esee eee s ener «++ - $39.00 
oe, ee eer eer rhe 54.75 
SBE ap sukboe birch ao petdeeey es 27.10 
SS ee Se er rey se 36.15: 
SEE Garides ue bakhaadescag anes 35.00 
I oe viens dwxanced wed santas 48.25 
Poultry 
a eee ee es $35.60 
No. oer jewwaar ease ee sacie ston See 
| ere ere 48.50 
Steel weiss Posts: 
Galvanized, Painted, 
Tubular Formed 
DTG. soecbsieecp cee ee leeevivace 
; . Ser ee 55ce. each 38c. each 
$a teeekoereane 65c. each 40c. each 
tage RETESET I 45c. each 
Bright nails, base, per keg, $2.85 
to $2.90. 





Northwest Reports Best Holiday Trade 


in Years—Prices Remain Steady 


MINNEAPOLIS, Nov. 29.—Holiday trade in the Twin Cities has started 
—in fact, it has been going at a remarkable rate for the past week or 
The stores have their Christmas window decorations in place 
This is true also in many of the 


ten days. 
and Christmas stocks on display. 


smaller trade centers in the Northwest. 
trade was described as the heaviest known 

At the same time freight movement in this territory has been an- 
nounced for October as being at least 20 per cent over that of a year 
In many lines the gain was greater than that figure, indicating a 
steady progress toward a larger and more stable prosperity in the | 
Figures announced for the crop indicated that crops will | 
bring about a million dollars more this year than last. 

With these and other encouraging signs merchants of the Northwest 
are looking forward to the best holiday trade they have had for several 


ago. 


Northwest. 


years. 


Prices in general are very stable and firm, showing little indications 
of changing. Collections are slightly better, as the marketing of crops 


moves along. 

AUTOMOBILE TIRES.—S ales are 
showing a decline as the roads become 
more difficult. With the coming of 
wintry weather, many car owners are 
placing their cars in storage. Stocks 
are being graded down accordingly. 


(Minneapolis office of HARDWARP AGE) 


And the pre-Thanksgiving 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 314 Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 

balloon size, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 
tan tubes, 30 x 3%, 
34 x 41%, $3.25; 





$26.75: 
x 4, 
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$2.60; balloon 


tire tubes, gray, 27 x 4.40, $1.90; 29 
x 4.40, $2.95; 30 x 5.25, $2.70; 32 x 
6, $3.20; 32 x 6.20, $3.70 each net. 
AXES.—Demand_ continues _ strong, 
with stocks well filled. Prices have 
not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25: double bit, $24.25 per doz. net. 


BOILER LIQUID TILE CLEANER 
AND RADIATOR STOP LEAK.— 
Sales are steady and good, with good 
volume on radiator stop leak. Prices 


have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
boiler compound, quart cans, $2 each. 

BOLTS.—Call is steady with fair 
volume. Prices are unchanged. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
screws, 60 per cent from standard 
lists. 
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The Remington Weekly Letter 


About Straight Shooting! 


Our sales in every department—arms, ammuni- 
tion, cutlery and cash registers—show a substantial 
increase over last year. Our increase in sales on 
KLEANBORE metallic ammunition has been espe- 
cially large. This statement is made not in a boast- 
ing spirit, but so that you will see, as we do, a 
correct picture of our business. 


The very large increase in our sales of metallic 
ammunition this year has been caused by the Klean- 
bore improvement in manufacturing ammunition, 
this improvement having been originated by the 
Remington Arms Company. Our campaign of sell- 
ing Kleanbore ammunition has been supported 
throughout the year by heavy advertising direct to 
consumers. 


As we bring out Kleanbore in center fire and in 
a complete line of loaded shells, we anticipate a 
greatly increased, and a more insistent, demand on 
the part of consumers for our products. 


These statements all lead up to the problem of 
price cutting. On all our lines sold to the jobber 
we have suggested resale prices. As our goods are 
sold delivered at a fixed price to the retailer in 
every part of the country, and as all jobbers are 
authorized to sell at these fixed prices, there is no 
advantage in freight between the various sellers in 
the country. The only advantage that one whole- 
sale distributor can have over another is the element 
of the time in making deliveries. 


One object a salesman of a wholesale house has 
in cutting prices of our goods is because he feels 
that the retail dealer, unless influenced by a cut 
price, would prefer to buy our goods from his com- 
petitor. Therefore, as a salesman, he feels his own 
weakness and so cuts the price. 


Another reason for price cutting is where the 
salesman uses well known and well established lines, 
such as ours, as an order-starter, in the hope, 
after the order is started, of selling other goods at 
a more satisfactory profit. 


At the prices we have established on our lines 
there is a fair and reasonable profit for the jobbing 


distributor. If concessions are made on these prices, 
it will not pay any jobber to handle our lines. 


According to the interpretation of the Sherman 
Law, for any two or more merchants to agree to 
maintain a fixed price is conspiracy against the 
peace and welfare of the people of the United 
States. But it has been further decided that any 
manufacturer can discontinue selling anyone he 
pleases for any reason that is satisfactory to him- 
self. A conspiracy cannot exist in the case of only 
one person. It takes two people to conspire. We, 
therefore, according to the latest decisions of the 
highest courts, have a right, if we think it is to our 
interest, to discontinue filling any orders of any 
jobber. 


Now, please stop and consider this situation. We 
have spent millions of dollars building up a good 
name for our products. We have spent millions 
of dollars advertising these products to the people 
of the country. We have built up the largest 
national business in our line. The success of sell- 
ing our goods depends not only upon the quality 
of the goods, but in equal measure upon the ability 
of our distributors, both wholesale and retail, to 
sell these goods at a fair and reasonable profit. 


Now, we leave it to the common sense of the trade 
if we would not be foolish to continue to supply 
those few jobbers who are the cause of our losing 
thousands of dollars in business by reason of the 
sales resistance that their methods arouse against 
our line in the minds of others. One jobber may 
cause sales resistance in the minds of a score of 
other jobbers, whose support it is profitable for 
this company to enjoy. 


We, of course, are not hankering to cut off good 
accounts, but we do not choose to have any jobber, 
big or little, create this sales resistance. 


We hope that none of our good jobbing friends, 
in their lack of consideration for the interests of 
others, will place us in the embarrassing position 
of exercising our legal right to discontinue supply- 
ing them with our goods. 


President 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway, New York 


Telephone, Bowling Green 3392 


We have had a number of requests for reprints of these Weekly Letters, to be distributed 
to salesmen and others. We shall be glad to supply any of our customers with copies, 


upon request. 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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BUILDERS’ HARDWARE.—Building 
is beginning to decrease with the more 
severe weather, and demand for finish- 
ing hardware is following the trend. 
Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 34% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots, 
25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 


Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 938c. 74 


$1.22 doz. pair; 6 in., $1.5 

doz. pair; light plain tee hinges, 3 i, 
62c. doz. pair; 4 in., 78c. 
heavy plain tee hinges, 

doz. pair; 5 in., : 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair net. 


CHAIN.—Call is 
stocks on _ hand. 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin a Log chain, % x 14, 
$13.85; 14, $10.90; % x 14, 
310.15; Precf. coil chain, % in., $12; 
% in., $8.90; % in. 30, and % 
in., $9.85 cwt., net. 


COAL HODS.—Demand is very good, 
with stocks filled. Prices are un- 


pair; 5 in., 


with ample 
show no 


fair, 
Prices 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.35; 18 in., Pw mf 
japanned funnel, 17 in., $4.30; 8 in. 
$4.90; galvanized open, 17 in., rae 
18 in., $5.40; galvanized funnel, 17 in. 
$6; 18 in., $6.80 per doz. net. 


BDAMPERS.—Call is decreasing, with 
ample stocks on hand. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 


wood handle dampers, $1.40, and cast 

am. coil handle, 6 in., $1.20 doz. 
DRAIN PIPE CLEANERS.—There is 
a steady demand for this line, with 
stocks ready fer the call. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Economy Plumber, 
— pipe cleaner, 1 lb. cans, $2 per 

2 Ib. cans, $3.90. The 1 Ib. size 
oy Sicaiheadl 3 and 3 dozen to the car- 
ton and the 2 lb. size is packed 1 
and 2 dozen to the carton. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELB@WS.—Call is diminishing 
with the winding up of the building 
season. Prices are still steady and 
firm. 


We quote 
~ o.b. i De ae 


from jobbers’ stocks, 

Eaves trough, 28- 

. B., slip joint, in crates, 

&. So" ay 100 ft.; conductor pipe, 28- 

3 in., in crates, not nested, $5.40 
J 100 ft.; 3 in., $1.73 doz. net. 


OIL HEATERS.—Sales show a fair 
demand, although the heaviest demand 
is past for this fall. Dealers have 
their stocks well filled. Prices are firm 
as quoted. 


We quote from 
f_o.b. Twin Cities: Nesco Perfect Oil 
Meaters, No. 12, $5.50; No. 15, $7; No. 
0 No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75; No. 0191, maz 
505, Giant, $11.25; No. 605, $12.7 75 


jobbers’ stocks, 


each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 


PAINTS AND WHITE LEAD.—Call 
for interior decorative material 
heaviest at the present time. Prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 

per gal., in 1-gallon cans, and white 
lead in 100-lb. containers at $12.48 
cw 


PUMPS.—Water supplies are selling 
more slowly now, with the change of 


the season. Prices are still unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: eming No. 440 
plain spout windmill force pumps, 
6 in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65: No. 103, hand 
lift, 6 in. stroke, $14. 25: No. 182 hand 
lift, 6 in. stroke, 6 ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—Demand is 
slightly better, with stocks well filled 
for the holiday trade. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67: 
No. 26 tea jots, $2.33, and No. 953 
perculator fops, 7c. each, net. 


REGISTERS.—Demand is still very 


good, with stocks well filled. Prices 
are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Call for this class of mer- 
chandise is very good. Prices are firm 
as last quoted. 


We quote from 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 


ROPE.—Sale of rope is steady, with 


jobbers’ stocks, 


stocks ample for the call. Prices are 
unchanged. : 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. lb., base, and best 
grade sisal rope at 17c. Ib., base. 

SCREWS.—Demand is fair, with 


stocks well assorted. Prices are steady 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent: flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


SKATES.—Sales are increasing rapid- 
ly, although the outdoor rinks in the 
larger cities, and skating on the larger 
lakes has not started yet. Dealers 
anticipate a fine sale this year. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40 pair; ice 
skates, Nestor Johnson, North Star, 
aluminum finish, $7 pair; nickel 
4 finish, $8 pair; Union, No. 5%, 89c. 
pair; No. 07, $1.07 i No. 42414L, 
$1.93 pair: No. 52414, $1.27 pair; No. 
524%4L, $1.55 pair: "No. 1624,’ 84c. 
pair; No. 5624, $1.12 pair; No. 562%, 
$1.44 pair, net. 
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SNOW SHOVELS.—Sales are improv- 
ing rapidly, with the stocks well filled. 
Prices are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $4.15; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


SOLDER.—Call for solder is fair, with 
prices unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 37c. lb.; and war- 
ranted half and half solder, 38c. Ib., 
net, in 100-lb. lots. 


STEEL SHEETS.—Demand is steady 
with fair volume. Prices are still un- 
changed. 


We qvote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


STEEL GAME TRAPS.—Sales are 
showing more strength, with stocks 
in good condition. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1.10; No. 1, $1.38; No. 1%, 
$2.44; No. Z, $3.36; Oneida jump, 
No. 0, $1.54; No. 1, $1.83; No. 1%, 
$2.81 doz., net. 


TIN.—Call is steady, though lighter 
than earlier in the season. Prices are 
firm. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-lb. coating, $15.50 
box, net. 


WEATHER’ STRIP.—Consumer de- 
mand is very good now, with stocks 
well filled ready for the call. Flexible 
weather strip is apparently selling 
better. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: No. 70, felt weather 
atrtp. Ne je: No. 71, $2.10; No. 71%, 
$3; $4.20; No. 8 flexible rub- 
ber, a ‘sor ‘No. 9, $1.80; No. 10, $2.40; 
No. 11, $3; Flex-O- Mold, 500 ft. rolls, 
$2.25; Wirt’s, 500 ft. rolls, $4.40; Bos- 
lev's, 500 ft. rolls, $3.94 per 100 ft., 
net. 


WINDOW VENTILATORS.—Call for 
ventilators is very good, with stocks 
ready for the demand. Prices are un- 
changed. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window ventilators, $4.80; No. 2, $5.60; 
No. 3, $6.40; and No. 4, $7.60 doz., net. 

WIRE.—Demand is still fair for fence 
wire, in some sections. Wire for con- 
struction purposes is selling nearly as 


well as earlier. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod_ spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9 net. 


WRENCHES.—Sale is steady, with no 
particular demand at present, that is 
outstanding. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 
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THe MAN BEHIND the COUNTER 








Sometimes a young fellow who has taken a position 
in a hardware store thinks of the job only as a filler 
while he waits for something better to turn up. As a 
result he probably gives hardware little attention and 
does not try to become an expert in the business. His 
mind is somewhere else all the time. It is never a waste 
of time to master the job in hand. 

There was a young man in New England years ago 
who possessed a natural ability in the construction of 
violins. He wanted to become a violin maker, but 
meanwhile he must live. He took a job as plasterer and 
all day he worked at plastering, doing his best to become 
a competent workman. His evenings he spent in the 
work he loved, violin making. 

Since he was so good a plasterer he received top wages 
and he had more money and could take more time for 
his violin experiments, and in the end he was able to 
give up the plastering and he became famous for his 
wonderful violins. There is nothing to prevent a young 
man from graduating out of the hardware trade into 
something else some day, but there is every reason why 
he should be learning all he can learn about hardware. 
The knowledge will never come amiss and he will be 
better at that other work for having compelled himself 
to do his best with whatever work was at hand. 

* ¢ s 

I don’t doubt but that it is a good thing to have such 
a friendly feeling between the hardware merchant and 
his employees that it is “Bill” and “Tom” back and forth 
between them all the while, but I believe it is a mistake 
when the salesman addresses the boss as “Bill” in the 
presence of customers, or refers to him as “Bill” in men- 
tioning him to customers. Probably no definite loss of 
trade could be traced to that familiarity, but it is pretty 
certain that it is a mistaken practice. 


When I had learned to wrap things, I was set at the 
job of cleaning the shelves and wiping the dust from the 
merchandise on the shelves. This was in a drug store. 
In that way I learned where the goods were and what 
they looked like and how to handle them. I think that 
was better than starting me waiting on customers and 
letting me pick up these other things as I went along. 

ee 


You would think the hardware store people would 
learn, in answering the telephone, to say, ““Martin’s hard- 
ware store, Mr. Martin speaking,” instead of saying, 
“Hello!” and then having to give that information at 
the request of the party calling up. In many stores the 
practice is all right, but in more it has not been brought 
up to date and they are still following the old method 
of “Hello” and wait. The customer calling the store 
wants to know that he has been given the right party 
and he prefers, in many cases, to know with whom he is 
talking. 

* *x* * 

“I’m no boot-licker,” a hardware man told me, and 
he didn’t mean bootlegger either. He said, “I’m just 
as good a citizen as any of my customers and I’m not 
going to kow-tow to somebody just because he has a 
lot of money.” 

I grant to that hardware man the right to assert his 
independence and his free-born equality, but I con- 
sider that attitude a sufficient explanation of why his 
store is not getting the trade of the rich people of the 
town. Perhaps those people don’t expect him to do 
any kow-towing, but they are certain not to expect him 
to go around with a chip on his shoulder. 

They are willing he shall think he is as good as they 
are, but they don’t want him telling them about it either 
by action or word. 





VERIFIED RETAIL STORE NEWS NOTES 


M. & M. Electric & Supply Co., 332 Washington St., Brighton District, 
Boston, Mass., will open for business soon. J. Manoli is head of the firm. 

Holm Bros., operating stores in several Minnesota towns, have recently 
purchased the stores of P. E. Anderson, Dassel, Minn., Charles Larson, 
Cosmos, Minn., and O. W. Krona, Kandiyohi, Minn. These stores will 
be operated as additional units of the Holm Bros. chain of stores. 

City Hall Hdwe. Co., Providence, R. L., is about to move into its build- 
ing. Manufacturers and jobbers are requested to send catalogs and 
quotations. 

Harrover & Treece, Alva, Okla., have purchased the business of T. W. 
Lemon in Carmen, Okla. Burns Young will be the manager of the 
store. 

Ayrault Hardware & Supply Co., Inc., Attica, N. Y., have purchased the 
hardware business of Bramer, Morgan & Reding. Morris Ayrault is 
president of the company. 

Ralph Sawer will open a hardware store in Newtonville, Mass., within 
the month. 

Lake Forest Hardware Co., Lake Forest, Ill., recently opened. 

Fardy Drummond Hdwe. Co., 259 W. Broadway, Waukesha, Wis., is 
now open for business. 

Maxwell Hdwe. Co., 313 N. Main St., Sioux Falls, S. Dak., has suc- 
ceeded Smith Hdwe. Co. of that place. 

Brow-Fitzpatrick Hdwe. Co., 1076 Broad St., 
recently opened for business. 

James DuBois has succeeded H. C. Dean in Vassar, Mich. 

Edward Beranek has purchased an interest in Beranek & Son, Mount 
Vernon, Iowa. 

Melvin Swenson & James De Vries has taken over the business of 
Charles Peterson in Buffalo Center, Iowa. 

The Pierson Hdwe. Co., Charles Pierson, Prop., has succeeded Chas. 
E. Simmons in Union City, Ind. 

A. E. Weybright is now conducting the business of C. C. Ulery & Son 
in Middlebury, Ind. 


Providence, R. I., was 


Addington & Armstrong of Ridgeville, Ind., are discontinuing business. 
‘ ee City Implement Co., have succeeded F. H. Chamberlain in Yates 
dity, , 

C. O. Nelson has opened a store in Lilly, Ga. 

: Twin City Hdwe. & Furn. Co., has recently been opened at Monroe, 
a. 

B. W. Bailes Hdwe, is the successor to B. K. Hines & Son in Jef- 
ferson, Ohio. 

Blanding Hardware Co., Harvey, N. Dak., will erect a new building 
and lease it to a prominent chain store organization. It is discontinuing 
business for the present time. 

W. W. Bird has opened a store in Calhoun, Mo. 

Albert Bjork has taken over the business of J. E. Lindbolm in Ishpem- 
ing, Mich. 

Consumers Hdwe. & Auto Co., is now doing business in Manhattan, IIl. 

F. J. Pekoc, Jr., opened a new store at 11906 Buckeye Road, Cleveland, 
Ohio. 

W. S. Hess has succeeded Nichols F. Rott in Cazenovia, Wis. 

Hasson Holt Hdwe. Co. is the new name for the former Hasson, Holt 
& Nance, in Morristown, Tenn. 

Peal Hdwe. Co. has succeeded Humboldt Hdwe. Co., in Humboldt, Tenn. 

T. W. Bebout is discontinuing business in Orlando, Okla. Business is 
free from debt, owner wants a rest. 

Borklund & Pickett is the successor to Calhoun & Pickett in Cashion, 
Okla. 

Galileo Wright has taken over the business of Redmond Hdwe. Co. in 
Mount Orab, Ohio. 

L. M. Benda, 3329 Fulton Rd., Cleveland, Ohio, has succeeded Vaclav 
L. Vliasaty of that place. 

L. D. Byron Supply Co. of Queens Village, L. I., will move to Brad- 
dock Ave. and 92nd Ave., Queens Village, L. I 

Halpern Bros. have succeeded F. Lacher in Fleischmanns, N. Y. 


Reading matter continued on page 59 
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Greetin gs 


The Yale & Towne Manufacturing 
Company extends its best wishes for 
a Merry Christmas to the hardware 
trade. 

The year 1927 is passing into his- 
tory. Before us lies a new year of 
opportunities. Let us all make the 
most of this bright business outlook. 


May the year 1928 be full of pros- 
perity and happiness for all. 


The Yale & Towne Manufacturing Co., 
Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont. 
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A new way to sell 
Grinding Wheels— 








Use the PIKE 
Grinding Wheel Display 
Assortment G B 


This new way of selling grinding wheels, origi- 
nal with Pike, is making a decided hit everywhere. 
It enables the very small retail dealer to carry a 
stock of wheels to take care of any demand, and 
the investment is small. 


Patented Steel Bushings 


Twenty-four sets of Patented Steel Bushings, an exclusive 
feature of Pike Wheel Assortments, are supplied without 
charge with this assortment of twelve wheels. The dealer, 
therefore, can supply wheels in any arbor size the customer 
may desire from % inch to 1 inch. All wheels have stand- 
ard one-inch lead bushed holes into which the steel bushings 
fit. 


It’s Easy to Sell Grinding Wheels 


This attractive, convenient and compact display will sell 
wheels for you. Just give it a little prominence in your 
store and it will do all the work itself. Remember, the pat- 
ented steel bushings are free with the assortment, and the 
wheels cost no more than others. 

Ask Your Jobber First. If He Cannot Supply You Send | 
Direct for Literature and Price. 





Pike Manufacturing Co. 


Pike, New Hampshire, U. S. A. 


O93 OO OOO OOS OOO OO OOS 





PIKE 
A 








FOR ~~ 


‘EVERY HOME 


NU ny . 
Sells on Sight 


he 





FINE QUALITY AND FINISH 
MADE IN POPULAR S/ZES 
and the 


O y - Wt 


ACARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


No. I al 
THE ACME SHEAR CO. 
il Bridgeport, Conn. 
| 





in 


| Famous Since 1874 
>» 


Nv y s 





t 25c each 


No. 25 8" Assortment kei 





High carbon crucible steel blades, hand ground. Genuine 
black walnut handles, steel rivets. 


Consists of twelve each 8” Slicers, 8” Bread, and 7” 
Butcher Knives. Packed three dozen assorted with dis- 


play tray. 
THE ONTARIO KNIFE CO. 


FRANKLINVILLE, NEW YORK 
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CUTLERY 








MERCHANDISING IDEAS «:« :; 


NEW ITEMS 








Colored Handles on Cutlery 
Boost Color in the Home 


As color in the home is being emphasized 
this year, the John Russell Cutlery Co., 
Turners Falls, Mass., has placed on the 
market a new line of cutlery which ought 
to find favor with housewives who desire 
their cutlery to harmonize with their col- 
ored breakfast nooks, etc. 





The feature of this new line is the han- 
dle, which can be obtained in red, green 
or blue pyralin. The blades of all the 
items are made from stainless steel and 
have a mirror finish. 

The dessert knife, tea knife and fruit 
knife are each packed in boxes of six. An 
attractive table knife and fork come in 
lined boxes, containing six of each item. 
A grapefruit knife together with the fruit 
knife can be obtained in a box, forming 
an attractive gift. The grapefruit knife 
can also be obtained singly. 





Compton Shear Co. Offers 
Attractive Display Case 


The W. H. Compton Shear Co., 314 
Camden Street, Newark, N. J., is offering 
to dealers an attractive display case for 
its line. of Compton Reliance All Steel 
Shears and Scissors. On the orange plush 
display panel are 12 items, each marked 
with number, size and suggested resale 
price. These items range from cuticle 
scissors and ladies’ scissors to barbers’ 
shears and straight trimmers. This assort- 
ment has been selected to give the retail 
dealer a good selection of shears without 
too great an expense or too large a stock. 





The bottom of the display panel is 
hinged onto the front of a box, which is 
divided into compartments for surplus 


stock. This display panel can be raised 
and held in an upright position by means 
of a wire easel, or can be laid flat on the | 
box and put in a show case. 


The case and | 


| 
| 
| 
} 
| 
| 
| 
| 
| 
| 





display panel are covered with an imita- 
tion leather. The glass cover of the panel 
protecting the items can be removed. 


Spiral Punch Included in 
New York’s Knives 
New York Knife Co., Walden, N. Y., is 
equipping a full line of pocket knives as 


well as its “Official” Scout Knives with a 
patented “Spiral Punch.” This small tool 


y 





can be used for boring, as a spark plug 
cleaner, wire scraper, pipe cleaner, starting 
screw heads and many other uses, as op- 
portunity provides. The illustration shows 
the “Spiral Punch” in about actual size, 





as its size varies according to the pattern 
of the knife. 








“Little Ace” Knife Sharpener 
Is Small but Efficient 
Ace Hardware Mfg. Corp., 445 North 
Twelfth Street, Philadelphia, Pa., has 


placed on the market Model C “Little Ace” 
knife sharpener. This device is of the same 


style and quality as the other models in 


TheLittleAce | 





this line, but is smaller and sells at a 
lower price. 

Model C is 2 7/16 in. long, 1% in. high 
and 34 in. wide. One dozen are packed 
in an attractive display box weighing 


2%, Ib. 





Hedge Shear and Grass Shear 
Made by J. Wiss & Sons Co. 


J. Wiss & Sons Co., 33 Littleton Ave- 
nue, Newark, N. J., is manufacturing a 
product which will be useful in the gar- 
den. Wiss Grass Shears have been de- 





signed especially for clipping grass along 
the edges of flower beds and walks. The 
cutlery steel blades are said to cut easily 
and smoothly along their whole length. 
The shears are adjusted to cut clean and 
it is not necessary to force one blade 
against the other to make them cut. The 
blades are held in permanent adjustment 
by means of a screw made of hardened 
steel. 

Finished with anti-rust, gun metal han- 
dles and polished blades; weight 1 Ib. 
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Co., Warren, Pa. 








Pickett Hardware Co. 
Does Nearly a Third 
of Cutlery Business 
from Thanksgiving to 
January Ist 


VERY week the Pickett Hardware Co. of Warren, 

Pa., has a special drive on some item in the cutlery 

department. Frequently two or three items are 
featured and wherever practical something particularly 
seasonal is favored. At Thanksgiving time, 
for example, carving sets will be on one of three 
available circular display tables with a price 
card visible as soon as you are able to see the 
goods. These tables have a circular display 
surface about 36 in. in diameter, are standard 
height from the floor and are lined with a green 
felt for contrast. When appropriate, special 
colored crépe paper is used over the felt. A 
1-in. ledge or wall contains the displays. 

The people of Warren look forward to these 
weekly cutlery specials. They bring many 
people into the store, where other displays also 
catch the eye and extra sales are effected. 
The special on cutlery, of course, is particularly 
potent as a sales winner for the general cutlery 
department. 

Selling 25 paring knives a week or the same 
number of any other cutlery item featured is 
no unusual feat in this store. The circular 





The Christmas cutlery display of the Pickett Hardware 
Below: A window of silverware by 
R. E. Willis for H. Herpolsheimer, Lincoln, Neb. 





A table like this offered 
a cutlery special of par- 
ing knives at 19c. each. 








———— 
a Be PE a cn J 
Lew De 











tables are placed just inside the front door and really have 

a véry important display location. There is always an 

open top display fixture featuring stainless steel items. 
(Continued on page 62) 
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with fast cutting. 

















For ROYAL 
Home No. 4B 
Use 4” x 1” Wheel 





Royal No. 4 is a big seller for average family require- 
ments where cutlery and small household tools need fre- 
quent sharpening. This model is beautifully finished in 
Royal Purple in five sizes. 


Cheney No. 7 is a thoroughly practical grinder for 
farm use and shop mechanics. A ball and socket joint 
allows the head to be tilted to any angle desired for 
grinding different tools. It also carries an attachment 
for grinding mower knives. Both grinders carry a good 
profit. 


Sold by leading Jobbers. 
Trade-prices. 


Send for Catalog and 


Royal and Cheney Grinders always combine dependable quality 





Thousands of homes find it an easy matter to keep their kitchen 
cutlery in perfect condition through their use. : 











CHENEY No. 7 
7” x 14” Wheel 
With 


Mower Attachment 


Genuine 
Vitrified 
Wheel 






























How High Are Your Sales 
Per Customer?— 


“GEM” 


increases 
them! 


HE _ customer 
who comes in to 
4 purchase other things 
i] pauses to buy a Gem 
Mor Gem, Jr. The 
4 Gem display means 
H.extra sales. 
All customers like 
a those handy nail- 
Maja clippers because they 
a trim nails and hang- 
Mails perfectly, and 
Mi work easily with 
either hand. 





Gem 50c, 


The only nationally advertised nail clippers. 


1 Copy ap- 
pears regularly in The Saturday Evening Post, Collier’s, 
and Judge. 


Transparent Du Pont “Cellophane” 
protects them from rust, dust and 
tarnish. 

The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


Gem Jr. 
35e. 





THE H. C. COOK CO., Ansonia, Conn. 











CHRADE Q)AFETY 
Push Button knife 
No Breakingof 

S 


nger natl 


<—_ Safety 
Lock) 


‘ 

Push the button and the blade opens auto- 

matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MARK 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 


Send for Catalog E. Factories: Walden N. Y.—-Middletown, N. Y. 


ee 
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KNIFE SHARPENER 


Nationally Advertised 













Sells more readily 
because of its con- 
venience. The 
one-piece steel 
handle permits 
its being car- 
ried any~ 
where. Ideal 
for home or 
works hop. 
U ne qualled 
for sickles 
and _ scythes. 


Put in a sup- 
ply for Christ- 
mas Gift Sell- 
ing. Retails for 
one dollar. A 


good profit for you. 
If not carried by 
your distributor 
write: 

THE PHILLIPS-LAFFITTE CO. 


1713 Ranstead Street 
Philadelphia, Pa. 


Incorporated 1906 























Curiosity 


Creates Customers 


GOOD window display is the 

best cutlery salesman you can 

engage. No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that 
one sale, but in the building up of 
good-will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 























Pickett’s offer the men a complete shaving supply ser- 
vice. To quote manager W. T. Kelly, “The man who 
buys a razor or razor blades needs soap, powder or shav- 
ing cream, some after-shaving lotion and talc. He will 
naturally prefer to buy blades and accessories all at one 
time and in one place. Giving him complete service will 
please him. We know he would rather trade at a 
hardware store, but unless we give him a genuinely com- 
plete service we realize that many valuable sales will be 
weaned away to those other retail channels where such 
service is available.” 

Silverware, alarm clocks, fountain pens, desk sets, and 
kindred specialties are grouped with or near the strictly 
cutlery displays. Frequent windows on these lines help 
bring to the people of Warren a selling suggestion on 
these lines. Pickett’s advertise every day and the cutlery 
department gets a full share of the advertising space. 

In connection with fountain pens and desk sets Mr. 
Kelly featured recently a line of laundry bags, figuring 
that all of these items were of interest to the student. 
He sold many dozen bags and has had a very steady 
sale on the fountain pen desks sets. He has sold these 
in offices, clubs, schools and, of course, to many private 
homes. 

Immediately after Thanksgiving the cutlery depart- 
ment and, in fact, every other phase of the company’s 
selling activity will have an attractive Christmas atmos- 
phere. Holiday colors will predominate. Price cards will 
have holly decorations and cutlery will be prominent in 
the gift suggestion window, displays and newspaper ad- 
vertising. In the December issue of Pickett’s Herald, a 
store magazine of unusual merit, cutlery will enjoy its 
proper importance. 

All pocket cutlery is displayed with blades open. Those 
shown in the show case in front bear tags which give the 
price, model number, and indicate in which stock drawer 
the particular model may be found. The stock drawers 
are hidden by an inclined green felt covered display 
panel. At Christmas time Boy Scout knives have been 
found very popular. These are tied up with colored 
ribbon as are other pieces. In other words, the cutlery 
department has a definite holiday atmosphere which re- 
minds prospects that cutlery items make very acceptable 
and profitable Christmas gifts. 

Nearly one-third of Pickett’s cutlery business is done 
from Thanksgiving Day to January first. Nearly half of 
the volume in silverware is done in the same period. 


Assortment “K” Contains Twelve Boy Scout Knives 


New York Knife Co., Walden, N. Y., recently placed on the 
market, Assortment “K,” containing 12 “Official” Scout Knives, 
carrying the emblem of the Boy Scouts of America. Six knives 
are the standard size scout knife and three are of a smaller size. 





These knives contain a large, heavy blade, screw driver, wire 
scraper, can opener, bottle opener and the new “Spiral Punch,” 
which has many uses. The remaining three knives are also 
“Official” Scout knives, but contain only two cutting blades, All 
these knives have a detachable shackle, allowing the knife to be 
hung from the belt. If the knife is to be carried in the pocket, 
the shackle can be easily removed without marring the knife. 
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You Can Control The Trade 
You Build On ,— 


STO 


= SANITARY © 
PRODUCTS 


ERE’S a line of products and a cooperation that 
every hardware dealer has always wanted. 



























The line comprises ten household cleaning products 
—Presto Products—bought and used almost exclusively 
by women. That brings you women patronage. The 
guaranteed qu@lity makes repeat sales on Presto as 
well as sales on other items. 


Here’s the cooperation. In order that these women 
ah will be sure to come to you and you only, we are selling 


atl np only through hardwarechannels.Womencan’tget Presto 


Products from cut-rate, chain or grocery stores. You 
control the trade you build and you maintain the prices. 





We go still further with our cooperation and give you 
more profit than on any similar items on the market. 
And to bring women into your store we have available, 
window and counter display, advertising stuffers 

and folders, etc. ‘ | GLENN 








You know from experience that such cooperation 
doesn’t come every day.—It will be worth your while 
to accept now! 


Special Introductory Offer 
DEALERS: Write for special offer 
to introduce the 10 Presto Sanitary 
Products. JOBBERS: Write for 
prices and complete information. 


The CHAMBERLAIN-HABER CHEMICAL Co. 
1105 W. 11th Street - + + + Cleveland, Ohio 


$0ld Only 















Through Hardware Dealers 
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Hot of the Nail Ke 


Little yarns that others have laughed 

over culled from various sources. Asa 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 












Two hunters ° ih the North Carolina 
woods had chased''a wildcat to a clearing 
and were terrified to see the beast jump 
into the window of a cabin from which 
the sound of a woman’s voice had just been 
heard. Friend Husband sat on the porch, 
rocking comfortably. 

“For heaven’s sake, is your wife 
there?” screamed one of the hunters. 

“Yeah.” ‘ 

“Good Lord, mar, get busy! A wildcat 
just jumped in the; window!” 

“Yeah? Well, let him git out the best 
way he can. I got no use for the pesky 
critters. Danged if I’m goin’ to help him.” 


in 





Nell (at telephone)—“Oh Will, do come 
home. I’ve mixed the plugs in some way. 
The radio is all covered with frost and the 
electric ice box is singing, ‘The little white 
house.’ ” 





Said Mrs. Mitchell, a middle-westerner, 
residing in New England: “In Boston I 
live and move and have my bean.” 

Arriving home from the party, Friend 
Wife took her hat and slammed it on the 
floor. “I'll never take you to another party 
as long as I live,” she said. 

“Why?” asked Hubby amazedly. 

“You asked Mrs. Jones how her hus- 
band was standing the heat.” 

“Well, what of that?” 

“Why, her husband has been dead two 
months.” 





A guest in a Florida hotel complained: to 
the manager: “Your restaurant is con- 
ducted in a very rotten way. At lunch to- 





want a chew of tobacco I make a para- 
graph.” 





A physician who was having some elec- 
trical work done, came in just as the con- 
tractor’s bright apprentice was winding a 
lot of insulating tape about a connection. 

“Well,” said the eminent M.D., “I'll bet 
that tape serves to cover up a lot of your 
mistakes.” 

“Righto,” responded the cheerful youth, 
“and I’ll bet a spade covers up a lot of 
yours,” 





A lineman with a broken leg was Pen 
to a hospital for treatment. After the leg 
had been set, the nurse asked him how the 
accident occurred. He replied: 

“You see, ma’m, it was this way: I was 
stringing for the company and I only had 
one ground mole. He sent up a big come- 
along and she was a heavy one. I was 
pullin’ on her and yelled to the mole to 
give the guy a wrap: instead he threw a 
sag into her, and that broke my leg.” 

“Yes,” the nurse replied, “but I don’t 
exactly understand.” 

“Neither do I,” said the lineman. 
darn fool must have been crazy.” 

“Don't you think that Wadsworth was 
right when he said: ‘Heaven lies about us 
in our infancy’ ?” 

“Sure, but he forgot to add that every- 
body lies about us in our maturity.”— 


“The 


| Illinois Siren. 





The New York World’s Rome Bureau 


| reports that when the King of Italy was 
signing some state papers, he dropped his 


day I found a hair in the ice cream, a hair | 
| said, “I trust Your Majesty will allow me 


in the: honey, and a hair in the apple 
sauce.” 


“Welk you see,” the manager explained, | 


“the hair in the ice cream came from the 
shaving of the ice.) The hair in the honey 
came from the comb.: But I can't for the 
life of me understand about the hair in 
the apple sauce, for I bought those apples 
myself and they were all Baldwins.” 





Visitor in a printing office—“What is 
your rule for punctuating?” 

The “Apprentice” (lately promoted to 
the case)—“I set as long as I can hold my 
breath and then put in a comma; when I 
yawn I put in a semi-colon, and when I 





‘home without his coat. 


handkerchief. Mussolini picked it up and 
to keep this as a souvenir.” 

“T fear not,’ answered the king. “It is 
the one thing left which you let me put 
my nose into.” 





“What was that noise I heard in your 
husband’s room last night?” 

“Poor John had a dream that he was in 
his car in town and he was moving his 
bed around from place to place so that he 
wouldn't be breaking the law by parking 
too long in one place.” 





It was lunch hour, and Pat had gone 
His two buddies, 





deciding to play a joke on him, drew the 
features of a donkey on his coat. In due 
time Pat returned and scowled at the 
chalked coat. 

“What’s wrong?” inquired one of the 
culprits indifferently. 

“Nothing,” replied Pat, “only I’d like to 
know which one of yez wiped yer face on 
my coat.” 





Si Brown stood on the corner of the 
main street in the busy city and gazed 
with open-mouthed astonishment at the 
stream of vehicles moving past. Finally 
he turned to his companion and said in an 
awed voice: 

“Jee-rusalem! Hiram, they shore are 
behind with their haulin’, ain’t they?” 





Ruth rode in my new cycle car 
In the seat in back of me; 

I took a bump at fifty-five, 

And rode on ruthlessly. 





He—“I come to bring warmth and light 
into the bleakness of your home.” 

Romantic Spinster—“Oh, you dear—” 

He—“Nix on the love stuff, old lady. 
I’m the installation man for the gas com- 
pany.” 








An old negro preacher was making a 
visit to the revenue warehouse. 
Revenue Officer—“What’ll it be, Eras- 


mus?” 

Erasmus—“Ah wants some sacrilegious 
wine,” 

Revenue Officer—“Some _ sacrilegious 
wine? You mean sacramental wine, don’t 
you? And what kind do you want?” 


Erasmus—“Well, boss, at last Sunday’s 
meetin’ the congregation took a vote, and 
it was unanimous for gin.” 





After running half a block to catch a 
street car, forgetful of the fact that there 
are over a hundred cars always in service, 
the man who has an office on the seventh 
floor of the Blank Building told us about 
a friend of his who staggered into his 
room puffing like a locomotive. 

“What a climb up those stairs!” he 
gasped. 

“Why didn’t you take the elevator?” he 
was asked. 

“T meant to,” was the reply, “but I just 
missed the blinkin’ thing.” 
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They're just as good 
as they look— 


You know how a customer can often tell about a 
tool by the way it looks or feels when he picks it up. 

Millers Falls Spiral Screw Drivers always look 
and feel right. The hardwood stained handles and 
nickel plated parts make a fine looking tool. Im- 
portant —but they don’t stop there. They have 
successful records behind them made right on 
the job. 


























One of our customers told us that his No. 61 screw 
driver has driven 2700 screws per day for eight 
months. Few screw drivers are given as much use 
as that in its owner’s lifetime. 


All over the country Millers Falls Spiral Screw 
Drivers are doing their work well. 


MILLERS FALLS CO. « MILLERS FALLS, MASS. 
NEW YORK, 28 WARREN ST. » CHICAGO, 9 SOUTH CLINTON ST. 


HERE ARE THE FACTS ON 
THREE GOOD NUMBERS 


NUMBERS 
61 + 62 + 67 


Can be used as a spiral screw 
driver, right or left action— 
as a ratchet screw driver, with 
spiral closed, right or left ac- 
tion—as a rigid screw driver, 
set for long or short reach. 
Hardwood handle, beautifull 
stained and hued -podished- 
Metal parts polished and nick- 
el- plated. 

Three screw driver blades, of 
different sizes, are furnished 
with each tool. 

These same screw drivers fur- 
nished with spring for quick 
return in Nos. 610-620-670. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary 
815-816 Southern Trust Building, Little Rock. 

CaLiIFoRNIA Retart HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TIoN, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

IpAHO Retart HarpwarE & IMPLEMENT DEALERS 
AssocIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisitTion, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
be held at the Cadle Tabernacle. G. F. Sheely, secre- 
tary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa RetaiL HarpWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION. Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

Kentucky Harpware & IMPLEMENT ASSOCIATION 
CONVENTION AND ExuisiTion, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LovisIANA Retai. HarpwarE IMPLEMENT AsSO- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuHIBITION, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

Misstssipp1 Retail HARDWARE AND IMPLEMENT 
AssocIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Mmsourt Retart HARDWARE ASSOCIATION CONVEN- 
TION AND ExHiBiTIoNn, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MoNTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A. C. Talmage, 
secretary-treasurer, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Denver, Colo., Jan. 17, 18, 
19, 1928. Cosmopolitan Hotel. W. W. McAllister, sec- 
retary-treasurer, P. O. Box 513, Boulder, Colo. 

NatTionaL Retart Harpware ASSOCIATION CON- 
GRESS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION. Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 

New ENGLAND HarpDWARE DEALERS ASSOCIATION 
CoNVENTION AND ExuisiTion, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


New York State Retait HARDWARE ASSOCIATION 
CoNVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 

NortH Daxota RetaiL HarpwarRE ASSOCIATION 
CONVENTION AND ExHIBITION, Minot, Feb. 14, 15, 16, 
1928. Exhibition at the Parker Auditorium. C. N. 
Barnes, secretary, Grand Forks. 

Oxu1o Harpware ASSOCIATION CONVENTION AND 
ExuisITI0n, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bidg., 
Oklahoma City. 

Orecon Retart HARDWARE & IMPLEMENT DEALERS 
AssociATION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 

Paciric NortHwWEest HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

SoutH Daxora RetaiL HarpWARE ASSOCIATION 
CONVENTION AND ExursiTion, Coliseum Building 
Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA ReTaiL HARDWARE ASSOCIA- 
TION GonvENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CoNVENTION AND Exursition, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VircIntA Retait HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Jefferson Hotel, Richmond, Feb. 
21, 22, 23,, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

West VirGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WESTERN Reratt HAarpwarE & IMPLEMENT AsSSO- 
CIATION CONVENTION, Hotel President, Kansas City, 
Mo., Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, 
Abilene, Kan. Western Hardware Show in connection. 
All hardware exhibits concentrated in Convention Hall 
udder management of L. W. Shouse, Kansas City, Mo. 

Wisconsin Retait HARDWARE ASSOCIATION CON- 
VENTION AND ExHIBITION, Auditorium, Milwaukee, Feb. 
7, 8,9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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( atch the Christmas tradewith 















this new oil range 


H=:. for the first time, 
is an oil range ideally 
suited for a holiday gift: a 
beautiful, sparkling, all-en- 
amel Perfection with every 
modern convenience. And 
we have prepared special 
Christmas trims and elec- 
tros to help you put it over 
with your trade. Order 
these today from our nearest 
branch. Give your custom- 
ers a Perfection Christmas, 
and put a man-sized profit 
in your own stocking! 


PERFECTION 


—and make aman-sized profit foryourself 


Use these talking points in 
selling the range—they win 
thewomen! .. New, modern 
design .. Full porcelain en- 
amel finish .. New colors— 
snow-white, silver-gray ... 
Long chimney burners, one 
set back... “Live heat” 
oven, built-in, enamel-lined 
..~- Lemperature indicator. 
And keep your range up 
front—for if ever a stove 
sold itself, the new Per- 


fection range does it! 


PERFECTION STOVE COMPANY 
Cleveland, Ohio 


- Paritan Oi Saves 


New! 
PERFECTION sana 


free 


Christmas trim 






and 2 ways to use it 


Decorate range 
with red crepe 
paper “ribbon."’ 
Hang poster over- 
head, draped with 
Christmas greens. 





Tie poster to door of 
range with red rib- 
bon. Decorate with 
Christmas greens. 





Order today! 


Send to our nearest branch for this 
holly trim, in beautiful colors, and 
electros of trim in 1 or 2 col. sizes. Free. 
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this quarterly Review 
of Merchandising Ideas 





O aid hardware dealers in 
f fperss their lawn mower 
sales this unique and interesting 
publication is sent out four times 
yearly. We would like to send it 
to you—a post card will put you 
on the mailing list. 





HE Blair label is also a sell- 
| ene aid. It identifies Blair 
lawn mowers to the hundreds of 
thousands of people who know 
their quality. It is evidence of 


the manufacturer’s confidence in 
his product. 


Blair Manufacturing Co. 


Established 1879 
Springfield, Mass. 


BLAIR 


LAWN MOWERS 
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Two Successful Christmas Windows 
(Continued from page 35) 


to the ceiling of the window and gluing cotton on the 
strings. 

The background was white paper trimmed with red 
and green. On each end was a small Christmas tree 
decorated and lighted with Christmas tree lights. All in 
all, says Mr. Haecker, this window was a winner. 

These windows as well as those appearing in recent 
issues of HARDWARE AGE will prove effective trade-get- 
ters if used in the way here suggested. No more proof 
could be desired than that offered by these displays, 
which not only attracted attention but sold merchandise 
that was in over-stock. Carl Haecker is an expert in 
the art of window display and his experiences with this 
work are of real value. 


The Minnows That Nibbled the Bait 


(Continued from page 27) 


inevitably cure itself and the farmer and producer on the 
land would come into his own. 
ea a 


Besides that, added this publisher, the cities are wear- 
ing out their people. The pace is too swift. The virility 
of the nation is kept up only by those who live in the 
open air on the land. In the years past, these country 
boys have been feeding the cities but as the cities become 
less prosperous this supply of raw material for city con- 
sumption will cease. Well, well, I guess I had better 
stop this line of thought. I am getting into pretty deep 
water ! 

However, I must tell you a very startling thing that 
this economist said about the tariff. At present, said he, 
almost all of our manufacturers are unanimous in favor 
of a high tariff but, as a matter of fact, many of our 
manufacturers, with the use of modern methods, im- 
proved automatic machinery and mass production in 
enormous quantities were now making goods so cheaply 
that they did not have the slightest fear of foreign 
competition. 

> +4 

Then he added: “At this time, we are going through 
a period when corporations with large capital that are 
very efficiently managed are wiping out the smaller 
corporations. If you will refer to your book of statis- 
tics, you will see that while the volume of sales of 
nianufacturing concerns is increasing, the number of 
manufacturers is decreasing from year to year. The 
big fish are eating up the little fish. Now, in the very 
near future, it will not be surprising to see these large, 
efficiently managed corporations actually calling for a 
reduction in the tariff. In order to sell their surplus, 
they need foreign markets. In order for us to enjoy 
fcreign markets, our foreign friends must share in our 
market. They must send us their product. Now, with 
a lower tariff, foreign nations could increase their pros- 
perity by selling large quantities of goods in the United 
States and then in turn, these efficiently managed 
American corporations could sell more largely to these 
foreign countries on account of their increased buying 


power.” 
x * * 


Now, for goodness sake, do not gather the idea that 
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because I simply quote what this economist had to say, 
I am advocating a reduction in the tariff! I am actually 
getting nervous about writing these articles because 
some people will insist upon misunderstanding me. Just 
because I once wrote that I believed in fewer and better 
salesmen and that a mere order-taker was not worth a 
very large salary, some of my good friends still insist 
that I said somewhere, or wrote somewhere, that I did 
not believe in the traveling salesman! I think that 
the trouble is that some of my critics get their informa- 
tion second-hand. I do not believe they have read my 
articles at all. I think that somebody else has told them 
all about what I wrote and that they have accepted these 
statements at par. I would like to feel free in writing 
from week to week to quote interesting statements that 
I hear—statements which, in some cases, may be surpris- 
ing; which may make us sit up and think. However, if 
I should do this, I am afraid the next thing I will hear 
will be some fellow moron stating that I made such-and- 
such a statement! 
i 


Recently, I received a letter asking how I amuse my- 
self. I replied that I had got more fun out of the grapho- 
phone records of “The Two Black Crows” than anything 
in the way of amusement that I have struck in a long 
time. If you have not heard these records, just get them 
for your graphophone—‘But w-h-y bring t-h-a-t up?” 


“Tron Monger” Sign 


OSEPH FAGER, a hardware dealer of Brockport, 

N. Y., built the “iron monger” sign, in the shape 
of a man, shown in the picture. In order to get a suc- 
cessful photograph of it. the figure was snapped out- 
doors, seated in a camp chair. A rough trunk of a 
body was first made, with neck, stumps of arms, and 
legs, to which the other parts of hardware were added. 
The face was made from an oval piece of tin, with the 





“nozzle” of a teapot for a nose. The eyes and mouth 
were painted on. The arms were galvanized spouting, 
one of them holding aloft a bouquet of flowers. The 
body was a drum of tin, the legs joints of stovepipe, the 
ends being slipped into rubber boots. The head was 
surmounted with a coal scuttle. 

Altogether the novelty made quite an amusing at- 
traction in the store window, and many people stopped 
to look at it, pass comment and in many instances 
entered the store and made purchases. 





To Men Who 
Love Good Tools 








To you to whom it is a source of 
genuine pleasure and pride to 
sell truly fine tools let us once 
again pledge the integrity of work- 
manship and forty-eight years of 
accumulated skill, experience and 
resources that have earned for this 
organization its reputation as the 
World’s Greatest Toolmakers. 


We wish you one and all the 
merriest Christmas and most suc- 
cessful of all New Years. 


THE L. S. STARRETT CO. 
ATHOL, MASS., U. S, A. 
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Prepare NOW Y} 
to Meet Next Season’s 


\ Heavy Demand for 
“RAIN-DROP” Sprinklers 


“Rain-Drop” is a whale of a seller, as 
any dealer who handled it last season will 
tell you. Superiority, low price, made 
possible by large volume production, and 
an attention-compelling counter display 
carton all contribute toward making it the 
fastest selling sprinkler in existence. 


It’s the one sprinkler possessing the best 
features of the costliest types, plus a visi- 
ble versatility that is unique. It is the 
only low-cost sprinkler that is completely 
adjustable to any desired position—that 
throws the spray exactly where you want 
it—no overlapping, no wastage. 





There’s more to tell—about the big profits 
“Rain-Drop” nets dealers—about our 
new, unique, mighty effective merchandis- 
ing plan, but—drop us a line and let us 
send you the whole story. 






ALSTEEL MFG. CO. 


17 Carlyle Street, Battle Creek, Mich. 


Send 
for this 










er 
9 


——————— 


RAIN 


DIR®P 
Sprinklers 







Ridiculous Requests 


PECK-O-DIRT, published by the Birtman Electric 

Company, Chicago, prints the following interesting 
bits, in its column set aside for the most ridiculous or 
unusual request by a customer. These were sent in by 
the retailers whose names are given here: 

An old man who was very deaf, came into the store 
and after seeing an ice cream cone handed to a child 
asked the clerk, “How much for such a funnel full of 
ice cream?” When told the price, he said, “All right, I 
will take such a funnel full of banalla.” 

BertTHA H. SHADE, 
Parker Ford, Pa. 


* *« * 


One day a tire was returned to us by a customer, 
who claimed it had been driven about 300 miles and had 
then blown out. The minute I laid eyes on it, I knew 
that it was nothing but a cut of some kind. Anyone 
with two eyes in his head could see that. I, however, 
wrote to the customer and told him the tire had been 
sent to the factory for adjustment inasmuch as it was 
his honest belief that the tire was defective; also that 
my opinion was that the cut in it could not be attributed 
to defective material, but that I did not want my decision 
to be final. 

The factory refused adjustment, but offered to 
repair the tire for $2.50. I immediately sent a copy 
of their letter to the customer, and inquired if it would 
be satisfactory to proceed with the repair work. He 
replied that he would not be satisfied unless we sent him 
a new tire, and that he could see no reason why a brand 
new tire should not stand up even if it were run over a 
sharp obstruction, etc., etc. 

More correspondence followed, but it was useless. He 
insisted on a new tire, or he said, “You may return it 
as it is, and I will hang it up as an advertisement for 
your firm.” He has it now, and I hope it is doing its 
duty. 

Very truly yours, 
Wo. BECKER, 
St. Paul, Minn. 


During the early days of the Ford car they were 
guaranteed against defects in material for one year; 
that is if any part proved defective within a year it 
would be replaced. 

A local Irishman purchased a Ford from us bearing 
such a guarantee and proceeded to enjoy it immensely. 
He purchased liberally, which was contrary to his very 
saving nature, of gas, oil, tires and accessories. He 
never paid for his purchases so they were automatically 
charged to his account. 

By fall his account had grown quite large so he was 
sent a statement. Within a short time he appeared at 
the garage with his “Irish up.” He sought out the pro- 
prietor and demanded an explanation. He stated heated- 
ly that he did not intend to pay the bill as he had paid 
for the Ford and the dealer had to keep it running for a 
year and stand all the expense. 

Grorce A. MEYER, 
Bloomington, Wis. 
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‘Hamp Williams on Chain Store Competition 


Commenting on the competition of chain stores, Hamp 
Williams writes Harpware AGE as follows: 


“This retailing of merchandising is like a game of | 
cards, and at present the chain stores are holding most of | 
It seems the manufacturers have been | 
dealing the cards every time, and the small fellows have | 


the big trumps. 


about played their last trump. 

“The jobbers may have a few up their sleeves. I hope 
so, but if they have they had better play them now or 
else us small dealers will have to renig on the next play. 

“We bought a small grocery store recently so we could 
get our eats at wholesale. We saw sugar advertised at 


10 Ib. for 50 cents in a chain store. Ours cost us, bought | 
of a jobber, in 1000 Ib. lots,*$6.50 per 100 Ib., so we had | 


to buy our sugar for home consumption from the chain 
store and sell our sugar on a credit and deliver it in order 
to get rid of it at our cost. 

“I suggested to our manager that we talk quality, ser- 
vice, good citizenship, etc. He said we couldn’t mix that 
stuff with sugar, you might try it on the public on some- 
thing they know nothing about. ‘Well,’ I said, ‘my ex- 
perience is that the public is hard to fool and are about 


as well posted on prices as we are.’ Prices are what they | 


are looking for, which is clearly demonstrated by the 
success of the chain stores, but in fact of all this evidence, 
every now and then some fellow bobs up and tells us 
how to overcome price competition with a lot of this 
high-powered stuff. Wait until some big chain is thrown 
around his neck and then hear him hollow calf rope, and 
he will join the down and outs, just as hundreds have 
done and more to follow. 

“The only question now is, who is next? One chain 
store system alone is adding 80 new stores every month. 
Why? Why is it? Have they all the best salesmen in 
the country, or do they come into your store and mine 
and employ one of our salesmen who are so much crit- 
icized and talked about by a lot of dreamers and theorists 
who make their living with a pencil. 

“Well we are getting a taste of the grocery business. 
We have $2,000 invested and, according to our books, 
we made a profit of $67 in October. I said to the man- 
ager, have you included all accounts at a hundred cents 
on the dollar, which we must yet collect, and did you 
deduct for depreciation on stock. He said, well the ac- 
counts are all good but I never made any deductions for 
depreciation. Then I said theoretically we made $67, but 
practically we did not make a dollar. I told him unless 
we could make a better showing than that, that I pre- 
ferred that he would not make any good statements and 
we would just run as long as we could. Now we are 
buying our sugar and a lot of other items from the chain 
stores and they say they are glad to get our trade. Well, 
say what you please about the chain stores, they have 
been rather expensive to us dealers, but they have cer- 
tainly awakened us. 

“The chain stores have been to the small independent 
retail merchants in the advertising game what the auto- 
mobiles have been to the highways. We have at least 
learned the fact, that unless we advertise extensively 
and continuously the public will forget that we are in 
business, but the great trouble now is, that we have 
waited until we have about run out of anything to 
advertise.” 






EVEREDY 


For the Boy 
or Man 


| Who Likes to Work with Tools 


| This is the illustration that will appear in our 
advertisement of December 10 in the Satur- 
day Evening Post. 


It is going to reach your customers. It is 
| going to sell C & L Everedy Torches for 
Christmas. You can cash in on this advertis- 


\ing by— 


1—Having the C & L Everedy in stock. 


2—By displaying it in your window. 


3—By suggesting it as a wonderful Christ- 
mas present for the man or boy who 
likes to work with tools. 


The New C & L Everedy—No. 158—is the 
greatest torch ever produced to sell at a popular 
price. Retails for less than $5.00. 


Get in touch with your wholesaler 
at once — or write the factory. 


Clayton & Lambert Mfg. Co. 
6282 Beaubien St., Detroit, Mich. 
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SARS EPR Bee ee ee 





PREPARE FOR THE 
Winter Demand of 
Gasoline Torches 





and Furnaces 


Covered by patents. 
No. 79 Qt. No. 80 Pt. 


Stock the “ALWAYS RELIABLE” for 


increased sales and profits. It has a good, 
long-standing reputation and is fully guar- 
anteed as to quality and merits. 








Most jobbers stock. Others will gladly 
order for you. 


Stocks in Newark, N. J., New York City, 
Chicago, and San Francisco. 


OTTO BERNZ CO. INC. 
Newark, N. J. 


Established 1876. 
Offices in Newark, N. J., New York City, Chicago, 
Fort Worth, Denver, Helena, Mont., San Francisco, 
Los Angeles, Seattle and St. Thomas, Ont. 








DEALERS, HERE'S A QUICK SELLER 


Laas eae 




















ALL 
SOOT 


Cleans °° Furnaces 


Heating Stoves, Cook Stoves, Boilers, Pipes, 
Stove Pipes and Chimneys—Clean as New 


NO WORK - NO DIRT - NO ODOR 


SIMPLY PLACE ON BED OF HOT COALS AND OPEN DRAFTS 


All the soot is quickly turned into a light, 
white, powdery ash that passes up the chimney. 


PACKED 36 PACKAGES IN A CASE 
Order thru your jobber or write us for prices. 


THE BOYER CHEMICAL LABORATORY CO., INC. 


2706 WABASH AVENUE CHICAGO, ILLINOIS 


Comment on “Game Preservation” 


AUNDERS NORVELL has received the follow- 
S ing letter of comment upon his recent article on 
“Game Preservation,” which appeared in the Oct. 27 
issue of HARDWARE AGE: 

Dear Sir: 

I have read with a great deal of interest your article 
entitled “Game Preservation” appearing in HARDWARE 
Ace for October of this year, and wish to take this 
means of complimenting you most highly on this article 
and assuring you that, in my opinion, it is one which will 
do a great deal of good for game and game preservation. 


After reading this article, I believe you will be inter- 
ested in learning what we d¥e attempting to do in this 
State. I may first state to you that our Game Depart- 
ment is entirely free from politics. We have in this 
State thirty local Game Protective Associations that are 
all very active. These are represented by a State Game 
Protective Association—the president of which is Fed- 
eral Judge Colin Neblett, who is not only an ardent 
sportsman but who has succeeded in helping the cause of 
game to a great extent. 

We have recently undertaken a scientific survey of the 
game resources of this State, which has been published, 
and under separate cover I am sending you a special 
leather bound copy, which I trust you will receive from 
a game conservationist. 

We are at present working on a scientific stream sur- 
vey, which when completed will furnish data on our 
streams as full and conclusive as those which are fur- 
nished through our game report. 

I am instructing our State Game Warden to mail you 
a copy of our next publication, The Game Conserva- 
tionist, which we are undertaking to publish quarterly, 
and after you have gone over this publication, if possible, 
we would like permission to reprint your article in the 
October Harpware AGE in our next issue of the 
Conservationist. 

With kindest regards and best wishes, I am 
Sincerely yours, 

(Signed) CHAS. PROEBSTEL, 


Chairman State Game Commission. 


Voltaire Said of Time: 


IME is of all things in the world the longest and 

shortest, the quickest and the slowest, the most 
minute and the greatest, the most neglected and the most 
regarded, without which nothing can be done, which 
devours all that is little and gives permanent life to all 
that is great. 

“Nothing is longer than time, because it is the measure 
of eternity. Nothing is shorter, because it is insufficient 
for all our plans. 

“Nothing is slower for him who waits, nothing more 
rapid for him who enjoys. 

“Time stretches out into the infinite in greatness and 
it is infinitely divisible in littleness. 

“All men neglect time, all regret its loss. Nothing 
can be done without time. It wipes out all that is un- 
worthy of posterity and immortalizes great things.” 
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SMITH 


SPRAYERS 


TRADE MARK 


<. 4a QUICK AS 


COMPARE THEM! 


HERE is one safe, sure way to convince yourself 

that the 1928 Smith Banner Compressed Air 
Sprayer is the sprayer for you to sell and recommend 
to your trade. 


Ignore all claims. Do your own proving. Compare 
them—check up on the important features that go 
to make a sprayer a good sprayer—the Banner 
against the field. Such a comparison will serve as 
an illuminating explanation of the reason why deal- 
ers who concentrate on Smith Sprayers find their 
Sprayer business growing bigger and better year after 
year. 














IN.,5 PLY SPRAY HOSE 
24 IN. LONG-COIL SPRING 
REINFORCED 


HEAVY CAST BRASS 




















PUMP HEAD, ACCU- 

RATELY MACHINED 

2 IN. SEAMLESS 

BRASS PUMP 

TANK, FULL 4 
GAL. CAPACITY 


ADJUSTABLE HEAVY 
WEB SHOULDER 
STRAP;SNAP ENDS 



















THREADED 
CAST BRASS 
HOSE CON- 
NECTION 




















5c STH 


emp Ae | 








DOUBLE SEAMED 
& RIVETED TANK 


DOUBLE TANK 
BOTTOM 


D.B.Smith & Co. 























BRASS AUTOMATIC 
NOZZLE CONTROL 





Incorporated 
For 40 years (1888-1928) Fong = 
akers of Quality NON-CLOG NOZZLE 











Utica, New York 


Sprayers 
| EXTENTION PIPE 


2 FT. CURVED BRASS i 














Good Store Fixtures 
Pay for Themselves—plus 


Too many hardware dealers meet the peak 
selling periods of the day with depleted 
energy. Reserve energy has been wasted by 
unnecessary steps, needless searching, tire- 
some explanations—irritation at obsolete, in- 
efficient store equipment that does not meet 
the demands of the present-day methods of 
merchandising. 


Warren Hardware Store Equipment 


Warren Fixtures, Dis- 
play Tables, Show 
Cases; Counters, and 
other hardware store 
accessories insure a 
bigger day’s work 
with less effort. Qual- 
ity, accessibility, service, efficiency, arrangement 
and display are a few Warren advantages. 

Countless retail dealers will tell you Warren 
Display Tables increase sales two and three fold, 
and Warren Fixtures boost sales in proportion. 


pais ey Beni T 





News Item: 


The City Hall Hardware 
Co., Providence, R. I., 
has just completed the 
first half of a new four- 
story store building. The 
entire first floor has been z 
fitted with Warren Economical Fixtures, Display Tables, 
Counters and Show Cases—designed and arranged by 
an experienced Warren store engineer. The interior 
displays of merchandise were planned to represent a 
complete showing of retail stock, with wide aisles and 
modern Display Tables for convenient shopping. 


J. D. Warren Mfg. Company 


208 W. Washington Street Chicago, Illinois 


J. D. WARREN MFG. CO. 
208 W. Washington St., Chicago, Ill. 


(1 The Warren Fixture Catalog; [] Display 





Please send me: 


Table Folder—‘‘Increased Sales and Bigger Profits’’; [] The 
Warren SHOW CASE Catalog, as featured in Hardware Age. 

PE Rw ehGi.06 Fb oN Sec hecnc ened cteberdnecercnbdsseseees a cRAeR 
Fu ae | | PT rer reer eye eee eee ee ee 
pe ctdwe bss csmaheckeetsseciteenedas chal GING ccccsetrdicize 




















74 


HARDWARE AGE for DECEMBER I, 


1927 





DIAMON D“E” 





Thousands are sold every year and afford 
100 per cent customer satisfaction. 
Durable, practical and convenient. 
Eight popular sizes. Retail 
at 60c to $1.10. 













FROM 
YOUR JOBBER 





Thoroughly practical. Easily 
attached and removed. They 
grip and hold securely. 


Made .with woven Strap 
and Buckle. 


Size No. 3 for Men, Size 
No. 2 for Ladies, Size No. 1 
for Cuban Heels. 

Retail at 50 cents per pair. 
Dealers’ price $4.00 per doz. 
pair. 

Order from your = 
or we will ship direct C.O.D 


Churchill Mfg. Co., 287 Thorndike St., Lowell, Mass. 
se 


A Complete and Profitable 


Bow and arrow Line i 


games for tiny 
tots. 











Bow and arrow 
sets for children 
of all ages. 





Bows for larger 
boys and _ girls 
and for begin- 
ners. 








Adult bows, fam- 
ous for cast and 
beauty. 





Fine target and 
hunting arrows; 
archery acces- 
sories. 


SIDNEY ARCHERY CO. 
SIDNEY OHIO 











Reg. U. 8. Pat. Off. 


UNDEF 
Boston 


Trade Mark 


The first hatchets for the especial use 
of Lathers were made in our shop in 
Boston under the Underhill Star Boston 
trade mark. The Lathers know these 
hatchets as the genuine Underhill. 


UNDERHILL BROS. 
WINTER HILL STATION 
Boston, Mass. 


Regular St. Paul 
Chicago St. Louis 


California 
Montana 




















Let’s Do Business 


HEY tell the story of a traveler who dropped into 

i a little country store one hot noontime. The 

storekeeper was sitting on a stool before the 
counter with his hands folded across his paunch. 

“T’@ like to get a couple of pencils,” said the cus- 
tomer. 

The proprietor opened one eye. 
cils,” he drawled. 

“How about that boxful in the case right behind you?” 
asked the other. 

“Oh, them?” said the dealer, slowly. 
sale.” 

That a man who holds himself out as a seller should 
sell seems altogether too obvious to make a fuss over. 
Yet how many business men deliberately chase away 
sales and then wail over “hard times”! 

Because the relationship between a retailer and his 
customer is a direct, personal one, we all can recall in- 
cidents wherein retail dealers showed a stolid indiffer- 
ence to making a sale. But that shouldn’t blind us to the 
fact that the same shortsighted policy is to be found 
just as frequently in the other links of the distribution 
chain. 

The same “I-don’t-give-a-damn” spirit may be con- 
veyed to the buyer through the statements of a manu- 
facturer’s or jobber’s salesman, or through the medium 
of correspondence. Such a general thing as the attitude 
of the firm toward its customers may reflect it. 

Did you (or your wife) ever write a letter request- 
ing information about a certain product and get an 
answer along such inane lines as this: “Yours of the 
10th inst. to hand and in reply we beg to enclose 


“We don’t keep pen- 


“They ain't for 


| descriptive literature which will give you the desired 


information” ? 

Such things are done every day, and they typify the 
passive refusal of business. 

A merchant with a stock of expensive radios logically 
ought to put a great deal of effort into “selling” anyone 
who shows even a passing interest in the devices. Yet 
a writer relates how he went into eight or nine stores 
seeking a certain model of radio and was given a real 
sales talk in only three of the places. In most cases 
the salesman (or proprietor) merely answered his ques- 
tions and let him walk out without further conversation 
or proffer of information. One clerk’s sales efforts 
consistéd of three words (each an answer to the (Pros- 
pective buyer’s questions )—two “nopes” and one “yep.’ 

Business men—and “just folks’—tend to patronize 
houses where they can make purchases with the least 
mental and physical effort. “The customer is king.” 
And it is up to the seller, not the purchaser, to put him- 
self out, if there is any putting out to, be done. If the 
seller is unwilling, he should not tell the world that he 
has goods for sale. 

Plenty of others will jump at the opportunity to get 
good American cash.—The Bull’s Eye. 


Verified Retail Store News 


A. A. Turner & Co., has taken over the business of C. T. Jester in 
Cannonsville, N. Y. 

Guildner & Petty have succeeded Pringle Hdwe. Co. in Grant, Neb. 

The Roemer Co., Creighton, Neb., are conducting the business formerly 
run by E. A. Roeme r. 

Gooderidge & Coteman is the new name for the Pahl & Gooderidge in 
Elmwood, Neb. 

Wm Coffey has succeeded Coffey & Johnson in Cody, Neb. 
Wheto Hdwe. Co., Whitefish, Mont., has sold an interest to L. J. 

errill. 

Air Hardware Co. is now in business at West Plains, Mo. 

L. Turner, Pattonsburg, Mo., has succeeded B. A. Yates of that 


place. 
R. D. Wilson has taken over the Ben Morris Co. in Memphis, Mo. 
West Concord Hdwe. Co. is the successor to Achata & Fishbaugher in 
West Concord, Mian. 
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W. ROSE 


Pointing Trowel No. 75 





FOR SALE THROUGH ANY GOOD WHOLE- 


SALE HOUSE 
be me _ Especially useful for laying tile, it should be 
diinins: taneen displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 











This is the 


ADZE 


you can sell 





Further, it stays 
sold. It has crucible 


tool steel edge and m 
head and willootvest 1 1 Rubber Chair Tips 


two or more cheap 





Since 1837 adzes. a - ‘ 
fall nl of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
Do This injury to the floors and muffle noise without 


leavin 3 
Order even a half dozen, show them to your customers eaving a mark 
and if they do not sell, and sell fast, we will take them Our Catalogue shows our complete line of 


back. SES : : : 
Have You Our New Catalogue? rubber specialties with prices. Send for it. 


THE L. & I. J. WHITE CO., Inc. ELASTIC TIP CO. 


125 Columbia St. Buffalo, N. Y. 370 Atlantic Ave. Boston 

















CT 
LLL 


am 














Derccruom 


Spruce Only—Air Dried—Full Strength 
Send Us Your Order—We Pay Freight 
Can’t Sell Them If You Don’t Have Them—Get Latest List 


W. W. BABCOCK Co. Bath, N. Y. 
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Keep Moving 
the Goods 


Countless tons of hardware 
are regularly hauled from 
Manufacturers’ Plants. On 
to the jobbers to be shipped 
to the dealers—who keep it 
moving to a ready, waiting 
market. 


This ready, waiting market 
is stimulated by the Dealer 
—largely through the prac- 
tical merchandising stories 
and proven sales creating 
ideas furnished him weekly 
by his trade paper, Hard- 
ware Age. 


Hardware Age keeps mov- 
ing the goods. 


Hardware Age 


239 W. 39th St. 
New York City 
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LIBBEY-OWENS 


LESS BREAKAGE 


with 


Libbey. Qwens 


FLAT-DRAWN CLEAR 


SHEET GLASS FOR WINDOWS = iicnis martes lee 


Dealers everywhere increase 
their profits with LIBBEY-OWENS 
flat-drawn clear sheet glass 
because with it there is less 


breakage—in trans- 
portation, in han- 
dling, in cutting, and 
in glazing. 


There is less break- 
age because LIBBEY- 
OWENS flat-drawn 
sheet glass is really 
flat, being drawn that 
way from the molten 
state, and because 
its perfect annealing 
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ROGRESSIVE dealers 

who handle LIBBEY- 
OWENS flat-drawn sheet 
glass are cashing in 
on the LIBBEY-OWENS 
national advertising 
campaign —a campaign 
which is selling the pub- 
lic on better glass for 
windows, and teaching 
them to identify supe- 
rior glass by its name— 
LIBBEY-OWENS. 


ere 
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eae A Libbey-Owens "'‘A” quality 
y 


insures the absence of internal 
strains and brittleness. 


LIBBEY-OWENS “A” quality glass 
is paper packed, with white 


watermarked paper 
between the lights— 
and each individual 
light bears the famil- 
iar LIBBEY-OWENS 
label. It is available in 
whatever quantities 
you desire. 


Look for the LIBBEY- 
OWENS label—it is 
the sign of superior 
glass. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 


FLAT-DRAWN 


TOLEDO, OHIO 


CLEAR 


SHEET GLASS 


FOR 


WINDOWS 








Distributed through representative glass jobbers and used by sash and door manufacturers everywhere 
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ite time 
istvibutors 


HE tire world is asking why so often 

COLUMBIA becomes a lifetime prop- 
osition—why so many successful distrib- 
utors. have handled this Tire exclusively for 
nearly twelve years. 


The answer is based on four outstanding 
considerations: First, unchanging Quality; 
Second, complete non-interference with dis- 
tributor jurisdiction; Third, unequalled 
merchandising co-operation; and—Fourth, 
an exceptional margin made possible by 
lowest operating costs in quality manufac- 
turing field. 


If you, too, are looking for the “lifetime” 
Tire, write or wire Columbia. 
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ACCO No. 8 Sash Chain is now fur- 
nished in an attractive display holding 
ten boxes. Each box contains 14 feet 
of chain with necessary attachments, 
enough to replace the cord in any 
average window. 







Individual box— 
full size 

























Use this counter display— 


Each year millions of windows, new 
and old, need ACCO No.8 Sash Chain 


Many of your customers have a window or two that need 
ACCO No. 8 Sash Chain. But fixing windows is one of those 
repair jobs that needs reminding. This display will do the trick. 


On the back of the flap are listed some of the important ad- 
vantages of ACCO No. 8 Sash Chain—as a reminder to your 
salesmen. 


Also tell your contractor and builder trade about ACCO No. 
8 Sash Chain. Ease and speed of installation, elimination of 
knot-tying and waste—these are just two of many reasons 
why ACCO No. 8 Sash Chain has become more and more 
popular with builders. 


Ask your jobber for a supply now. Or write us direct. 


AMERICAN CHAIN COMPANY, Inc. 
nag sti Connecticut 
Dis Sales Offices: 
Boston Chicago New York XL Philadelphia Pittsburgh San Francisco 
In Canada: 
Dominion Chain Company, Limited, Niagara Falls, Ontario 


World’s Largest Manufacturers of Welded and Weldless Chains for all 
Purposes and makers of the famous WEED Automobile Accessories 





~ * = — eS ee a 

J NOTE: ACCO No. 8 Sash Chain er freely and silently over pulleys 
* originally intended for cord. 

ACCO Sash Chain has been approved by the Investigating Committees of Architects and Engineers 
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RINGCO Offers the Very Latest Designs 








No. 3672 
WALL SOAP DISH 
Dish, 5 inches long, 37% inches wide 
Wall Plate 2 inches diameter 





Just as people seek up-to-date styles in garments, so 
do they seek the newest designs in Bath Room Fix- 
tures. 


If you are handling bath room fixtures that are slow 
sellers, because they are “out of style,” investigate 
the sales possibilities of the RING? line. 


Besides real “Class” in bath room fixtures RINGCe 
offers durability and long wear, because these at- 
tractive Heavily Nickeled Fixtures have a base of 
SOLID BRASS which will not rust or wear out. 


Send for latest Catalog and Trade-prices. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 














These Fast Moving PREMAX Radio Accessories Make 
Friends and Money for Hardware Dealers 


Here’s a surprisingly easy 
way to earn extra profits— 
to hook up your own in- 
stallations—to help your 
customers get better recep- 
tion. 


| Convenient Premax steel 
masts fit any roof or ends 
and sides of buildings. Two 
lengths—7 and 10 ft.— 
\ both telescoping to a 4 ft. 
section for easy stocking 
and erection. Rustproofed, 

// |. \\ attractively finished in olive 
| \ drab enamel and priced to 

~ sell at less than the cost of 


10 ft. 3-section Premax Pee cesses sssessseeses sess ssessesseseesseseeaan 


Mast complete with guy ' 
wire, pulley and roof 4 NIAGARA METAL STAMPING CORP. B 
anchors. i Niagara Falls, N. Y. HA-12-1-27 : 
i Please send, through our nearest jobber, samples and full details of Premax 4 2-section outrigger arm 
§ Masts and Accessories including particulars of FREE Counter Display 9 adjustable from 12 or 20 
§ Models. i inches. Capped with 
: PPP UTPETTULCCIVTCTTTTrr Li ee y white porcelain insulator 
DW MREOEE. vs cknccnccedcccecscnpnoreconsdeaesecesscehstesenegesessesebesse : on end. 
© AMM 2 cali kin Ue Shas ctbesnend<vepoapeeiease nied RT Te 4 


a good wooden 


pole. Adapter for 
Premax out- Ball Type and 
Similar Antenna 


rigger arms, Attaches to top of 
spreaders and Premax Mast~Threaded 
adapters for to fit Ya" pipe-thread 
antenna of 

various types also meet con- 
sumer requirements to an 
exceptional degree. 

Get in while the getting’s 
good. Mail the coupon be- 
low for samples, and full 
information on the sales pos- 
sibilities of these profitable 
items. 





PAT. PEND. 
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Old Man RUST 


no longer 
works in her 
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Stovoil has ended Old Man 
Rust’s reign in the kitchen. 
Thousands of housewives 
are now using this great 
cleaner and rust preven- 
tive to keep Rust from 
marring their stoves. 
Old-fashioned stove pol- 
ishes merely hide rust. 
Sell your customers Stov- 
oil—it cleans, polishes, re- 
moves old rust, and pre- 
vents rust from forming. 
Your trade will welcome 
Stovoil. 

May we send you circulars 
and prices? 


INAWINK 


Cleans and polishes Porcelain, 
Baked Enamel and Metallic 
Surfaces. The most effective, 
rapid and economical polish of 
its kind on the market. 

Let us send you a sample— 
you'll see why INAWINK 


sells. 








 (RouncesvStequd Measure J 
= TOM JAP - 


SsTOVOoIL 































Superior Labora’ 
BANC RAPS M 











Superior Laboratories 
Department 902 


Grand Rapids Michigan 
Exclusive Pacific Coast Distributors: 

BOD Dilame Bhai. ccc cnc cect seeks San Francisco, Cal. 

eh MME» Oct nae soos os bas see hee Los Angeles, Cal. 


eS ae eee ee Seattle, Wash. 
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The Chair 
That’s 
THERE! 


FT / 
hhhts 





WML COT DLLALUL TELEPORT 





Another STRONG Factor! 


Because the TUCKER’WAY is so well built, it is 
as strong as an ox, and won’t weaken under a heavy 
load—it won’t rattlé nor cave in, nor tilt, nor break 
through if you stand on the slats. 

Built of beech—uniform in color—dipped in water- 
proof varnish. You can leave it in the rain and it 
won’t turn white, nor warp—being built entirely of 
wood, it can’t rust. There are no metal stampings to 
get loose, come off, catch one’s clothing, pinch the 
fingers or the seat. No sharp corners anywhere—thus 
protection for the floor, the clothing, and the flesh, 


> 
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Won't Tilt—Well Built 


The chair that’s easy to open and easy to close. 
Use your foot and save pinched fingers! Easy to 
stack (folds flat) and EASE-y to sit in—exception- 
ally wide seat and back. Built for comfort as well 
as speed; built for weight as well as wear. 

This chair costs you less and sells for less, and 
sells and sells and sells, singly or in sets at a 
yenuine profit. A real piece of merchandise that 
is well established and gging over BIG everywhere. 


Get the Dealers’ Dope! 


Let us send sample chair. Knock 
it about and treat it rough. Dem- 
onstrate it to your customers in 

this way and they will buy, you » 
bet. Sell to theaters, your Cham- 
ber of Commerce, and other as- 

semblies. Wrtie for the dope. 


“Peerless Camp Furniture 


Another product of the HOUSE 
OF TUCKER. Others are Tu- 
duco Tents, Kantskratch Mops, 
etc. Send for prices. 


OEE ZRII ILLITE DOPE TOMI DE TPP ULLDY OTT 























Warehouse stocks in 
Oklahoma City, Dallas, At- 
lanta, Chicago, Minne- 
apolis, Kansas City, New 
York, etc. 


TUCKER 


Duck & Rubber Co. 


Fort Smith, 
Arkansas 














American Steel & Wire 
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Company 





- American, 
Royal 
Anthony, 
U. S., 
National, 

Monitor 
and 
Prairie 
Fences, 
Steel Gates 
and 
Steel Posts 


These products are nationally adver- 
tised—made in the most up-to-date 
plants—are the result of more than a 
quarter of a century experience and 
are backed with the strongest possible 
guarantee. You insure having satisfied 
customers and steady patronage when 
you sell any of the above brands, 
















Dealers Wanted Everywhere 


American Steel & Wire 


Company 
Sales Offices: Chicago, New York, Boston, Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo. 
Detroit,Cincinnati,Baltimore WilkesBarre,St. Louis, 
Kansas City, Minneapolis, St. Paul, Oklahoma City, 
Birmingham, Atlanta, Memphis, las, ver, 
Salt Lake City, U. S. Steel Products Co., San 
Francisco, Los Angeles, Portland, Seattle. 























SPRING HINGE 


Just because they are called SPRING 
HINGES doesn’t mean that we all can’t sell 
these in the Fall and Winter. 

How about storm, coal room, fruit cellar and 
attic doors?—lavatory and wash rooms in pub- 
lic buildings?—partition gates and scores of 
other places? 


KING 


Take-Apart Adjustable Hinge 


Its trim appearance and popular price help 
sell it but downright satisfaction keeps it sold. 
Order your season’s stock now and be sure to 
have it in time for the early trade. 

The KING Take-Apart Adjustable Hinge is 
made in four types—full and half surface, ball 
and plain tip. Simple, strong, all-steel con- 
struction insures long life and freedom from 
ordinary hinge troubles. The oil tempered 
steel spring is easily and quickly adjusted to 
the right tension for any door. The Take- 
Apart feature allows the door to be taken 
down at the end of the season without remov- 
ing any screws. 

Like all A-P products, King hinges are packed 
in excellent cartons that save shelf space and 
prevent lost parts. Easily packed for reship- 
ment to customers. 


ALLITH-PROUTY COMPANY, Danville, Illinois 


Manufacturers of 
Spring Hinges 


Garage Door Hardware 
Overhead Carriers 


Fire Door Hardware 


Allith-Prouty 














Rolling Ladders 
Door Hangers 
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GREASE Cups 
and OiL Cups 





For Every Purpose 


Included in the Bowen line 
of grease cups and oil cups, 
are lubricators of the exact 
type and size to meet every 
lubricating requirement. 


Catalog No. L-104 showing 
more than fifty other types 
will be sent upon request. 


BOWEN PRODUCTS 
CORPORATION 
AUBURN NEW YORK 


Branches 


BOSTON 161 Massachusetts Ave. 
CHICAGO 412 Wrigley Bidg. 
CLEVELAND 7113 Euclid Ave. 
DETROIT 2760 W. Warren Ave. 
KANSAS CITY 1322 McGee St. 
MINNEAPOLIS 983 17th Ave., S. E. 
NEW YORK 220 Broadway 
SAN FRANCISCO Monadnock Bldg. 


No. 5739 No. 118 


Attractive Counter Dis- 
plays containing assorted 
sizes of the types of grease 
and oil cups most in de- 
mand provide the dealer 
with a quick and easy way 
to sell and also a con- 
venient method of stock- 
ing these small parts. 














CORBIN 


Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatie Screw 


Machine Products 
Stove Bolts 
Tire Bolts 
Agricultural Bolts 
Sink Bolts 
Hanger Bolts 
Machine Screw Nuts 


Stove and Tire Belt Nuts 


Semi-Finished Nuts 
Castellated Nuts 
S.A.E, Nuts 
Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 
Sash Chain 
Escutcheon Pins 
Speedometers 


RD 





WE Va = ] 











NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 


Western Factory—Dayton, Ohio 


UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
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The 
Contact Points 
of 
Construction 


Wherever construction 
work is going on, screws 
form the contact between 
building units. If the con- 
struction is to be lasting, 
the screws bear much of 
the responsibility. 

For over a century American 
Screws have been at work 
making the contacts tight and 
lasting. Their slots stand the 
strain of rough handling ané 
their threads hold fast. 


We can promise prompt de- 
liveries from the large stocks 
at Providence and Chicago. 


woop screr’s we 
STOVE BOLTS H 


MACHINE SCREWS 
4 TIRE BOLTS 
F 
. 


— yY 
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“Put It Together With Screws ” 
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“Throughout 
the life of any structure 


GRIFFIN HINGES 
| prove worthy of theim- 
portant part they play 
in daily service + « 











SCREW CO. | 
PROVIDENCE. R.1.U.S.A. 


WESTERN DEPOT: 225 West Randolph St., Chicago, Il!. 





RIFFIN 


Manufacturing Co 
ERIE, PENNSYLVANIA 


vanch Offices , 


New York, 45 Warren St. 
Chicago, 555 W. Randolph 8t. 
Boston, 124 Pearl St. 

San Francisco, 703 Market St. 
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Experience 


Today, experience writes’ the 
specifications for Hollow Screws. 
Theories and claims don’t sell ’em. 


All makes, all styles of Hollow 
Screws have had their years of 
test. Time has settled the merits 
of socket-design and fabricating 
process. 


Today’s chief ‘‘argument’’ for 
ALLEN Screws is found in most all 
machinery in all industries. It’s 
found in the fact that the ma- 
chinery runs without breakdowns 
from hollow screws. 


Cold-drawn sockets, 30% greater 
strength. Clean, true hexagon 
holes; firmest leverage for the 
wrench. Special - analysis alloy 
steel; special heat-treating for dif- 
ferent-style points and diameters. 


Experience has written the. speci- 
fications; we fill them for you. 


The Allen Mfg. Co. 
139 Sheldon St., Hartford, Conn. 


Branch Offices: 

Ww. C. Stauble R. E. Gregory 
3360 Pasadena Ave. 816 Mulford Street 
Detroit, Mich. Evanston, Ill. 

E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 
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When they’ve used 


a Cheney 
Nailer— 


+ » » men are so enthusiastic about 
its clever nail-holding arrangement 
which permits of one-handed nail- 
ing high above a two-hand reach 
that they lose no time in spreading 
the good news among their ham- 
mer-using friends. 

Every mechanic who knows a 
thing or two about hammers 
agrees that the Cheney Nailer is 
the handiest hammer ever made. 
Not one of the Cheney good points 
has been sacrificed for the nail- 
holding device, either. Handle, 
head, “hang”’—all are distinctly 
“Cheney” and all decidedly right. 
Cheney Nailers as well as all the 
other well-made Cheney Hammers 
are a good line to carry. They are 
the hammers men like best and 





106-110 LAFAYETTE ST. NEW YORK CITY 


‘Sy {e\@s 


‘Gene ams 
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Tool Cases You Can Sell with Confidence 
BECAUSE 


The Green Line policy to build the best 
tool case possible, and, to stand back of 
every case, protects you and your 
customers. 


GREEN-CASE, INC. 


Main Office and Factory, Eastern Office. 
1550 Layard Ave., 89-91 ae . 
Racine, Wis. New York, 





No. 90-32—Full size, No. 85-32—Popular priced 
Carpenter Shoulder Case. 


Carpenter Suit Case Chest. 














STAR HEEL PLATES 
“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 


Because they are made of the very best annealed malle- 
able iron and are larger ard heavier than other brands. 


Send us vour order today. 





























This better Wire Cloth 


sells faster 


There's a reason for it. Over half a century .of No. 6 
wire cloth manufacturing experience has placed 
“Buffalo” standard hardware grade foremost on the 
b market. For quality, durability and adaptability, it 
is unexcelled. No. 5 
After the cloth is woven, it is thoroughly galvanized. They 
This renders the fabric absolutely rustproof and sell a STA 
firm, capable of withstanding more wear than plain R ». 
steel cloth, and providing a smoother surface. and “QUID: No. 4 
Stock sizes range from 2 to 8 mesh, 24-30-36-42-48” sell 
wide. Any other mesh or gauge of standard hard- end ee STAR 
ware grade wire cloth on order. sell eo UN - No. 3 
Send for Catalog 8 A-B 
STAR 
Atl No. 2 
BUFFALO WIRE WORKS CO., Inc. oui, " 
(Formerly Scheeler’s Sons) Est. 1869 ans 
518 Terrace, Buffalo, N. Y. OUIING No. 1 
No. 0 


BLOW TRE 


MADE UP TO A STANDARD—NOT DOWN TO A PRICE 
103 


Fy 





These illustrations are % size. 


STAR HEEL PLATE CoO. 


LOUIS SACKS, Inc. 


Newark, N. J. 


U. S. A. 






















FAULTLESS 
CASTERS 


Canadian Factory: Stratford, Ontario 


FAULTLESS CASTER COMPANY (3'o%.'s's 
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[UFKIN TOOLS 


SUPERIOK LN QUALITY AND DESIGN 
. Winning Their Way with Mechanics and Dealers to the High 
Position Held by 


GFATH 'VAPES “© ws 








ee 


all —" aa 


We offer also 
GENUINE STAINLESS 
STEEL TAPES 


Send for 
Catalog No. 11—Tapes and Rules 
Catalog No. 5—Tools 


HE [UFKIN fpuLe C0. 


SAGINAW, MICH. NEW YORE 




















A “Wrench Store” in 
Condensed Form 


$25 85 


You'll be surprised at 
the volume of wrench 








H business this attractive 
Rivets little i yd — — 
P you. s stocked with a 

Roofing Nails varied assortment, care- 
fully planned to meet the 

Scratch Brush Wire needs of the garage, ga- 


rage mechanic, car owner, 
mill, factory, etc. 
Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 
All-steel Cabinet in handsome dark blue and orange, 17 x 
23% x 10 in., with assortment of 62 Wrenches, Sockets and 








THE BRIDGEPORT SCREW CO. Parts, complete. Dealer net price $25.85. 
Bridgeport, Conn., U. S. A. Write for Walden-Worcester Wrench Catalog 27. 
Representatives: Mfrs. wasn ae Se aa Teele. 


Milton Pray Co., San Francisco, Los Angeles, Seattle Worcester, Mass. 


George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 




















It’s time to order 


CROWN TREE HOLDERS 


They are selling better now than ever 


For seven successive seasons all previous sales records were broken, : 
~<a an increase of over 428% in that time, although they have had a very 
— Aa successful sale over thirty-five years. Hor" i einctnsiacenennateig 
They appeal to that desirable class of customers who 
want something worth while and are willing to pay for it. 
ane are graceful, attractive and with ordinary care last a 
etime. 










They sell themselves 
A very attractive three color show card . acked in each case. Dis- ; 
“a played in your window, this will greatly h ip sales. Every sale of a <> 
“eae Crown means the profit of several sales of the cheaper kind but with “=< 
iat ad a less time and sales effort. Why not order now? Pe ae are 


S1zes—2 1N, AND 3 IN. NORTH BROS. MFG. CO., PHILADELPHIA, PA. S1zEs—2 IN. AND 3 IN. 
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Silver Lake 


the 100% Cotton 
Sash Cord 


Architects, builders, carpenters know the more 
than “double duty” rendered by a sash cord of 
100% cotton. 

Being free from sizes and loading materials, it 
costs a bit more, to be sure—but the extra wear 
more than offsets this. 

SILVER LAKE is such a cord. And it’s guar- 
anteed for 20 years. 


No sash cord 
replacements Tell your cus- 


tomers about it 
fot CO —and order 
from your 
2 Ya wholesaler now. 
fl 


Silver Lake Co. 
Newtonville, Mass. 


> Oe = ee - Oe mee 


Cordage 

















MODEL 27 


“Favorite” 


Retail Price 










Single Shot. Take- 
down. Octagon bar- 
rel. PROOF 
TESTED. .22 long 
rifle; .25 rim -fire; 
-32 long rim-fire. 


FAMOUS 
AS 
CHRISTMAS 
GIFTS 


2 leaner sixty years = con- 
stantly growin ularity, 
Stevens po om: Rites 0 
been the accepted Christmas gift 
in countless ona A Stevens 
.22 Display will bring you many 
holiday customers. Now is the 
time to stock. 


The Jobber’s Salesman Will 






MODEL 11 
“Junior” Show You This Line 
Retail Price 
$4.25 J. STEVENS ARMS COMPANY 
Dept. 1094 Chicopee Falls, Mass. 
i cia fe she ‘ ‘ Owners of Page-Lewis Arms Co. 
Take-down rifle for Owned and Operated by 
-22 cartridges. SAVAGE ARMS CORPORATION 
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Pistol Grip Saw Set No. 695 
With OSCILLATING Plunger 


This well known saw set is 
made with a thorough under- 
standing of requirements. 


Mechanics, carpenters, and 
all who set saws, like it be- 
cause the OSCILLATING 
plunger (an exclusive feature ) 
permits the setting of the 
teeth on both sides alike. 






Patented 
April 8, 1924 


Packed one in box with simple directions. 
Always a good seller. Send for Trade-Prices. 


Manufactured by 


E. C. STEARNS & CO., INC., Syracuse, N. Y. 


Makers of good hardware since 1864 
Lawn Mowers, Saw Vises, Clamps, Lock Fast Gates, Floor Serapers, etc. 


Sales Representatives: 
W. R. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A, Troy, 150-152 Chambers Street, New York. : 
Deveney & Palmour, 707 Fourth National Bank Building, Atlanta, Ga. 


Canadian Representative: 
George J. B, Ramsden, St. Thomas, Ontario, 





TT 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

‘ Mail Order Houses handling hardware and housefurnish- 
ings. 
Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
ble in economic direct-by-mail tion work and also a 

elpful guide for salesmen’s calls. ery sales manager 
desk, and every salesman could profitably carry 


have one on his 
a copy in his . Since the previous issue was published there 
have been more n 10,000 additions and corrections, and these 
all appear in the current Highth Edition. 
Hardware Wholesalers find V. Thet of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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Big Sellers During the Winter 


Continental Cloth Window Ventilators are 
big sellers during the Winter, because they 
admit plenty of fresh air, without drafts. 


METAL FRAME or WOOD FRAME 


Cloth Window Ventilators 


also exclude dust, rain or snow. Sizes adjustable 
for all windows. Guaranteed by the largest manu- 
facturers of Screens and Ventilators in the world. 


Your Jobber will supply. 


CONTINENTAL SCREEN CO., 
Detroit, Mich 


1323 Book Bldg. > 














” Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a livin 
certainly wouldn’t want to carry a hod’ tha 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece . You w go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in 
who are bearing the discomforts o 
leaky hods simply because they have at 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 
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Double Acting Pantry Floor Check 
No. 10 and No. 15 


This check was especially designed for Pantry Doors, Gates 
in Office Railings, etc.; it brings the doors quietly to rest 
at center without any ‘of that nerve wrecking ‘‘Flip-Flap.” 

Can be famine either with or without AUTOMATIC 
DOOR HOLDE When opened to 90 degrees it auto- 
matically holds te door in that position so that no extra 
holder is needed. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 




















Handle Bigger Business 
With Less Effort and Expense 









Pa., is a fine example of 


This store of James McCullough & Son, Kittanning, 
the attractiveness of 


HELLER 


Business Building Store Fixtures 


Fine attractive displays sell more merchandise—convenient dis- 
plays require less effort and fewer floor salesmen. Inventory 
time is the ideal time to make the Heller installation you have 
been wanting. You inventory and move stock at the same time. 


0B St., Montpelier, Ohi 
W. C. Heller & Co. i Suite 500, PNew’ York. City 


20 Vesey St., 


Send details and prices on items checked— 


O Display Tables 
O New Design Cutlery Case 


0 New Type Saw Rack 
O Display Door Cabinets 
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Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 
CHICAGO 


6249 to 6265 West 65th St. 
Telephone Hemlock 4484 


CLEVELAND 


Union Ave. and E. 72nd St. 
Telephone Broadway 840 








Rubyfluid Soldering and Tin- 
ning Flux is used by thousands 
of Plumbers, Electricians and 
Mechanics because it fluxes per- 
fectly, is non-corrosive, abso- 
lutely safe to use, and a little 
goes far. 

It saves solder on every job. 
Send for Free Samples and 
Trade-prices. 


RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 


Saves 
Solder 
On 
Every 
Job 











IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








AJAX 
ST. LouIs 
Multi Radio Plugs 
No. 18—For Jac 
No. 18A—For Binding 


AJAX St. Louis For 
Radio Accessories 






Complete Antenna Sets or any Parts—at Lowest 
Factory Costs — Standard or Special Assemblies 


Write for Price Sheets on Complete Line 
AJAX ELECTRIC SPECIALTY CO. 
1926 Chestnut St.—St. Louis, Mo. 








Geo. W. Diener Mfg. Co. 
400 N. Monticello A ve., Chicago, Ill, 





the full nam 


lLook for 
Russell Jennings 
Auger Bits 
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Russell Jennings Mfg. Co. 
Chester, Conn. 








Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 





, 
BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


STAI LLL 
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There’s a Mine 


of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 
thoroughly. 
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out of 10 


EN who come into 
your store are 

tool buyers. Eight out 
of ten men own a fair 
equipment of simple 
tools and take pride in 
their ability to do things lA 
with these tools. ° Keep ‘ Famous Star Fount Drinking Fountain 
Lda Wig Nat goie! for Mason Jars Thick Insulated Walls 

1 ) - 


ters and Chain Cutters 
on display—you will : *MOE’S LINEB’’ 








multiply many times 
your sale on these tools 
by keeping them where ‘ is a big, complete line of poultry supplies, 
they will be seen by s and a satisfactory, profitable line to sell. 

your trade. ba Everything for the poultry man, fountains, 
feeders, hoppers, incubators, brooders, etc., 
iin. “Bocas ite “te all designed right, well made, and moderate 
carried in stock by in price. Make your store headquarters for 
nearly all leading this distinctive and popular line of Good 


jobbers and supply Poultry Supplies 





H-K:- PORTER INC Send for New Catalog—Now Ready 


staal ee ad ! OEFT & CoMPANY 








INCORPORATED 


2305 Davis St. North Chicago, IIl. 

















Does Your Stock 
Y \ Include All Sizes 
? ‘ From 6’ to 21/’? 
Quick Service Most dealers find it pays 


to carry all seven sizes of 
Quick service in securing ATLAS COES Steel Handle 
Tacks and Small Nails may hold Wrenches. 

the customer. By so doing they avoid the 
risk of losing customers 








Immediate shipments right from who, when they demand a 

stock—from either Fairhaven, certain size wrench, won’t 

Mass., St. Louis, Mo. accept any other if the par- 
ticular size they ask for is 

The largest and oldest manufactur- not in stock. 

ers of Tacks, and Small Nails, in Your Jobber will supply 

the world, assures dealers of prompt you. 

service as well as known quality. 

Send for complete catalog. Seven Sizes: 

Sizes 6” to 21” 














——lA\ 


COES WRENCH CO. 


“In Business Since 1841” 





ATLAS TACK CORPORATION Worcester Mass. 
Fairhaven, Mass., and St. Louis, Mo. SELLING AGENTS 
The largest and oldest manufacturers of Tacks J. C. McCARTY & CO............ 253 Broadway, New York 
113 Chambers Street, New York 


and Small Nails in the world. JOHN H. GRAHAM & CO { 
‘ * (61 Shoe Lane, London, E.C. 
Established in 1810. FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 
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Multiply 
Shovel Profits! 


Sell the Fulton Family of fire shovels—com- 
plete line of sturdy and attractive shovels that 
will give a lot of satisfaction to your customers. 
Write for details today and get ready for your 
winter's business in this line. 


Patent Novelty Co., Inc., Fulton, Iil. 
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Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog. 
C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 




























This display tray 
contains 11% doz. 
hammers to retail 
for 50c, 75c and 

$1.00 f) 


Dealers tell us this de 


tray has trebled rr 
raat \ 


HAMMERS 


| CRESCENT | | ACME | L RED TIP | 
™, 


= 


Ls 
Namely 


their hammer 

sale. 

Ask your jobber “| 

for No. 90 Display 

Tray. 
EVANSVILLE 

Tool Works, Inc. 


Evansville, Ind. 


EVANSY F111 








Give them PHENIX QUALITY 


In Storm Sash and 
Screen Hangers and Fasteners 


Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
lest applied, most 


efficient--that’swhy ao 
they sell best. New A, 
improvements put : 


them in a _ class B 
of theirown. Write 
to-day for Catalog 
showing full 
Phenix line. 
Samples free. 
eas 
oo 
o 








Sold by all leading 
jobbers. 


No. 115 Fastener 


PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 
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Insure perfect shelf service for any line of merchandise. 
with convenient full 
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STRATTON = sr" 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











TAPLIN EGG BEATERS 


A full line to meet every requirement— 
Family Size—Hotel Size—Cup Size. Mam- 
moth Size for Restaurants and Hotels. The 
standard Egg Beaters for over 30 years. 


The Taplin Mfg. Co., New Britain, Conn. 














FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike 











other bits, is guided by its Circular Rim instead of its center, consequently 
it will bore any arc of a circle and can be guided in any direction, 


gins A fine and delicate patterns, veneers, screen work, scalloping, 


The Progressive Mfg. Co. - - - Torrington, Conn., U. S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 
regardless of grain or knots, leaving a true polished sur- 
ace 


It is preferable and more expeditious than chisel, 
gouge, scroll saw, or lathe tool combined for core-boxes, 


fancy scroll twist columns, newels, ribbon moulding and 
mortising, etc. 











Wright’s Jennings 
High Grade 
Auger Bits 
The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 
U. S. A. 











Confidence in 


im Brand | 


Tungsten ee is shown by 20,000 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 


‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.” 









































Be ready for these | ; FLEXIBLE RUBBER TUBING See 
old-time ; TACKING FLAP that hole! 


Hand Card Lakewood noisunr-rnoor Weatherstrip 
The hole forms an air-tight cushion when doors or 


e 
Profits windows are closed against it. Wind, rain, or dust 
cannot get in. 


Made of specially prepared weather-resisting rubber 





Fill in Your Stock Now that won't freeze, harden, or crack. Lasts for years. 
, Very easily applied. Priced low to meet competition. 
COTTON—WOOL—TOW—HORSE CARDS Packed in cartons of 100 ft. and on reels of 500 ft. 


Sold at any length, cut from reels, at 7c. per foot. 


L. S. WATSON MFG. CO. Shia ‘soe tepals 


503 Main St. LEICESTER, MASS. The Lakewood Rubber Products Co. 
Write for Prices Guaranteed Against Decline 6927 Carnegie Ave. Cleveland, Ohio 


BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 























“IVES” Patent Ventilating Lock 





23 years. showing Winder 
Manufacturers of 
Sample free. “Quality Hardware Since 1876” 
Window and Door Specialties 
BURNLEY BATTERY & MFG. CO. Tue H. B. Ives Co. 








NORTH EAST, PENN. New Haven, Conn., U. S. A. 


REZNOR 
RED DEVIL MEANS GLASS INSURANCE OR Li H ORAY 


cs all in the whe A A New and Marvelous 









































iS Development in Gas Heating 
SELLING LANDON P. SMITH, Inc. Send for 
CUTTER 1165 Springfield Avenue, Irvington, N. J. booklet 
, - Bw RED DEVIL, _.| REzNork MANUFACTURING COMPANY 
‘ies a Mercer, PA. 
is KEYSTONE 
eae Box Kit Socket Wrench 
SAMSON CORDAGE WORKS 
BOSTON, MASS. Meets the demand for a 


moderate price emergency 


SASH ‘Ore)>3 0) wrench set. 6 sockets and 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS h Nei we ai Prag finished, 
Clothes Lines, Masons’ Lines, Shade Cord tapered stee ox. Does not 
Awning Line, Dumb Waiter Rope, etc. rattle. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 


Keystone Manufacturing Co. > 
Buffalo, N. Y. ‘ 


Sales Representatives—Surpless, 
Dunn & Co., New York, Chicago 
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Classified Opportunities 
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~ a 
} Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section BD fmch ccccccccccccccccccccccce $5.00 50% off rates quoted 
Set Solid, Minimum of 5 lines.....$3.00 Each additional inch......... «++ 400 Address your advertisements and replies to 
Each additional line....... kone wae een Pony B aan é Migs oe 
tuni By 39th 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising . Seam | City 
Each additional line....... eC 4 insertions, 10% off; & insertions, 15% 
Average 10 words to a line off Harzpwars AcGp is published each Thursday 
Allow One Line for Keyed Address Remittance Must Accompany Order seuaticcudut, ~ yondhaaiaedal 
Samples of merchandise, literature, wai Boa my gd faa ordinary reforwarding Pn should not 








BUSINESS OPPORTUNITIES 


HELP WANTED 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. EWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


OPPORTUNITY FOR MANUFACTURER—Manufacturer interested 
in distributing his goods to the Metropolitan trade can avail himself of 
excellent space with service at a minimum expense. Ideal location in the 
heart of the wholesale hardware district of New York. Address Judge & 
Wilson Co., 162 Chambers St., New York City. 











FOR SALE—Hardware ‘Buswess in in rapidly growing town in Northern 
Bergen County, New Jersey. Yearly sales about $22,000, of which $17.000 
is cash. Inventory about $11,500. Can be varied to suit purchaser. 
Address Box H-753, care of HaArpware Acre, New York City. 





FOR SALE—A prosperous hardware in a live town in southwestern 
New York. Selling on account of health. For further information inquire 
of J. Clements, Realtor, Olean, New York. 





HELP WANTED 
——————————————————S = 
Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Bsti- 
mators, Stock Olerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 


ABBYE EMPLOYMENT AGENCY, ING. 
Remington Building 
113 W. 42nd Street 








Bryunct 7374-5-6 














Store Manager and Buyer wanted at once, Metropolitan district—neces- 
sary qualifications: references, experience managing retail hardware store, 
good health, capable of soliciting business from established local industrial 
trade—protestant—one speaking German preferred. Address Box H-768, 
care of Harpware AcE, New York, z. 








Experienced salesman well acquainted with the onde to cover the State 
of Virginia selling the well known and advertised line of Star Dairy Barn 
Equipment, Harvester Hay Tools, Cannon Ball Door Hangers, Children’s 
vehicles and Hardware Specialties, to start January Ist. Hunt Helm 
Ferris & Company, Inc., Box 231, Albany, New York. 





Leck Manufacturing Concern requires experienced salesman. Head- 
quarters, N. C. Regular trips through adjacent territory averaging 
one-half of the year necessary. State age, experience, references, salary 
desired, etc. Address Box H-736 care of Harpware Acz, New York City. 





EXPERIENCED HARDWARE MAN with retail trade following 
for Westside New York City and upstate—Highest quality guaranteed 
tools. Excellent side line. Address Box H-740, care of Harpware Acz, 
New York, N. Y. 





WANTED—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and vy Commission basis. Write 
for proposition. GRAND RAPIDS RE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 





WANTED—SALESMEN to sell Builders Hardware lock line to retail 
trade as side line on commission basis in Iowa, Pennsylvania, Ohio, New 
Jersev. Delaware, Maryland or sections thereof. Write full particulars to 
Box H-762, care of Harpware Ace, New York, N. Y. 


WANTED—EXPERIENCED HARDWARE SALESMAN to cover 
np ee district to sell the jobbing and retail hardware trade. Must 
be well recommended. State experience and salary. Address Box H-733, 
care of Harpware Ace, New York, N. Y. 


POSITIONS WANTED 











SALES EXECUTIVE 


A consistent sales producer, now employed as District 
Manager for a large manufacturer, desires a larger op- 
portunity to develop the sales of a well-established con- 
cern which can be benefited by his years of intimate 
contact with the leading hardware jobbers and depart- 
ment store buyers and executives in the East. Avail- 
able on January 1. His experience will be of value to 
an aggressive company requiring a seasoned, well-bal- 
anced sales executive. Address Box H-745, c/o HARD- 
WARE AGE, New York, N. Y. 











HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THB WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


/ Remington Building 
2. 113 W. 42nd Street Bryant 7374-5-6 


CAPABLE AND SUCCESSFUL MANAGER of one of the largest 
builders’ hardware departments in the South will be free to accept a posi- 














tion in this line after January first. He is twenty-eight years of age, 
married with family and has a thorough technical training in the Archi- 
tectural and Building professions. Salary a matter of secondary import- 


ance to that of future advancement. Would be willing to ry anywhere. 
Address Box H-763, care of Harpware Ace, New York, 





CUTLERY—Middle aged man with extensive experience desires place- 
ment with Cutlery house, factory or inside wholesale prefered, or as 
manager for 7 Store or department. Good all-round knowledge 
Table, Kitchen and Butcher, Pocket knives, Shears, Scissors, Razors, etc. 
_ class references. Address Box H-738, care of Harpware Acre, New 

ork, ‘ 





Hardware Salesman with large following in New England and New York. 
20 years continuous successful selling experience for large factories, wishes 
to make change the first of year. At present managing small factory in 
Connecticut. 40 years old, married. Best references. Address Box 
H-751, care of Harpware Acre, New York City. 





Salesman and Purchasing Agent, aggressive American (29) ——- 
trained, thoroughly experienced in hardware, tools and mill supplies. 
quainted with jobbers, dealers and consumers. Now retiring from bank 
ness. Seeks connection. Highest reference. Producer of Results. Ad- 
dress Box H-767, care of Harpware Ace, New York. 








Experienced hardware salesman to cover the city of Chicago to sell the 
jobbing and retail hardware trade. Must he well recommended. State 
experience and salary. Address Box H-757, care of Harpware AcE, 


SALESMAN, AGE 29, se THIRTEEN YEARS’ EXPERIENCE 
hardware, tools and mill’ es, desires position, preferably in 
or New England vicinity. xcellent references. Address _— H-731, 





New York City. 


care of Harpware Acg, New York, N. 
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POSITIONS WANTED 


SALES REPRESENTATIVES WANTED 








Manager or Assistant Manager or Manager of Department. For owner 
who wishes to retire or who needs competent assistant. Over 20 years’ 
experience in various capacities. Wholesale and retail. Age 40, married. 





Can make change immediately. Address Box H-761, care of HARDWARE 
AcE, New York, N. Y. 
HARDWARE SALESMAN—Experienced, available at once. Acquaint- 


ed with trade in Eastern States. Not adverse to territory or other lines. 
Age 29, married and well educated. A-1 references. Address Box H-742, 
care of Harpware AcE, New York, N. Y. 


MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns, are all big users. State experience, 
lines handled and territory covered. We want none but those who can 
“make good.” For such our proposition is an excellent one. Address 
“S. H.” care of Harpware Acs, New York. 





SALESMEN WANTED—Experienced specialty salesmen wanted to 
cover the states of Ohio and Indiana with a popular selling line that is 
already established. Can be carried .with other lines that are sold to Hard- 
ware Stores — oo; Stores, and Lumber Yards. Address the Saco 
Mercantile €o., ilan, Michigan. 





SALES ACCOUNTS WANTED 





Can handle for Chicago, or the States of Illinois and Wisconsin, line of 
tools, builders’ hardware or specialties for the larger retail, department 
stores or jobber trade. Quantity business preferred. Am well acquainted 
with trade in territory mentioned. Address Box 7247-A, care of HARDWARE 
AcE, Otis Bldg., Chicago, III. 





Salesman, calling on wholesale hardware trade, auto accessory jobbers 
and manufacturers for over 14 years. During this time 7 years as sales- 
man executive. Territory West of Mississippi River. Age 40 years: 
References. Address Box H-765, care of HArpware AcE, New York, N. Y. 





Experienced builder’s hardware man wants two or three good lines for 
the Pacific Coast by the first of the year. Will give these lines my entire 
attention. References. Address Box H-755, care of Harpware AGE, 
New York City. 





Wanted American Novelties of iron and steel goods, house and kitchen- 
ware, as buyer or in agency. Since 12 years trading as hardware agency. 
Johannes Hauck, Fidicinstrasse 36, Berlin SW. 29, Germany. 





SALES REPRESENTATIVES WANTED 








Manufacturer’s Representative Wanted 
For well known house furnishing line including Bathroom 


fixtures, Tubular Smoking Stand, Juice Extractor and 
Electric Hot Plates. Territory open, Maine, Vermont, 
New Hampshire, Ohio, South Carolina, Florida, Alabama 


and Missouri. Address The Beardsley Mfg. Company, 
Waterbury, Conn. 





Established manufacturer producing well known lines of bathroom 
fixtures, bird cage stands and other specialties, desires to engage traveling 
man to sell above lines after January lst on a commission basis. Write for 
territory desired and particulars. Address Box H-758, care of HARDWARE 
AcE, New York City. 





Have worth while proposition to offer salesman who is well known to 
retail and wholesale hardware trade in Pennsylvania and New York states. 
New item from an old, well-known firm. Combination Fishing Tackle 
Tool Kit. Give full details in reply. Box H-749, care of HARDWARE AcE, 
New York City. 





Manufacturers Agents or Salesmen calling on retail hardware trade that 
specializes on farm and contracting equipment. Also with household and 
sporting goods departments. Prefer men with state-wide territories. Year 
around demand for products. AMERICAN AWNING & TENT CO., 
100 Cummington Street, Boston, Mass. 





New York Import House holding exclusive sales right for several very 
competitive lines of High Grade Swedish tools. and Builders Hardware 
wishes representatives for following territories: Chicago and _ vicinities, 
Detroit, Mich. and Montreal, Canada. Address Box H-760, care of Harp- 
warE AcE, New — N. 





OPENINGS on rope and binder twine selling force in Eastern Pa., N. J., 
lll., Northern finn., Wis., Dakotas, Neb., Kans., Col., Okla., 
Mo., Ky., Tenn. Cordage experience necessary; exceptional man metro- 
politan district; full particulars first letter; references confidential. Ad- 
dress Box H-769 care of HARDWARE AGE, New York, | ae + 


Wanted—S alesmen “ine on retail hardware trade to sell our line of All 
Steel Portable Display Racks, These racks are in big demand, priced 
low to sell fast with liberal commission to salesmen. Write for territory. 
Tyler Sales Fixture Company, Muskegon, Michigan. 





SALESMEN—Well known Rope Concern offers opportunity to several 
Live Wire Salesmen that cover South and Middlewest; (other territories 
open). Liberal suggestions as to commission and territories. Address Box 
H- 766 , care of Harpware Ace, New York, N. Y. 











SALESMEN calling upon dealers, jobbers and mfgs., to 
sell china ‘“Sanifeet’ stove rests. They match “Kitchen 
Color Schemes.” Trial Package of five colors (25 sets of 
4) cost the dealer $14.00. Retail at 50c per set. Big 
profits, everybody buys. TECHNICAL PRODUCTS CO., 
East Liberty, Pittsburgh, Pa. 





Salesman to sell patented clothes hanger as a side 
Attractive proposition. Give 
Box H-764, care of Harp 


Wanted—Responsible § 
line to hardware and house- furnishing stores. 
details as to territory covered, etc. Address 
ware AcE, New York, N. 

MANUFACTURER of fast selling send onlete wants representa- 
tion in Eastern territory to reach jobbers of hardware and paints. Address 
Box H-743, care of HARrpwAre AGE, New York, N. Y. 














COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 





Address Box H-638, care of HArpware Acz, New York. 


repr 








Looking for a Hardware Store? 
“Classified 


The place to find one is in the 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 











Robertson “Horseshoe Magnet” Hammers 
Permanent magnet which holds i 104 = , 


the tack in position for driv- 
ing. Awarded the Silver Medal a 
(the highest offered) at the 
Good Profit. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R ROBERTSON 94 Portland St., Boston, Mass. 








Panama-Pacific Exposition. 














BROWN @© SHARPE 
§ Rele) O. 
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\lade Best 


italog on reques 


TRADE MARK 


BROWN & SHARPE MFG 


BAND “LE NOX’ SAWS © 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 






“The Jools in the Puaid Bac” 
AMERICAN SAW & MFG. CO. ‘SPRINGFI ELD. MASS. 
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vo allowances will be made for errors or failure to insert. 
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Patent Novelty Co............ 
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Peck, Stow & Wilcox Co...... 
Peerless Level & Tool Co...... 
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Penn. Lawn Mower Works..... 
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Philadelphia Lawn Mower Co. 
Phillips-Laffitte Co. 
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Pittsburgh Plate Glass Co..... 
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Popular Science Monthly...... 
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Reading Iron Co..........006: 
Reed & Prince Mfg. Co........ 
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Reynolds Wire Co............. 
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Richland Rubber Co........... 
Richards-Wilcox Mfg. Co...... 
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Rock Island Stove Co......... 
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Ruby Chemical Co............ 
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Samson Cordage Works. 
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Samson Cutlery Co............ 
Sand’s Level & Tool Co...... 
Sanitary Receiver Co.......... 
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Savage Arms Corp............ 
COE MKS CMG ds emis cincie de 
Schollhorn Co., William....... 
Schrade Cutlery Co........... 
Schrader’s Sons Co., A........ 
Segal Lock & Hardware Co.... 
Seymour Prods. Co........... 
Shapleigh Hardware Co........ 
Shelby Spring Hinge Co....... 
Sherman Mfg. Co., H. B...... 
Sherwin-Williams Co. ........ 
Sidney Archery Co............ 
Sidway-Topliff Co. ........... 
Siver LENO Cosi. ci cick cies. 
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Space Saver Dish Co...... 
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Special Chemicals Co.......... 
Standard Electric Stove Co.... 
Standard Oil Co. of N. J...... 
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Stanley Works 
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Sterling Wheelbarrow Co...... 
Stevens Walden-Worcester, Inc. 
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Studebaker Corp. of America.. 
Superior Laboratories, Inc..... 


Superior Ladder Co........... 
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Timken Roller Bearing Co..... 
Toledo Metal Wheel Co....... 
Toledo Wheelbarrow Co....... 
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Trow & Holden 


Tubular Rivet & Stud Co cs ie 


Tucker Duck & Rubber ( a 
Turner & Seymour Mfg. Co 
Turner Brass Works. 

Turner Bros. . 

Underhill Bros. ..... eee 74 


Union Hardware Co ; 13 
Union Steel Products Co. 

United Hardware & Tool Cor) 
United Publishers Corporati 

United Royalties Corp.. 

U. S. Chain & Forging Co 

U. S, Glove Co... 

Universal Industrial Cory 


Utah Radio Products Cy 
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Vaughan & Bushnell 
Vaughan Novelty Mfg. Co.... — 
Verified List 
Vetter, William L...... 
Vollrath Co. 
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Wall Mfg. Supply Co., P 
Walworth Co. 
Warren Mfg. 
Warren Tool & Forge (0 
Washburn Co., The.. 

Watson Mfg. Co., L. S 
Western Cartridge Co 
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Western Importing Co 
Wheeler Radiator & Mig. © 
Wheeling Steel Corp... 


White Co, L. & I. J... sae ee 
White Mfg. Co., Julian M.... — 
Whiting-Adams Co, 

Whitney Co., Vincent, . 

Wickwire Brothers 
Wickwire Spencer Steel 

Williams & Co., J. H.... 

Winslow Skate Mfg. Co., Samuel 
Wiss & Sons Co., J.... 

Witt Cornice Co..... 

Wolverine Supply & Mfg. | 
Wooster Brush Co..... 
Worthington Co., George. 19 
Wright Steel & Wire Co 
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Yale & Towne Mfg. Co 7 
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Zenith Radio Corp..... 


| Zouri Drawn Metals Co....... — 


IN THIS ISSUE 





IIE MEL LETC 


DoE en: Cay arerteece nese ss 


SEE OAT RS RIES 


EIST TE 


OR Bait NT EY POAT ET ROLE LRA RI 


SPS TARY 








98 HAR®WARE AGE for DECEMBER I, 1927 









a 
oo ca vES 


ppp 


MODERATELY PRICED 


FIREPLACE EQUIPMENT 


HAMMERED EFFECT 





ANDIRONS, ALCAZAR PATTERN, No. 2924 
SPARK ARRESTER - - - « ~ No. 0500 


Cre ULLY designed ito 

accord with the new trend 
in home furnishing; sturdily built 
io give years and years of service; 
beauiifully finished ... and moder- 
ately priced ... this group of fire- 
place fittings is one of many that are 
helping build a bigger, more profi- 
table business on fireplace goods. 


“BE Our new Folder A shows 
a splendid line of fittings 
in hammered finish... 
Folder B is devoted to 
Black and Black Brass 
Trimmed goods. Both 
are illustrated and 
priced for your conven- 

out ience and are mailed 

\ free on request. 





Tue S. M. Howes Co. 


Designers and Makers of Fireplace Equipment 
505 Medford Sireet 
Charlestown Districi Bosion, Mass. 
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(V's 
Window Displays 








How much of the rent 


Do Your 


Pay? 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as “Silent Sales- 
men?” You know a real 
salesman is much more 
valuable than a mere 
“Order Taker!” Why 
not put your window dis- 
plays in the selling class? 


Your files of Hardware 
Age describe and picture 
many window displays 
that have made money— 
displays that “Pay the 
Rent” and bring about 
the much sought Rapid 
Turnover. 


Put these ideas to work! 
HARDWARE AGE 


239 West 39th Street 
New York, N. Y. 
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The Patented 








DAZEY Grinding Wheels 


Without which twin-wheels are no better 
than a solid wheel with a groove in it. 








Contact 


























The above twin DAZEY Grinding Wheels 
will sharpen because it presents a true‘‘V’ 
to both bevels of the knife edge and it will 
continue to sharpen after months of wear 













A half turn of the new 
Sharpit clamp and the 
engaging lug slips out 
from the opening in the 
Sharpit’s base, permit- 
ting insertion on the 
opposite side for mount- 
ing the Sharpit on either 
end of a table. 


DAZEY 





because as the “V" 
the contact point 


permits the wheels to close-up and a true 


“V" is maintained 
knife edge. 


wears it simply lowers 
and the inside cavity 


in which to grind the 








_ Point _ ] 











A Sharpener 
wheels having flat contact faces as shown 
above, is like a solid stone with a groove 


in it, and while it 


the flat contact faces inside will 


the spring closing 
bottom of the ‘!V” 
a true grinding ““V" 
to the knife edge. 


made 


( fF Cor itact\ 





—v 
e 








Lbwen 


twin 


grinding 


with 


will sharpen when new, 
prevent 
up the wheels as the 
becomes worn and then 
is no longer presented 





The new DAZEY Sharpit is finished in 
representing the latest development in rust-proofing. 
off like enameled paint and it is far more attractive in appearance. 


With 





ELL, / 
TWIN ©® fg WHEELS 


having these four 
important features 


The patented Sharpit twin grinding wheels which take up wear and 
thereby assure long lasting satisfaction to the purchaser. 
explanation at the left which shows why the Sharpit twin grinding wheel 
principle excels all others. 


Note the 


The reversible, detachable clamp is a valuable feature as it is not always 
possible to find a convenient place on the right end of the table. The 
© DAZEY clamp can be quickly removed and reversed so that it can be 
clamped to either end of the table. 


“Udylite,” a metallie plating 
It will not chip 





The DAZEY Sharpit is the only twin-wheel grinder 
i under U. S patents to use this famous wheel 


which assures lasting satisfaction to the user. 








* 


BW ON 


The sturdy construction of all mechanical parts of the New DAZEY 
Sharpit is such that we guarantee to replace any parts (except grinding 
wheels) free of charge which wear out within five years. 


Sharpit is made by the makers of Dazey Churns 











Dazey 
Hand Churns 


The complete line of Dazey Glass Churns 
four, six and eght 
sizes, while the Dazey Metal 
furnished in sizes from two to ten gallons. 
There is a Dazey Churn to meet all churn- 
Over two and a half 


includes two, quart 


Churn is 


ing requirements. 


million in use. 


Warne and Carter Aves. 


Dazey 
Electric Churns 


The extension of power lines into 
communities, and the popularity of indi- 
vidual farm lighting plants, is increasing 
the demand for Dazey Electric Churns. 
Made in four, six and ten gallon sizes. 
Every dealer should be prepared to demon- 
strate the ease and simplicity of churning 
w:th the Dazey Electric Churn. 


rural 


DAZEY CHURN & MANUFACTURING CO. 


St. Louis, Mo. 
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Our Galvanized Hardware Cloth Is Durable 


When you sell a roll or a piece of Wickwire 
Brothers Galvanized Hardware Cloth you are rea- 
sonably sure to see the customer back for more of 
the same brand. Durability is the reason. 


One reason for this durability is because the 
wire is 


Made from Open Hearth Steel 


produced in our plant where every operation is 
under our personal supervision. 


We use only Full Gauge Wire and this wire is 
thoroughly galvanized after it is woven. 


Made in 2, 2%, 3, 4, 5, 6 and 8 mesh. Standard 
widths, six inch steps 12 to 48 in. Special widths 
made to order. Put up in 50 and 100 lineal foot 
rolls. 


Miscellaneous 


Wire Nails and Brads 


Don’t overlook the fact that we manufacture a 
very high grade line of Miscellaneous Wire Nails 
and Brads. 


Made in all sizes from 3/16 inch. No. 24 gauge to 
a 12 inch spike, with special heads or points, 
barbed or smooth. Put up in handy packages of 
%, Y% and | pound quantities. These packages 
are shipped in cartons. 


Also obtainable in 5, 10, 25 and 50 pound boxes 
and in kegs. 


Our Other Products Include 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 

Screen Cloth 

Poultry Netting and Staples 





Write your Jobber for full information 














